ip Moe 
THE McGRAW-HILL PUBLICATION FOR INDUSTRIAL DISTRIBUTORS AND THEIR SALES PERSONNEL 


INDUSTRIAL DISTRIBUTION 


EXECUTIVE 
VICE PRESIDENT 








a aes 


| ios 

















by Threadwell - 


= hasa 


plug chamfer! 


mn YS A ah 
-—. Oe = ar 


. and only Threadwell Distributors sell 
and profit from the hottest item in tapping 
today. Have you seen a copy of 
“Thé Threadwell Story’’? 


THREADWELL TAF 
SREENFIELD, MASSACH 
Stocking Worehouses: New York leveland 





Detroit los Angeles sreenteld, Mass 





SINGLE STRAND 


DOUBLE STRAND 


SINGLE STRAND, HEAVY SERIES 


DOUBLE PITCH TRANSMISSION 


DOUBLE PITCH CONVEYOR 


DOUBLE PITCH CONVEYOR, LARGE ROLLERS 


THE TRANSMISSIONEER is featured in | 


Dodge advertisements, which appear in lead- 
ing publications. Prospects are directed to 
“call your local Dodge Distributor” for infor- 
mation and assistance on new cost-saving de- 
velopments in power transmission machinery. 
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NO KEYSEATING! 


NO REBORING! 


DobDGE Quality Roller Chain, 
teamed with Dodge Taper-Lock Sprockets, results in chain drives 
and chain conveyors that have the precision, efficiency and stamina 
necessary for the real economy of Jong life. 

Moreover, Taper-Lock’s reusable bushing makes a difference 
in overall cost. The ease of Taper-Lock mounting, the elimination 
of reboring, keyseating, and wasted time, add to the saving. Pre- 
cision machining and true articulation lengthen the life of both 
sprocket and chain. 

The Dodge line of chain, including standard attachments, is 
extensive. It meets a high percentage of all chain requirements. 

In the Double Pitch series (both Transmission and Conveyor) 
the sizes which require special spacing for perfect tooth action are 
offered from stock in special double pitch design —to double 
the life of the chain and the sprocket! 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Ind. 


D GE 


of Mishawaka, Ind. 
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A Time Saving Guide to the Contents of This Issue 





WHAT ABOUT YOUR “MANAGEMENT SUCCESSION?” 60 


Young, competent management is often never given a chance to acquire a 
company. Here is how the mythical Seneca Supply Co., following the lead of an 
actual distributor firm, transferred ownership to its promising young men—by 
means of an agreement whereby the older stockholders were given preferred stock 


in exchange for their common stock which was then sold to the younger men. 


ID WINS AN EDITORIAL AWARD 63 


Every year the Associated Business Publications present the Jesse H. Neal Awards 
for editorial achievement. This year one of the six first awards was made to 
D. A. C. McGill for his “Decisions, Decisions, Decisions” article (ID, June, 1960). 


SUPPLYING THE “SERVICE PACKAGE” 64 


In addition to quality products, today’s customer wants a “service package” as 
well. Services have overtaken goods in total dollar value, a trend that shows 
no signs of abating. Facing these facts, one Virginia distributor has boarded the 


“service bandwagon”—and finds profit in offering a specialized sales service. 


HOW TO RATE A BUYER 66 


All purchasing agents or individuals functioning as buyers have certain basic 
responsibilities and should have certain basic qualifications to perform their job. 
An understanding of these responsibilities and qualifications enables the salesman 
to appreciate his customers’ problems. In the case of small customers, the sales- 
man can help by undertaking some of the responsibilities to mutual advantage. 


GEARED TO GREET THE BOOM 69 
Is it really necessary for a distributor to advertise in the midst of a boom? 
A large Florida house considers it not only necessary, but actually goes all out 
to sustain and to greet the influx of new industry by an integrated three-phase 
advertising program, guided by a skilled and experienced advertising manager. 


CAPITAL SPENDING TO HIT NEAR RECORD 72 


Business now plans to invest a near-record sum in new plants and equipment in 
1961, according to McGraw-Hill’s latest capital spending survey. In fact, the 
total amount earmarked is off 1960's actual figure by only 1%. Manufacturers are 
devoting 70° of new investment to modernization, the highest percentage ever. 


THE TOUGH, DISTANT PROSPECT 74 


It has often been said that salesmen are ingenious at finding reasons for not mak- 
ing calls. In this month’s case problem, the salesman doesn’t need reasons—he 
has several of them—but this doesn’t solve his dilemma on Friday afternoon. 


INDUSTRIAL DISTRIBUTION 





ATLANTIC CITY CONVENTION 75 
At the 56th annual Triple Industrial Supply convention, distributors and 
manufacturers heard the National Association of Manufacturers’ executive vice- 
president keynote the gathering. A special breakfast meeting of distributors han- 


dling power transmission products was held. Officers were elected for three groups. 


QUALITY NOTED IN 1960 ADVERTISING 79 
Three silver plaques were awarded to manufacturers for overall excellence in 
1960 advertising. Competition in categories of magazine advertising, catalogs, 
and direct mail, earned 12 bronze plaques and 17 honorable mention awards. 


NIDA HOLDS 56TH ANNUAL MEETING 80 


National Industrial Distributors’ Association hears a report on the extent of 
the small order problem. NIDA’s legal counsel, A. B. Young, apprises dis- 
tributors of anti-trust and price discrimination laws. Cutting Tool Task Force 
Subcommittee reports. John D. Williams, Cleveland, is elected new president. 


SIDA ELECTS NEW OFFICIALS 81 


SIDA members install Rufus K. Allison, Industrial & Textile Supply Co. of 
Charlotte, as their new president, succeeding John C. Pye, Pye-Barker Supply Co.. 
Atlanta. Tom M. Nelms and G. R. McCalla are new first and second vice-presi- 


dents. Southerners also hear extensive reports on activities of joint committees. 


ASMMA ELECTS JOHNSON NEW PRESIDENT 82 
The annual meeting of the American Supply & Machinery Manufacturers’ Asso- 
ciation elected Paul Johnson of the Dake Corp. as the new president. Other 
officers for the coming year were installed. New members of the association 


were introduced at a special breakfast meeting at the Traymore Hotel. 


OTHER FEATURES 

Ideas and Opinions 7 Price Index 
Trends and Prospects Business Outlook 
Industry Statistics 5: Editorial 

Supply Sales Trend 5: ID News Index 


Vext Month: SAVING BY WORK MEASUREMENT 


Can the engineering approach be made to the industrial distributor’s problem of 
office costs? Yes. It has been done at Knapp Supply Co., Muncie, Indiana, 
with gratifying results in the reduction of paper-work costs. Read how the 
problem was tackled under the direction of a management consultant from the 
planning of objectives to setting up of a more efficient, less costly system. 
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Need High Capacity 
In Compact Space? 
DA 358 V-BELTS. This major design improve- 


ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 


DA POSITIVE ORIVE BELTS. Revolutionary 
tooth-grip principle; no stretch; no constant lubri- 


cation. Highly versatile. 





Whatever your 
V-Belt needs, 
DURKEE- 


ATWOOD 


meets them 


What do you want in a V-Belt? You want 

consistent performance, long trouble-free life 

and full-rated power transmission. That 

means the belts must be made of the finest ° 

quality materials, with careful attention to 40% Extra Capacity 

engineering details, manufacturing processes in Regular V- Belts? 

ant testing poveetieus. Shalhen-Aeseen RED SHIELD MULTIPLE V-BELTS. Increased 
V-Belts are made of the newest high tenacity capacity at no increased cost. Available in oil and 
synthetic fibres to assure length stability in heat resistant and static dissipating constructions. 
storage. The exclusive Durkee-Atwood 

“Tso-Dynamic” Vertical Matching Machine 

eliminates the “‘sag error’”’ that develops when 

V-Belts are matched on horizontal equipment. 

This assures equal power transmission from 

all belts on multiple drives . . . Look to 

Durkee-Atwood for quality, service and savings uN 

...the most complete line of industrial V-Belts. Top Performance in 


. Variable Speed Drives? 
Look for the DA On Your V- Belts VARIABLE SPEED BELTS. For constant per- 


tage formance. Abrasion-resistant cover; crowned cross 
He section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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Nicholson or Black Diamond Industrial 
blades are an ideal “bread and butter” 
tool line for you...a basic industrial 
line that gives you steady repeat sales. 


These blades wear one of the best 
known names in industrial tools... 
they’re heavily promoted in the publica- 
tions your customers read .. . they’re 


made in a full line of band saw, hand 
and power hacksaw types...they offer 
the precision, the blue chip quality and 
competitive pricing that mean continu- 
ing “bread and butter” sales for you. 


Use the Nicholson or Black Diamond 
blade line—the blue chip line—as a sales- 
call opener. It puts you on familiar 


ground with your customers and identi- 
fies you as a quality distributor. 


Nicholson File Company, Providence 1, R. I. 


Files - Rotary Burs - Hacksaw and Band Saw 
Blades - Ground Flat Stock - Industrial Hammers 


<=. NICHOLSON “> 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World of Business 





Direct Shipments 


From J. S. Zahniser, president, Haver- 
stick & Co., Rochester, N. Y., we have 
received the following letter on the 
subject of direct shipments: 

“Il am sure we have all been ex- 
posed to many speeches and articles 
on distributors’ high costs and low to 
non-existent profits in recent years. 
These dissertations range from new 
accounting procedures through in- 
ventory controls, analysis of profit- 
ability of lines, etc. All of these things 
are a part of the profit picture, but | 
have yet to see an analysis of what | 
believe is the basic reason for the 
shrinking profit picture. 

“The basic offender is the ‘direct 
shipment order.’ This type of order 
has been showing up with increasing 
frequency in recent years and if not 
a long way toward 
for the 
existence of the stocking distributor. 


checked can go 
eliminating the very reason 

“It started as a means of lowering 
the costs of materials used by original 
ejyuipment manufacturers and spread 
to the large order category, the yearly 
contract idea, and finally degenerated 
into an excuse to cut price. Today our 
suppliers (the manufacturers) seem to 
look upon a 5% gross profit margin 
for us (the distributor) as ample for 
this 


quote us on this basis and we in turn 


type of order and frequently 
have come to look at it in the same 
manner. At the same time, we, and 
they, are encouraging the buyer to 
ask for direct shipments because of 
the large differential—saving for him 

as compared to out of stock orders. 
We are systematically cutting our own 
throats.” 

Zahniser proposes a possible cure: 
‘A realistic out of stock price; a 
realittic cost into the distributor's 


stock: 


consumer, set by 


a direct shipment price to the 
the manufacturer, 
which is within 10 to 12 per cent of 
the out of stock price. I also believe 
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direct shipment quantities and trans- 
portation allowances should be stud- 
ied and made more factual. 

“To substantiate this thinking I am 
attaching a cost analysis sheet . . . 
Operating expense for each class of 
sale was determined by first deduct- 
ing all expenses that could only be 
charged against ‘out of stock’ ship- 
ments such as warehousing, trucking, 
handling, shipping, etc., and estab- 
lishing a ratio of ‘out of stock’ sales 
to ‘direct shipment’ sales and then 
adding the warehouse, etc. expenses 
The re- 
sultant expenses in dollars were then 
their 
classes of sales in dollars to arrive at 


to the ‘out of stock’ costs. 


compared against respective 
the cost percentages shown.” 
The cost analysis sheet attached is 


as follows: 


OvuT oF STOCK SALES 70% of total sales 


Direct SHipMENT Sates 30% of total sales 
OPERATING EXPENSE: 
out of stock 82% of total expense 
direct shipment 18% of total expense 
SALES Costs 
out of stock 19.3% of total 


direct shipment 9.9% of total 


In connection with these figures, 
Zahniser comments: “This distributor 
cannot afford much 5% business even 
Although 
looked on as 


though he shipped direct. 


direct sales can be 


‘plus’ income, it actually detracts 
from out of stock profits, and in 
sufficient volume can create an over- 
all loss.” 

In a subsequent letter, Zahniser 
states: “The amount of direct ship- 
ment business seems to be ever in- 
creasing; it destroys the real reason 
for the stocking distributor if allowed 
to go too far. The manufacturer, our 
supplier, must do something about it 
or else lose the distributor as a sales 
tool.” 

He cites the examples of two manu- 


facturers’ pricing practices: 


“Manufacturer A has the following 
pricing and distributor cost policy: 

A. List price. 

B. Suggested out of stock selling 
price (which is list). 

C. Suggested direct shipment sell- 
ing price (which is ‘anything’). 

D. Distributor’s (list 
30% ). 

“This type of policy encourages 
price cutting as the distributor has 
the same cost regardless of his selling 
from stock or direct shipping. If a 


cost less 


little hungry, he cuts price to list less 
25% and in many cases even more. 
The result is no price stability, little 
or no profit usually resulting in low 
or no inventory. 

“Manufacturer B has this policy: 

A. List price 

B. Suggested out of stock selling 
price (which is list) 

C. Suggested direct shipment sell- 
ing price (list less 10%) 

D. Distributor’s cost into his stock 
list price (list less 20%) 

E. Distributor’s cost direct ship- 
ment (list less 20% ). 

“The distributor thus has a lower 
cost into his stock which encourages 
him to maintain a proper inventory 
and due to his higher cost cannot 
afford to cut price much and there- 
fore tries to sell his inventory and 
service, rather than sell price above.” 


Succession/Success 


This month we’re pushing manage- 
“Have 


thought about Management Succes- 


ment succession (see you 
sion” in the feature section). Accord- 
ing to all intelligences, this is one of 
the major problems confronting the 
smaller firm. By “smaller firm” we 
also mean the closely-held corpora- 
tion whose stock is not publicly 
traded. 


In the course of preparing the 


continued 





Time To Deal Yourself In! 
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SOCKET SCREW PRODUCTS 


pry! 


especially if you’ve gone just about as far with your 


get aboard the Blue Devil line, 


present socket screw set-up as you can. Blue Devil 
the hot line today because it’s got so many plus- 
tures exclusive door-opener items, top quality 
inufacturing, close factory support, convenient 


| warehousing and constant promotional 


MEMBER ASMMA | 


drum-beating for you. Why not get all the facts today? 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


SAFETY SOCKET SCREW CO. 


* Telephone ROdney 3-2020 
NEW HAVEN + NEW YORK CITY 


31, Ihinors 
DETROIT 


6500 North Av dale Ay 
WAREHOUSES AT: LOS ANGELE 
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aforementioned feature, we made use 
of a small volume entitled Manage- 
ment Succession in Small and Grow- 
ing Enterprises by C. Roland Chris- 
tensen, and published in 1953 by 
Harvard Business School’s division of 
research. Christensen makes this ob- 
servation at the outset: 

“Legal continuity of existence is a 
fiction . .. A corporation’s survival is 
not insured by its legal charter; that 
opportunity must be realized through 
management action. Yet many small 
businessmen give little or no attention 
to the problem of providing for suc- 
cessor management. Concerned with 
the immediate pressures to today’s 
problems. they tend to devote a mini- 
mum of time and consideration to 
the future management requirements 
of their companies. 

“The small businessman’s unstated 
assumption seems to be that the prob- 
lem of finding top management re- 
placements can be handled on the 
spot, without any thinking ahead or 
planning for this event.” 

As we believe we made clear in 
February's ID (“Can Your Business 
Survive You?”) and are making 
clear this month, the question of 
whether or not your company will 
exist at all depends on what pro- 
vision has been made to assure man- 
agement continuity. 

But our articles were concerned 
mainly with some legal means of 
assuring succession. 
They did not. 
book, talk at any length about making 


management 


as does Christensen’s 


sure that there are able executives in 
the firm ready to step into the vacant 
shoes. Thus, what good it it to set up 
legal precautions if there is no one 
available to take over leadership of 
the company? You may remember 
that our January issue quoted White 
Sewing Machine's president as cas- 


tigating the “one-level” management 
so common among distributor firms. 

Christensen makes these suggestions 
to spur management into setting up a 


continued 
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The Sign of a Real Bargain 
inan IRON BODY GATE 


Cost-Per-Year is Lower... Initial Cost no Higher 


For generations extra-quality, extra-stamina Jenkins Iron 
Body Gates were regarded as the best buy for the money 
..even though they cost more to buy. Lower maintenance 
expense and extra years of service more than offset any 
price differential. 
Today, these widely favored valves are an even bigger 


AVAILABLE FROM LEADING DISTRIBUTORS EVERYWHERE 


NSGIOUS CUSTOMERS OF 


COST-OOK 
JENKINS DISTRIBUT ORS Me fe 


jh vince ined Cute 
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bargain in true value. You pay no more for them at the 
start! And you get exactly the same high quality and per- 
fection of design for your money. 

You can satisfy all your needs from the complete line 
of Jenkins Iron Body Valves. Jenkins Bros., 100 Park 
Avenue, New York 17. 


JENKINS 


VALVES 








‘HERE'S HOW TO MAKE MORE MONEY! 








Eagle cans and oilers and you'll 
cash in on extra sales... fast! 


Stock THE COMPLETE LINE of 








One Eagle sale leads to another! Each oiler, safety can, 

oil or gasoline can you sell brings your customers 
back . . . satisfied . . . for more! 

Display the ONE COMPLETE LINE. . . an Eagle 

oiler or can for every purpose. 
Order the Complete Line NOW from your supplier. 
Or write to us for information. 
Eagle products are stocked by leading suppliers 
in the U.S. and Canada. 








Ask for the i 


Complete Eagle 
Catalog 


IT’S FREE! 





y | 


sf ! 
Serving the Trade Since 1894 : ] 


MANUFACTURING CO., Wellsburg, West Virginia 
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ADVERTISING TO HELP YOU SELL 


Tips Its Head To Cut Production Corners 


Sawing 45° miters in any kind of material 
has always been a simple task for MARVEL 
Saws, but moving the work up automatically 
and making consecutive cuts on an angle was 
a problem, especially when the work was long 
and cumbersome. 

This triple exposure photograph of a new 
MARVEL No. 81A All Hydraulic Heavy Duty 
Automatic Bar Feed Band Saw, illustrates 
how the upright head or column can be tipped 
45° either right or left of vertical to make 
angle or miter cuts. The work is held station- 
ary while the column, which carries the blade, 
is fed forward, meeting the work squarely to 
insure accurate cutting. After the cut is com- 
pleted, the work is automatically moved up 
and measured, and another cut made. 


Automatic miter cutting is just one of many 
exclusive universal features of these band 
saws. Designed to utilize every advantage of 
high speed steel band blades, MARVEL No. 81 
Series Band Saws can handle almost any con- 
ceivable sawing job—from the smallest, most 
delicate work, up to 18” x 20” shapes. 

Only the MARVEL No. 81 Band Saws have the 
“SURE-LINE” Automatic Accuracy Control 
(basic patent applied for) which literally 
steers a blade to make a straight cut. This 
unit extends usable blade life as much as 50%. 

ManrRvVEL No. 81 Series Band Saws are prov- 
ing themselves daily, as the most versatile ma- 
chine tools in production metalworking plants. 
For complete details, or a demonstration of MARVEL 


Sawing Equipment, write: Armstrong-Blum Manufac- 
turing Co., 5700 W. Bloomingdale Ave., Chicago 339, Ill. 


Better Machines-Better Blades 
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KEEP JOBS MOVING 
WITH THERMOID 


Stock and Sell Jeearow Big 7 Belting 
and Hose for every industrial use 


Enjoy the increased profit that comes with the quick 
turnover of Thermoid Belting and Hose . . . the 
broadest belt line in the industry and a hose line for 
every drilling, construction and industrial application. 

The broad Thermoid line provides maximum cov- 
erage of applications with a minimum of inventory. 
And, to back up your stock, Thermoid’s 10 stra- 
tegically located warehouses help you handle extra 
large or rush orders. 

Thermoid has developed many outstanding 





“firsts” in the hose and belting field such as 7500 
p.s.i. Gold Stripe Rotary drilling hose, the PVC 
PLASTICOAL conveyor belt, a jet starter hose, the 
only one approved for use on the B-58 bomber, and 
many others. This type of outstanding research 
development and quality manufacture is available 
to you in filling your customer’s need, however 
normal or unusual they may be. 

Thermoid’s field application experts are located 
in all industrial areas to give your salesmen and 


THERMOID DIVISION 


200 WHITEHEAD ROAD, TRENTON 6, NEW 





customers fast on-the-spot technical assistance. Free 
technical school training for your salesmen helps 
produce increased hose and belting sales and profits 
for you. 

Get full information today on Thermoid’s com- 
plete high quality line of industrial products. Write 
or telephone our office immediately. Thermoid 
Division, H. K. Porter Company, 
Inc., 200 Whitehead Road, Trenton Quaker) 
6, New Jersey —JU 7-3000. Thermoid 


H. K. PORTER COMPANY, INC. 


JERSEY 








NEW [VOS-SERIES 


DOUBLE-ACTING 


NEW 
DOUBLE-ACTING, 10,000 P.S.I. 
50, 75, 100, 150 TONS, HEAVY DUTY 
BORES: 3%”, 444", 5%", 6%” 


10,000 P.S.1., 8, 15,25 TONS 


BORES: 1%”, 2 


CENTER 
HOLE 


NEW [YOT-SERIES] 


DOUBLE-ACTING 
10,000 P.S.1. 
17, 30,50 TONS 


BORES: TWO 1% 
TWO 2”, TWO 24” 


> 


CENTER 
HOLE 


Y-SERIES 
SPRING R 
10,000 P.S.I. 
17%, 30, 50, 


SPRING RETURN 
7-9,500 P.S.1. 

2, 4, 7, 10, 20, 

50 TONS 


PRECISION HYDR 


et *®o 
° > 373 Cedar St. 


, 2% 


New OTC, 
10,000 p.s.i. 
Hydraulic 
Cylinders 


2”, @ PRECISION BUILT, POWERFUL, 
COMPACT, LIGHTWEIGHT 


@ THE FIRST ADVANCES FROM 
OTC’S NEWLY FORMED “PRECI- 
SION HYDRAULICS DIVISION’ 


OTC 10,000 P.S.1I. hydraulic cylin- 
ders open new possibilities in “‘hi- 
pressure’ designing by meeting 
high force requirements with com- 
pact, lightweight components. 
Cylinders are precision built for 
dependable, continuous perform- 
ance. Choice of stroke length and 
standard or tie-rod extension 
mountings for YD, YDS and 
YDT series cylinders. Requests 
for quotations invited. 


ETURN 


New two-stage and single-stage 
10,000 P.S.I. hydraulic pumps and 
power packages also available. 


WRITE FOR FREE 
ENGINEERING DATA 
FILE CATALOG 


Distributorships open in some states. 


AULICS DIVISION 


OWATONNA TOOL CO. 


+ Owatonna, Minn. - Cable: TOOLCO 








Ideas and Opinions 


starts on page 7 





second level of executive leadership: 
¢ Make better use of your board of 
directors. The talents of the various 
members should be used much more 
than is general at present. If these 
men are consulted on major policy 
questions now, they will be more 
aware in the future of the firm’s prob- 


should 


happen to the present head or key 


lems anything untoward 
executive of the firm. 

¢ The president could single out a 
younger man, and make him “crown 
prince,” so to speak, moving him up 
through successive responsible jobs to 
general manager or executive vice- 
president. Through most of his ad- 
vancement, the crown prince should 
attend policy-making meetings so that 
he is conversant with the company’s 
operations. 

¢In addition to a crown prince, 
the president can single out a number 
of younger men, and put them in 
responsible positions where they can 
get executive experience. Some 
presidents select a crown prince from 
among this group. 

¢ Retirement should be approached 
much more constructively by many 


heads of 


should be found to some of retire- 


older firms. Solutions 


and 
( This 


describes an ac- 


ment’s more obvious financial 


temperamental _ problems. 
month’s feature 
ceptable means of assuring income 
for retiring management.) 

It is abundantly clear that a com- 
pany’s success rests not only in the 
competence of present management, 
but equally as much in the foresight 


of present management. 


Quality 


How many of your home appliances 
have shuddered, gasped, coughed, 
clanked, and ground to a stop lately? 
The question is relevant in view of a 
recent talk by H. Thomas Hallowell. 
Jr. to a group of steel executives on 
the growing demand for component 


continued 
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“Our Yellow Pages advertising STACK? STEEL 


brought us one account ies os in 88 
that spends *3-10,000 a year!” Ry Oe 


REINFORCING + FLAME CUTTING + STRUCTURALS 
STACK STEEL & SUPPLY CO 500 Lander St., Seattle 4 


says H. Stack, President, Stack Steel & Supply Co., Seattle, Wash. : ; 
Display ad (shown reduced) runs under STEEL DISTRIBUTORS 


& WAREHOUSES. Call the Yellow Pages man at your Bell 
Telephone Business Office to plan your program. 








ett — 
“90% of all our orders come in by telephone—a lot of “Another recent sale that we made through the 
them through our advertising in the Yellow Pages.” Yellow Pages amounted to fifteen hundred dollars.” 


a 


“We've been in the Yellow Pages for 12 years and “Our large display ad under Steel Distributors & . 
cover a wide area by advertising in 4 directories.” Warehouses brings in new business year-round,” 


Display this emblem. It builds your business! 
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COIUMBIAN VISES 


MALLEABLE IRON MACHINISTS’ 


Long back jaw body. Large polished 
anvil. Malleable iron casting 
guaranteed unbreakable. 


Replaceable, heat- 
treated tool steel 
jaw faces. 


Graphite bronze thrust bearing. 
Reduces friction. 
Prevents wear. 


Heavy internal ribs add strength to 
malleable iron front jaw casting. 
Guaranteed unbreakable. 





Nut base and back jaw keyway precision 
machined. Positive alignment. Precision 
replacement. Malleable iron base guaranteed unbreakable. 


360° swivel. Slip-proof, tapered-gear lock bolt. 








Swivel Base Stationary Base 


for best advice about VISES . . see your distributor 


THE COIUMBIAN VISE & MFG. CO. Cleveland 4, Ohio 


Made in America by American craftsmen acme 
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A leading distributor te//s us: 


“‘For us to operate profitably, our product lines must 
match the needs of the industries we serve. Because our 
customers want the best, we can afford to offer only the 
highest quality . . . lines that are known and accepted.” 


Says: Mel Tompkins, President, 
Allied Arkansas Bearing, Little Rock, Arkansas 


“With Gates we can offer 
what our customers want... 
and the quality they demand!” 


“Gates has always been one of our top lines and for good reasons. 


Gates is well known in this area. Our customers know they can count 
on Gates quality ...and on our service to back it up. Our selling job is 


simplified and our sales of Gates have grown steadily.” 


The Gates Rubber Company 


Denver, Colorado Building the future on 50 years of progress 


BP 
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reliability. 





Hallowell is, as you may know, 
president of Standard Pressed Steel 
Co., and he was concerned with the 
quality of steel used in fastener 


NEW LUG-ALLS ‘ peer mounting pressure of 


(CREA TEC) many fast-moving factors—foreign 
trade competition, technical demands 


of the missile age, high costs—was 
, forcing consumers to use “to a greater 
; proportion the potential properties of 
. metals.” Thus, what used to be ac- 

4 TIMES FASTER ; do the job today. 
| EM AND He threw some mathematics at his 
audience. Viz.: “If we have 100 
-_ THAN ANY OTHER CABLE components in an assembly, and each 

‘\ . 





ceptable in performance simply won't 





RATCHET WINCH-HOIST 


component comes from a lot that is 


99% OK (one out of 100 defective) , 
then we get 36% good assemblies. 
Change the component reliability to 


98% instead of 99%, and only 13% 


With Each A of the assemblies will work: and 96‘ 
Stroke AWA reliability decreases the assembly per- 
Of The Lsi- formance to 1.64%.” 


HANDLE A: 7 “Or.” he added, “if 410 parts of 
— an assembly each come from lots that 
i, | (Through are 99.44/100% reliable, only one 
( eto out of 10 of the resulting assemblies 

u mer will satisfactorily perform.” 
L Catiefaction ) Will someone kindly lead us 


through the labyrinths of Mr. Hallo- 
well’s mathematics? D.A.C.M. 





Superior to anything on the 
market. Simplified design with 
fewer parts. Detachable high- "hed 
speed cable wind-up handle. 


NOTHING ELSE LIKE IT “xe Highest quality flexible aircraft 


cable. Safety handles design 

ON THE MARKET! tested for overload to protect 

° operator. Guaranteed one 

year against defective parts. 

Over 10 Years Experience Also especially corrosion- 

Pioneering Aluminum proofed models for use in 
Cable Ratchet Hoists! chemical plants, mines, etc. 











Stock And Sell The Most Asked 
For Cable-Ratchet Hoist 
¢ Lightweight 





¢ Versatile 


¢ Compact 


THE LUG-ALL COMPANY ' 
HAVERFORD 11, PENNSYLVANIA “I’m afraid your fifteen minutes are up 


Mr. Larson!” 
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-B Valves have 


1 packing that endures... 








as f] 4 7: 
t Oa )s 
PTF J 
‘ 
¥/ 
in sprinkler systems .»-in gasoline pipelines 

Tight shutoff in gasoline and other services makes O-B globe 
valves (like plug-type No. 1401) most effective—particularly 
where continual throttling is necessary. The O-B Teflon- 


impregnated packing safeguards valve operation and helps 
avert the hazards of corrosion in piping gasoline. 


This O-B No. 408 side-outlet needle valve is ideal for sprinkler 
systems and in other piping where both “tee” and needle 
point are needed for effective control. Pressure gauge is often 
threaded on side outlet. Its tough Teflon-impregnated packing 
gives long-lasting corrosion resistance. 


—~ 


} 





;ry 
*eeAi 


-controlled units ... in coolant supply lines 


Controlling the output of individual room units in central Their Teflon packing—impervious to the ravages of oil and 


other processing fluids—makes O-B globe and angle valves 
ideally suited for coolant supply. O-B bronze valves such as 
No. 102 pictured provide tight shutoff of all oil grades. Its 
semi-plug type brass dise also promotes a tight seal. 


heating-and-cooling systems calls for this 3-way double-seated 
by-pass valve. It permits varying output of water to regulate 
temperature of rooms. Continual on-and-off operation is safe- 
guarded by smooth, flexible, durable Teflon packing. 








O-B valves—first to use long-wearing Teflon pack- 
ings throughout the line—offer many feature- 
advantages in sizes from %" to 3". See our new 
sound slide film, “Sharpening Your Competitive 
. Edge”—informative and stimulating! Ask the O-B 
representative or write us for details. 


OHIO BRASS COMPANY * Mansfield, Ohio apy icone oy ala 


orange-and-black box 
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Selling Rust-Oleum for a quarter- 
century prompted reference to 
the earlier days of the Pittsburgh 
Gage & Supply Company with 
this 1903 delivery en route to a 
customer 


Transition over the years is em- 
phasized by Mr. Beeson, who 
looks over a portion of the mod- 
ernization program now under 
way at the Pittsburgh Gage & 
Supply Company headquarters 








“Our gross profit margin on Rust-Oleum 
Sales averages almost 907% higher 
than on most other volume lines, 





says Mr. J. K. Beeson, President, 
Pittsburgh Gage & Supply Company 


“We've stocked and sold Rust-Oleum for 
twenty-five years,” advises Mr. Beeson, 
“and over the years our gross profit margins 
on Rust-Oleum have averaged almost 50% 
higher than on most other volume lines. In 
fact, our gross profit margin on Rust-Oleum 
last year was higher than that on any of our 
other lines. In these days of acute profit- 
squeeze, plus the fact that we have a four 
time turnover on Rust-Oleum, it’s easy to 
see why we concentrate on Rust-Oleum as 
important in our select group of forty-six 
major lines.” 

“There are other good reasons why we 





Mike Moore “picks off” a five gallon con- 
tainer of Rust-Oleum as he prepares a cus- 
tomer order. ‘‘Rust-Oleumis certainly easy to 
handle,” says Mike. 


like to sell Rust-Oleum, too,” adds Mr. 
Beeson. “The tremendous national adver- 
tising, for example, has brought Rust-Oleum 
quality to the attention of more and more 
people and has established Rust-Oleum as 
a by-word in industrial maintenance. Then, 
too, Rust-Oleum is unique as a product and 
features peak sales performance during the 
summer months that helps to level out sea- 
sonal profit curves. These are just a few of 
the reasons why our twenty-four salesmen 
operating out of our Pittsburgh headquar- 
ters, as well as our four branches, like to 
concentrate on Rust-Oleum.” 


“Rust-Oleum comes in for a good share of 
our counter business, too,"’ comments Mr. 
Beeson, as Harry Lodge makes a Rust-Oleum 
sale. ‘That's why we maintain a complete 
Rust-Oleum display at the counter." 


RUST- 


There is only one Rust-Oleum. It is a a 
ROOF REL 
—— 


distinctive as your own fingerprint R ~ 
R 


RUST-OLEUM CORPORATION °¢ 2527 Oakton Street * Evanston, Illinois 
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The rubber spiral idler is 

one of many H-R advanced idler 

developments. George is reviewing with 

Fred, and salesman Howard Goepfert, 

how the double-spiral-shaped Neoprene roll 

is molded along a wire rope to construct an idler 
able to take corrosive, abrasive and build-up 
conditions. The H-R idler bulletin 

illustrates George's remarks. 


a 


VW empire supplies many varied industries—pulp and 
paper, contracting, grain, aggregate, food processing, 
etc.—with a complete line of H-R hose, belt, idlers, 
screen cloth, and other products. An extra customer 
service is Empire's large stock of such emergency spare 
idler parts as assembled rolls, bearings, tilting blocks, 
and guide rolls for training idlers. Here Warehouseman 
Jerry Crockford is busy stacking idlers and cutting 
hose for fast delivery. 


Williamette Valley Lumber Co., Carlton Division, uses 
a Merry-go-round system for sorting and 
remanufacturing lumber. Teamwork by Fred and 
George led to installing the 4-ply Maltese Cross 
shock-pad belt shown carrying oversize pieces back 

to the cutter. Previous belts were replaced every 

six months; H-R belt has served over three 

years with no appreciable wear. 
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HIGH & INSIDE 


. .. This is how a top distributor who once played 
semi-pro ball stays on top. He keeps driving with 
facts and works with a top manufacturer like H-R. 


Fred Hutchinson, president of one of H-R’s top dis- 
tributors and a former semi-pro ball player, is known as 
a man who won’t throw anyone a curve. He keeps his 
sales records topping each other by means of a steady, 
fast flow of facts and information. 
Fred is the driving force behind Empire Rubber and 
Supply Co., Portland, Oregon, which has had steadily 
rising sales for the past ten years. No relation to the 
Freddie Hutchinson who manages the Cincinnati Reds, 
Fred has both pitched and managed teams in semi-pro 
league baseball. 

| Fred’s penchant for the solid hard-driving fact is known 
throughout Oregon. And one of the ways he manages 
to keep information flowing to his customers is to rely 
on a good rep from the factory like George Vavrek, 
Hewitt-Robins field engineer. H-R calls this “team- 
work for service.” 
To find out how an H-R field engineer can keep the 
facts fast-balling in your direction, call Hewitt-Robins, 
Stamford, Conn. 


H-R 
Field 
Engineer 
George Vavrek and 
President Fred Hutchinson 
of Empire are both fast 
men with the facts. Here at 
a sand and gravel plant 
(aggregate), the superin- 
tendent remembers the day 
when George—over a quick 
cup of coffee—computed 
h.p. requirements and costs 
for a specially-molded, 
cleat-top belt to handle 


SN slurry. The stackin - 
HR AAR LOTTE vesor above) uses HR 
~ belt and rubber spiral idlers 
recommended by George 


and Fred. 
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Yale Spur Gear Chain Yale Load King Wire Rope Yale Pul-Lift. Can handle Yale Tractor Trolleys range 

Hoists. Ranging from ‘4 to Electric Hoist. Capacities: capacity loads (% to 15 in capacity up to 5 tons. 

40 tons capacity % to 1 ton. Two brake tons) link or roller chain Save time and money in 
safety. Standard models models. Self-actuating load moving materials. Easy roll- 
weather resistant. Also brake. Ratchet handle ac- ing action h models 
available with link chain tion. Fracture resistant available in capacity up to 
Capacities 4 to 2 tons safety hooks 40 tons. 


right hoist for 


Yale Midget King Electric Hoist. Versatile new link chain hoist lets operator Yale Load King Hand Hoist. Capacities: 4% to 12 tons. Provides portability, 
pick up material not directly under it. Operates for less than two cents a low headroom, faster hoisting, and greater ease of use. Revolutionary 
day. Hook or trolley models in capacities of %, %, %, 1, and 2 tons Synchro-matic Load Brake. Up to 95% efficiency. Friction minimized by ball 
Hoist-and-load protecting upper and lower safety limit stops plus two brakes bearings on all rotating shafts. 

provide positive safety. Roller chain models available. 
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@ You can recommend the right Yale hoist for every type and size of industrial and 
commercial hoisting application. Never have to pass up a sale because of lack of the right 
model. What’s more, Yale parts depots and repair centers 

enable you to provide speedy, first-class service. 


Yale also backs up your selling efforts with Yale field sales ° 
engineers to assist you on hoisting applications. In addition, A a 2 
Yale supports you with information-packed literature and broad 

advertising programs telling your customers of the advantages HAND, AIR, AND ELECTRIC 
of specifying Yale hoisting equipment. HOISTS + TROLLEYS 


Yale Materials Handling Division, Dept. X-101, Phila. 15, Pa., 


a Division of The Yale & Towne Manufacturing Company YALE & TOWNE 


your customers’ every need! 


Yale Air Hoist. Capacities of 4, %, and 1 ton. Lightweight and com- Yale Cable King Electric Hoists are the ideal heavy-duty hoists for any 
pact. Explosion-proof motor. Infinite speed control assures smooth lift. load. Capacities: 4% to 15 tons. All types of suspension. Two brake 
Choice of roller or link chain, pendant or pull-cable control. Ideal for safety. Can be supplied for all types of operating conditions. Positive 
overhead handling in hazardous atmosphere. load brake lubrication plus air cooling assures long life. 
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BYERS OFFERS PIPE DISTRIBUTORS 
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NEW PROFIT 


A. M. Byers Company 
Clark Building, Pittsburgh 22, Pa. 


| am interested in learning about how costs can be cut 
by handling Byers Wrought Iron, Steel and PVC Pipe. 


Name 
Company 


Address 
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OPPORTUNITIES 


Save time and money 
by using this single 
source of Wrought Iron, 
Steel and PVC Pipe 


SINGLE ORDER PLACEMENT—Today, it costs as 
much as $11.60 to issue a single purchase order. 
That’s why Byers Single Order Placement concept can 
put real money in your pocket. By combining your 
orders for Wrought Iron, PVC and Steel pipe, you 
can save up to $23.20, since you will be using only 
one order instead of three. 


SINGLE ORDER HANDLING—Since your order is all 
sent in one shipment, you can save on your largest 
item of overhead—labor cost. It isn’t necessary to 
pull men off other work to handle a number of ship- 
ments. They unload and stock both wrought iron 
and steel pipe at the same time when you order from 
Byers. And, you may find that you can obtain lower 
shipping costs with combination orders. 


SINGLE INVOICE— There is more to order handling 
than issuing a purchase order. By using the Byers 
Single Order Placement plan, you get a single invoice, 
a single discount date, and of course, a single delivery 
date. Each operation is speeded up and simplified. 


This all adds up to real profits. Recently published 
figures point out that every dollar saved in overhead 
is equivalent to $20 gained by sales. In other words 
Byers, as a single source of these pipe products, can 
put money in your cash register. 


Get the facts on how you can take advantage of this 
profit opportunity. Use the coupon or phone your 
nearest regional office. A. M. Byers Company, Clark 
Building, Pittsburgh 22, Pa. 


... and the plus factor is BYERS 97 years of piping experience 
\ 

\} PIPING PRODUCTS: Wrought Iron + PVC « Steel 

ra d ROLLED PRODUCTS: Plates, Billets and Bars 

e¢ Wrought Iron, Stainless and Alloy Steel 


29 
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Skil's “chalk talk” on helping 


This is it in a nutshell: Sel/ the line that has more 
“‘new ideas” than any other in the industry—SKIL ! 
You'll sell more tools. And you'll make bigger 


profits, because Skil “‘new idea tools” will help 
you maintain profit margins. 
The blackboard above illustrates examples of 
new Skil ideas developed in the past two years. 
Here’s another example. Already this year Skil 


+—, 2 . SKUSAW 


idea! SKIL ALL PURPOSE 





4, 


SAWS - Have “Buranout- 


Pichétion” Matin! 





a 














idea! SK/L ORBIT/LINE 
SANDER does orbital amd 


has introduced eleven new industrial power tools 
—eleven new ways for Skil distributors to make 
more money, easier. 

Isn’t it about time you got all the facts about 
Skil’s profitable “new idea line’? You can, by 
calling your Skil representative now! Or write: 
Skil Corporation, Dept. 115F 5033 Elston 
Avenue, Chicago 30, Illinois. 
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idea! SKIL DISc-SANDER 
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distributors maintain profits! 
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Keystone’s new Nevastane Lubricants step 


up life of stuffing box packing 200%. 


A prominent brewery is no longer plagued with leaky 
packing rings and scored shafts on mash tub 

stuffing boxes. Conventional lubricants did not give 
sufficient protection against wear on lauter tubs 
between shaft and blade assemblies at high 
temperatures. In addition, oils dissolved, contaminated 
the product. 


The company has put Keystone Nevastane to work at 
all these critical points, as well as on compressor 
pistons, beer cocks and valves. Packing now lasts not 
5 or 8 months, but a year and a half. Damage to 
moving parts has halted, and of course, maintenance 
has been materially cut. 


In years of outstanding service, Nevastane has proved 
ideally suited to unique problems encountered in food, 
beverage, and chemical plants. A colorless, odorless, 
tasteless lubricant, Nevastane joins outstanding 
lubricating qualities with near pharmaceutical purity. 
Resists water, steam, acids. Here is just one of many 
specially developed Keystone lubes helping industry 
increase production while lowering its cost. 


where 


can this case study help you close an 


order for Keystone Nevastane Lubricants ? 


Wherever there’s a lubrication problem, there’s a 
Keystone specialized lubricant that is matched to the 
job. As a Keystone distributor, you have one of the 
nation’s largest stocks of special formula lubricants, 
ranging from bricks through semi-solid and liquid 
greases, to light penetrating oils and coolants. 

This nationally advertised case history is helping to 
pre-sell your customer, so you can help him pin-poin 
the one Keystone lubricant especially developed to 
step up his performance, end waste, cut down-time, 
or stop costly wear in a specific application. 


If your customers are not getting the most from their 
present lubricants, tell them about Keystone’s broad 
line of cost-cutting lubricants, and about Keystone’s 
free Engineering Service. Remind them, too, that all 
Keystone lubricants carry a no-quibbling guarantee of 


at least a 10 percent saving over their present cost of 
lubrication, including labor required for application— 
a guarantee made by no other a 
lubricant manufacturer! 

KEYSTONE LUBRICATING 

COMPANY, 2Ist, Clearfield & Lae 


Lippincott Sts., Philadelphia 32, Pa. sPECIALIZED 


LUBRICANTS 


“PINPOINT SELLING” 


. is our new booklet telling 
you how to double your sales of 
Keystone lubricants with 10% 
less calls. Specifically—tables 
show you what lubricants are 
applied where, in what industry 

. and list the Keystone liter- 
ature giving more information 
about each application. "Pin- 
point Selling” is recommended 
to open up new business, yet 
save both your time and your 
customer's in doing so. Be sure 
you have your copy. 


Established 1884 
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ny tap man will tell you that tapping in armor 
late is just as tough a job as one could ask for. 
‘Jere 17 1'-8 GREENFIELD stock taps are simul: 
aneously tapping Class 5 threads day after day in 
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2° armor plate Final Drive Cases for Military Tanks. 
Just another example of how the toughest jobs 
become routine with taps that can “take it”. 

Buy taps with confidence, buy GREENFIELD taps. 


GREENFIELD. MASSACHUSETTS 








SHIPPING #iaieame 


_~ 


CALL THE GENTLE MEN OF AIR CARGO Tender treatment of delicate 
hipments is KLM specialty. KLM has been flying cargo internationally 
longer than any othe irline over 42 years, in fact. And all the years 
»f service have taught KLM people the best ways to deliver cargo ina 
hurry, at low cos intact. Call your KLM Cargo Representative. He'll 
send your order to any overseas city. He’ll make all the necessary 

decisions, accept complete responsibility, keep close watch over 
our shipment till it’s delivered. He’s the answer man of cargo— 


the biggest reason why KLM is cargo choice of the world. 
KLM Royal Dutch Airlines, 609 Fifth Ave., New York, N. Y. 
—_ 
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Build Industrial Equipment Sales into 


full, steady profits with Alemite! 


HERE ARE FOUR REASONS WHY ALEMITE 
MEANS BIG BONUS BUSINESS FOR YOU: 


Alemite Portable Service Stations. A com 
pletely mobile “lubrication shop” for serv 

ng trucks and equipment quickly, easily, 
anywhere, to reduce downtime. Can be built 
to fit customer's specific needs. Unit can 
be mounted permanently on flat bed trucks 
or on skids freeing truck for other produc- 
tion. A.size for every need 


Alemite Grease Guns and Fittings. Hand 
guns, include medium and high pressure, 
extra heavy duty, volume delivery and 
“cartridge-load” models from 12 to 24 oz. 
Capacity, from 4,000 to 15,000 Ibs. of pres- 
sure. Standard and special order fittings are 
available for every industry application—the 
most complete line on the market! 


‘ - : In Canada: 
Turn sales into mighty important extra Stewart-Warner Corporation of Canada, Ltd. 


profits with Alemite products. They deliver the Belleville, Ontario 

performance that keeps customers coming 

back! A pioneer in the field, Alemite is known A L E MIT E 

today for leadership and value—and offers -—@ATLFHIODT.MNiADReED 

a complete selection of the finest quality , Lp Sores : 

industrial equipment. — ne 
Dept. W-61, 1850 Diversey Parkway, Chicago 14, Illinois 
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Ode to a distributor market 


(...or here’s how your customers can use Bodine Motors) 


Blowers, timers, a tower clock, 
Dampers, reactors, or brewing bock 
Animation for display, 
Moving belts of which convey, 
Agitating, winding, material feeds, 
All have fractional hp needs 


Rubber, canning, and packing plants, 

Pumping, dumping, making louvres cant 
Everyone you sell or call 

Use motors that are fractional, 
And Bodine Motors surpass all the rest, 

Are bought by those who demand the best... 


Selling Bodine 
fractional horsepower motors 


makes big dollar sense 


300 Different motors in the Bodine Nationally advertised in trade, 
line from 1/2000 to 1/6 horsepower. business, and news magazines. 


See Sweet’s Product Design File, 
Wide range of speed reducer motors. or Thomas Register for product 
Torques: 1.3 in. oz. to 219 in. lbs. information or write today. 
Speeds: 0.7 to 300 rpm. 
Ratios: 6:1 to 1800:1 A limited number of distributorships 
are available in selected areas. 


Bodine Electric Company 
2534 West Bradley Place 
Chicago 18, Illinois 


froct amp { ook) 
MOTORS — 
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THREADED 
TYPE 


The Vogt Weld Couplet is an ‘Exclusive 
easy-to-install fitting for branch 
connections from pipe, vessels or —_ | Vogt 
It replaces more-difficult-to-insta \ “ 2 =| 
welding bosses, couplings and the type of ‘ Va 2 
fittings requiring trimming or matching 
to fit contour of vessel or pipe. 


4 
el 


S 
Sa Competitive N 
fittings require WA Zoe 


trimming or match WV 


ie 
N 
Vogt Weld Couplets adapt to any pipe or vessel curvature by simply + f ing to fit contour of 5 


COUPLET 


y, [A voer 
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Small Diameter Pipe 


adjusting the height position of the couplet when welding. This char- vessel or pipe. Also J 
acteristic means easy installation, positive positioning and alignment, weld“icicies” must Aw Ge 
a stronger weld without distortion, and no inside “icicles” of welding 2 


material. be removed RY 
Couplets are available in carbon steel, conforming to A.S.T.M. specifi- >... — 


cations. Other materials can be supplied on special order. 


Write for Folder SWC-1 to Dept. 24A-Fl 


VALVES, FITTINGS 
O FLANGES & UNIONS 
a eet 


x= HENRY VOGT MACHINE CO., P. O. Box 1918, Louisville 1, Kentucky 


i j SALES OFFICES: Camden, N. J., Charleston, W. Va., Chicago, Cleveland, 
For Direct Long Distance Sul es Genuin tenie tae Uk en 
to Louisville dial: ’ geles, New York, St. Louis 

$02 ME 4-9411 


4 
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TOP PERFORMERS 


The BOSTON line includes standard and custom-built hose from 3/16” 
to 42” I.D. Each hose is manufactured to exacting quality standards 
prescribed by our progressive Research & Development Department. 
They assure you a superior hose for your most rigid requirements. 
BOSTON means honest value, top performance—the best hose for your 
needs. Let us demonstrate how BOSTON serves you best! 


AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION i=feh- sage), | 
BOSTON 3. MASSACHUSETTS 
YY %, — Yi fy g Cy 
; S 


INDUSTRIAL HOSE BELTING V-BELTS PACKING MATTING TAPE 
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big b 
: Al en's 
tablished 
PQA is now the theme of every Allen advertisement 


* ° 
to your customers and prospects. What’s more, each ) ; st [ | h (| {0 [ 
and every ad directs readers to you, the distributor, 
as the only source for Allen products. This solid Sales 


o 
Policy has never varied in 51 years. In 1910, we Sales Polic 
made this statement: 
: : PLES ' eA i 


‘‘We adhere to distribution through authorized distribu- 
tors in recognition that prompt and intelligent attention 
to consumers’ needs requires on-the-ground contacts and 
acquaintance with individual manufacturers’ problems 
as well as on-the-ground stocks of the products.’’ 


ee ed 


Ee lt Om 


This policy remains unchanged today . . . And it includes such services as. . . 


DESIGN and ENGINEERING SERVICE—Available for immediate help on 
your customers’ fastening problems. 


SALES PROMOTIONAL MATERIALS—Effective follow-up literature for 
mailing to customers who see Allen advertising in leading publications the 
year round. 


CATALOG AND TECHNICAL LIBRARY—Booklets famous throughout the 
industry for helpful, clearly presented information. Powerful selling tools 
for you. 

DISPLAYS— Ready to tell the Allen story at your shows. 


ta Lope l elem mmoley-@ al tm a --e-208 2-0. hed — 


PQA is the symbol for Product Quality As- guaranteed finished products. It is the big 
surance at Allen. It stands for constant quality bonus in Allen’s distributor program. PQA is 
control . . . from rigid upgrading of incoming an advantage that your customers will ap- 
raw materials to shipment of unconditionally preciate. It works for you! 


MANUFACTURING COMPANY 
HARTFORD 1, CONNECTICUT, U.S.A. 
Plant at Bloomfield, Connecticut 
Warehouses in Chicago, Cleveland and Los Angeles 
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WITH LUBRIPLATE 
YOU CAN SELL 
“LOWER MAINTENANGE COSTS” 


In these days when everyone is investigating every 
possible avenue to cut costs, a product that can save 
parts replacements is bound to be a conversation 
piece. And a LUBRIPLATE Lubricant, selected to 
meet the manufacturer’s requirements is such a 
product. The salesman who carries the line really 
has something to talk about. 


LUBRIPLATE Lubricants differ from conventional 
lubricants, they are more effective. By reducing 
friction, they permit higher speed operation of 
machinery. By reducing wear to an unbelievable 
minimum, they prevent much down-time and reduce 
maintenance costs. By protecting machinery and 
parts against rust and corrosion, LUBRIPLATE 
Lubricants permit automatic and other machinery to 
operate under adverse conditions. 


There is a LUBRIPLATE product you can sell for 
every industrial application. The LUBRIPLATE 
Line is complete. It ranges from the lightest fluids 
to the heaviest greases, each a superior product. 
LUBRIPLATE Lubricants are widely advertised in 
every industry that turns a wheel. The LUBRI- 
PLATE Tag Plan produces inquiries for its dis- 
tributors’ salesmen. 


And here is a valuable tip to the LUBRIPLATE 
distributor’s salesmen. Once you sell a LUBRI- 
PLATE application, you have made a permanent 
customer . . . someone you can sell LUBRIPLATE 
to again and again. Yes and when you call you can 
sell him other products at the same time. 


LUBRIPLATE 


THE MODERN LUBRICANT 








“6,000,000 YARDS 
WITHOUT BEARING 
REPLACEMENTS, 

THANKS TO s 
LUBRIPLATE 


Says— WITTLE CONTRACTING CO. 


of Dallas, Tex. : 
aT 











“We operated this Koehring 

1205 drag line in dirt and muck 
six days a week for over 15,000 hours. 
Sure we’re happy . . . no down time at 
all for replacement of bearings, bush- 
ings or gears. We used LUBRIPLATE 
Lubrication throughout.” 


T. A. GARWITZ 
Construction Superintendent 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. & 

















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


swe 


"SKE BROTHERS REFINING, 


ae 
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EXCLUSIVE ‘‘WAVY-TEETH’’ 
make roughing and smoothing a 


SMOOTHER FINISHES COME FASTER when Heller NUCUT 
Files sink their double-acting, non-tracking teeth 
into the work. While coarse teeth are chewing off 
metal with less pressure and fewer strokes, fine 
teeth add the finishing touches. Wavy grooves 
formed by irregular tooth size and spacing break up 
chips, minimize loading, reduce chatter. Fewer files 
are used. Files last longer. Filing time and costs are 
lower than ever before. 


SELLING IS EASY! Challenge cost-conscious buyers to 
test Heller Nucut Files with ““Wavy-Teeth” against 
any other brand. Tell them that, size for size, and 
cut for cut, no other file cuts so fast and lasts so long 
as a Heller. Tell them that there’s a Heller File in 
every type, shape, size and cut they'll ever need for 
faster, better filing at lowest cost. 


America’s Oldest File Manufacturer 


HELLER TOOL CO. A NEWCOMERSTOWN, OHIO 


Subsidiary of Simonds Saw and Stee! Co. 


Branch Offices and Warehouses: Newark, N. J. @ Detroit @ Chicago @ Shreveport @ Los Angeles @ Portland, Oregon 
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A PROVEN sucess ¥ OLR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


FIG. 1236 


FAIRBANKS PATENTED RENEWABLE 
SEAT RING BRONZE GATE VALVES 


One of the finest, surest-sell valves 
ever introduced, this patented Re- 
newable Seat Ring Bronze Gate 
Valve is sold only by the Fairbanks 
distributor. How your customers go 
for this unique product that makes 
it possible for them to replace the 
nickel alloy seat rings and wedge in 
7 to 10 minutes—without ever re- 
moving the valve body from the line! 
And no special tools or skills are 
needed. This patented Renewable 
Seat Ring Bronze Gate Valve is just 
one of Fairbanks’ full line of bronze 
and iron body valves. Valves that 
are being specified and installed in 
an ever increasing number of the 
nation’s newest, most modern build- 
ings! 


THE 


meligelelal 4 


COMPANY 


mare OFFICE 


| af 


IT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL 


BUILDING 


UP 


SUN LSS 
AND 
PROFITS 
YEAR 
AFTER YEAR 


FIG. 9215-S 


FAIRBANKS TWO-WHEEL AND 
PLATFORM HAND TRUCKS 


Sell Fairbanks trucks, and you sell 
the highly acceptable product that’s 
70-years proven to give faster and 
safer handling, longer and more de- 
pendable service. Fairbanks na- 
tional advertising program promot- 
ing the theme “Trucks Are As Tools 
—Job Fitted” is doing a pre-selling 
job on trucks for you. Whatever 
your customer’s material handling 
problems, there’s a Fairbanks Two- 
Wheel or Platform Hand Truck that 
will do the job for them and give 
them surprisingly large time and 
cost savings. Sure it pays you to fea- 
ture Fairbanks Trucks—with the 
extra sales features that make them 
easier to sell. 


ey 


PLANT AND COMMERCIAL ENTERPRISE IN YOUR TER 
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Uothiug rev Saved Move Temes... 


the new SIOUX Power Pipe Threader! 


WITH THE Sioux PowER Pipe THREADER you 
can thread 14” to 1” pipe in 20 seconds; 1” and 
2” pipe in one minute, 24 seconds! When labor 
costs 614 cents per man per minute, a power 


tool like this for which there is a continuing 


Sioux No. 1508 Pip: 


oe? 


Drivinc GEARED Die Srock with Sroux No. 1508 
Pipe Threader and No. 38002 Adaptor. 


Look for Sioux in the yellow pages 
under “Tools, Electric” or write to 


need doesn’t take long to pay for itself. The 
Srtoux Power Pipe Threader is said to be saving 
more time and money than any other major 
portable power tool! 


THREAD Pipe ON THE Jos, in a hurry. Once the unit 
is in place it only takes one hand. 


WrrRE Is PULLED THROUGH CONDUIT 
with Sioux No. 1508 Pipe Threader 


and No. 1509 Portable Winch. Your SIOUX Power 


Pipe Threader 

will also thread 
bolts; drill; auger; 
and open and 
shut valves. (It's a 
versatile, portable 
power package!) 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


AIR IMPACT WRENCHES * AIR SCREWDRIVERS * ELECTRIC IMPACT WRENCHES + DRILLS - SCREWDRIVERS - GRINDERS 
* SANDERS * POLISHERS + FLEXIBLE SHAFTS + PORTABLE SAWS + VALVE GRINDING MACHINES - ABRASIVE DISCS 


June 1961 43 





RB. W's four-part program brings 


6, 804g oe tip ger ow 








COMMON-SENSE NOMENCLATURE SEPARATE PACKAGING 


simplifies ordering, inventory control cuts inventory investment, saves space 


...and paves the way for other parts of the ... by eliminating needless duplication. You 
program. Now, a headed, threaded product stock screws and nuts...sell them sepa- 
is always a screw; a nut is a nut; together rately...or together as bolts. Even without 
they make a bolt. Straight down the list, stocking bolts at all, you carry the same 
names have been simplified, clarified. variety of items, sell the same volume in a 
They’re easier to use, avoid confusion. year, but turn it faster for better profit. 


Modern fastener distribution entitles you to a profit 


No profit in handling fasteners? There is, if you streamline stock, speed-up 
turnover, and cut your investment without reducing service in any way. 
It can be done. The program outlined so briefly above can be adopted, 
because it works. Its benefits can be sold to your customers, because the 
sales arguments make sense. 

RB&W is providing the approach. All that remains is to put it into prac- 
tice. We feel that the industrial distributor is entitled to a reasonable 
profit on his fastener volume. Ask us for more details. 
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rofit back to 


HEX screws and HEX nuts 
eliminate costly “habit” stocks 


...through a continuing promotion of 
stronger, neater, lighter, faster-assembling 
hex head fasteners. Eliminate square heads 
and nuts altogether. There’s no real pro- 
duction or engineering reason for their use. 


astener distribution 
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SMALL-CASE QUANTITIES 


give faster turnover with less investment 


New corrugated cases contain fewer units. 
For example, one item previously packaged 
3600 per case, is now packed 2400 per case. 
You pay less, turn faster, net more profit 
on your investment. New cases are more 
easily handled, present no disposal problem. 


RUSSELL, BURDSALL 4 WARD GOLT AND NUT COMPANY 
&& Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock Falls, Ill.; Los Angeles, 

Calif. Sales office and warehouse at: San Francisco, Calif. Additional soles 

offices at: Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dallas. 


116th year 
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...of selling LESCHEN Wire Rope! 


Successful distributors ask one question— 
will it sell? Statistics, flashy presentations, 
super sales talk ... are all right... but 
the product must sell. Leschen Wire Rope 
Distributors are assured of this important 
fact—the product does sell—over and over! 
Why? You can’t beat Leschen’s reputation 
for quality, backed by personalized tech- 
nical assistance available to wire rope users 


through Leschen field men. In addition are 
service bulletins, catalogs, direct mail, trade 
advertising and other useful literature 
which help presell Leschen Wire Rope and 
ring up sales for Leschen Distributors. 
« Why not write now for details on how to 
become a Leschen Distributor? Leschen 
Wire Rope Division, 2727 Hamilton Avenue, 
St. Louis 12, Mo. 


LESCHEN WIRE ROPE DIVISION PORTER H. K. PORTER COMPANY INC. 


Porter serves industry with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand, 
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Your Customers can 
Stack ’em... 








= 

















GENERAL 
DUTY 
SERIES 100 
CASTER 


LIGHT 
DUTY 
SERIES 400 


ADDED oi ah aa wy case 


on Faultless j‘' 
L900 


Casters cAseR 


Here's a real “cost-cutting” opportunity for 
your customers — a profitable sale for you! 


Fully loaded Faultless Castered trucks, carts, dollies, 

racks roll easily, smoothly ...carrying products from pl 
machine to machine, around corners, down narrow H900 
aisles, even outdoors. And products stocked on haiti CASTER 
Faultless Castered equipment require minimum re- 

handling for sorting, packaging, or shipping. 

MR. DISTRIBUTOR: Faultless Caster Corpora- 

tion engineers a complete line of precision casters ) 

to meet the materials handling needs of your - £7 EXTRA- 
customers in every important industry. If you are |. , ul HEAVY 
not selling Faultless Industrial Casters, such as the is DUTY 


five typical casters shown, and want to know the 
profitable facts, write today, no obligation. SERIES 


Casters illustrated are typical of 


Faultless Caster Corporation ins cod egies evelamiatine 
every materials handling job. 


(OF ¥-34-) | Evansville 7, tndiana 
Branch Offices in principal cities; see the Yellow Pages of the 
telephone book under"’Casters”. Conada: Stratford, Ontario 
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THIS IS ONE OF A SERIES 
i OF ADS CURRENTLY APPEAR- § 
i ING IN PUBLICATIONS YOUR J§ 
CUSTOMERS READ! 


EASY WRENCHING 
Ba! — i 


























Capitol count down 
= INSURES NO FAILURES! 


A union is more than a fitting. Installed, it is a retinery . . . 
a skyscraper .. . an atomic-energy plant! Continued operation 
depends on it. 


And you can count on Capitol forged steel unions .. . 
because they give you 4-way service insurance. 


Ses ae ie (1) Leak-proof connections assured because Capitol unions 
POSITIVE SEATING have more threads, accurately cut and double-checked according 
es Pe to Army-Navy gauging practice. Both hand-tight and pressure- 
FS ae ee tight threads are checked, two operations instead of the one 
_— — required for American Standard gauging. The extra threads 
mean on-the-job assurance of tight installations. (2) Positive 
seating because each union is individually pressure-tested. (3) 
Clean/over-all protection, each male and female part completely 
phosphate coated; each nut electro-zinc plated. (4) Easy 
wrenching/faster make-up because all three parts have a definite 

octagon shape. 


You get all 4 important advantages at no extra cost when 
you specify CAPITOL forged steel unions . . . one of the full- 
line of Army-Navy gauged forged steel fittings. Now more than 
one million in service . . . and not a single failure. 


- LEAK denned en -" —s CAPITOL MANUFACTURING CO., 
= Division of Harsco Corporation, Columbus, Ohio. 


Pu hed 


SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 
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more to sell... more people to sell to... 








the complete line of Ingersoll-Rand air compressors 


expands your markets—raises your profits 


With this full line of Ingersoll- 

Rand air compressors you are 

in the best possible position to 

meet the growing demand for 

compressed air power. As in- 

dustry continues to expand, new 

and important uses for air under = 
pressure are discovered ... rrp tom _— vacuum pumps 
You can reach ai// these mar- 

kets—meet a// requirements as 

an Ingersoll-Rand Distributor. 


Get the interesting facts on the 
profitable Ingersoll-Rand dis- 
tributorship. Write today to 


Sales Manager, Merchandising 
non-lubricated air compressors high pressure air compressors 


Ingersoll-Rand 


11 Broadway, New York 4, N. Y. 


Division, Ingersoll-Rand Co., 
ll Broadway, New York 4, N.Y. 


244A3 
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Throw away your old Corning bulletins 


We've revised all of our literature on gauge glasses, sight 
glasses, flat glasses, lubricator glasses, and oil cup glasses. 


We’ve made every effort to make all these pieces easier 
to use. A new system of color coding connects price lists 
and discount schedules to product bulletins. 

The bulletins themselves have been reorganized and con- 
densed to make it easier to find information on a given 
product or size. 

And, in this kind of business, it’s information that makes 


50 


for sales. It’s information that turns a prospect into a cus- 
tomer. It’s information on what’s new, what’s available, 
that keeps the goods moving. 

If you don’t already have this new literature, contact your 
regular distributor or write us direct at 2606 Crystal Street, 
Corning, N. Y. 


CORNING GLASS WORKS 


CORNING MEANS RESEARCH IN GLASS 
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TRENDS AND PROSPECTS 


As General Business Goes, So Go Distributor Sales 





June 


1961 


FURTHER IMPROVEMENT IN ECONOMY expected as industrial 
tempo picks up. Preliminary April industrial production index stood at 105 
(1957—100.0), after February’s bottom of 101.9, off 8% from all-time high of 
January, 1960. Thus, low of this “recession” is higher than peak reached in °57. 


AGONIZING REAPPRAISAL is the order of the day for those 
people—some of them highly-placed—who, only a few short months back, were 
painting a black picture of the “worst economic situation since the Great Depres- 
sion.” The fact is, this appears to be the mildest of post-war recessions. 


GROSS NATIONAL PRODUCT SLIPS during first-quarter to just 
under half-billion annual rate, due to final inventory reduction and 
further softening demand. However, this is only a 1% drop from 1960's record 
second-quarter rate of $505-billion. Present estimates are that GNP annual rate 


will rise to about $520-billion by fourth-quarter, going even higher in 1962. 


STEEL RECOVERY BECOMES OFFICIAL as demands broadens 
and sharp increases are noted in ordering, usage, production. Early May pro- 
duction soared to 65% capacity—a 12-month high—as Bethlehem, other majors 
relit long-idle furnaces. Production of 65% for second-quarter seems assured. 


MACHINE TOOL DOWNTREND REVERSED as March orders 
increase 50% to $69.5-million over February’s $46.4-million. New orders 
for cutting tools were particularly strong, rising $15.2-million. In the 
industry, this was given the interpretation that the recovery is well under way. 


A VERY ENCOURAGING SIGN comes from the McGraw-Hill Depart- 
ment of Economics. Despite tight money, 1961 capital spending plans are off but 
a scant 1% from 1960's $35.7-billion. (See Special Report, beginning on p. 72.) 


BUT A THORN IN THE SIDE is persistent unemployment. April 
unemployment held at 6.8°%—virtually unchanged for the past five months 

even though jobs were up by 200,000, and 500,000 fewer jobless. But seasonally 
adjusted, the percent remains the same because farm jobs held even, due to wet 
weather and late plantings, when April usually shows a sharp rise in farm jobs. 


KENNEDY’S PROPOSED TAX REVISIONS run into trouble as 
the GOP’ begins to open fire. Businessmen are expected to object strenuously 
to the $30 per diem expense account ceiling, stiffened levies on interest, dividends, 


earnings abroad. Chances now favor passage of some new tax legislation. 


NEW CAR SALES HOLD a: about 5'4-million units annually. Sales 
continue to show strength, but first-half ’61 domestic sale prospects run at 
around 2.6-million. As a rule, more cars are sold in first 6 months of year. 


PACE OF SPACE RACE quickens as U.S. prestige gets badly-needed 
lift from astronaut Shepard’s May 5 flight. Look for millions of new spending 
to spur program. Administration thinks in terms of $600-million more for fiscal 
year beginning July 1. Civilian agency already has $1.360-billion allocated. 





INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





March returns from ID’s Supply Sales Trend Reporters working days for the whole country. Some reporters indi- 
cate that although sales are down, they believe that busi- 


show that sales are down 13% compared to Jan-Mar 1960. 
ness has stopped its downward trend, with recovery not 


March 1960 and March 1961 both had an average of 23 





U.S. TOTALS 


—12% 


Mar. 61 ° Mar. “61 ‘ Jan.-Mar. 60 age 
Compared + 20% Compared Compared 
Feb. 61 Mar. "60 Jan.-Mar. ‘61 





Compued by 
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SUPPLY SALES TREND 
FINAL FIGURES FOR Mar. 61 Mar. 61 Jan.-Mar.’60 FINAL FIGURES FOR Mar. 61 Mar.’61 Jan.-Mar. 60 


Compared Compared Compared 


Compared Compared Compared 
MARCH 1961 Feb. 61 Mar. ’60 Jan-Mar.'61 MARCH 1961 Feb.61  Mar.’60 Jan.-Mar. °61 








New England: Coan. Me. o/ i ° West North Central: le. 
Vass., N.H., RA., Vt. (26) + 14 a 9% ul fo Kans., Minn., Mo., Neb., + 20% 1% No Change 
V.D., S.D. (16) 








Bridgeport-Hartford- 
ringhel ; asians —10% —12% Kansas-Western Missouri +10% 4% + 1% 


Springfield Area 
Area 








een +13% —15%  —1% South Atlantic: per, p.c. 
xsd rs Fla., Ga., Md, N.C. SC. +13% 3% 5% 


Va., W.Va. (25) 








Metropolitan New York- ‘ 18% yt 8% my 8% 


northern New Jersey Area 





East South Central: 410, 443% 8% 6% 
Western New York : Buffalo- “ - Ky.. Miss.. Terin. (8) 
Rochester-Syracuse +15% —16% —19% 


Binghamton Area 
West South Central: 4x, 4 5% 9% 9% 
Philadelphia-Trenton rn 19% —10% —12% La., Okla., Tex. (24) 


Wilmington Area 
Houston Area —~— 1% 6% 9% 
Dallas-Fort Worth Area +11% 5% 3% 

















Youngstown Area 


Pittsburgh-W heeling + 5% — 25% 





East North Central: jy. 5 _ } 
Ind. Mich., O., Wise 72 + 14% 20 - Mountain: Ariz., Colo., Id., 
Mont., Nev., N.M., Ut., +11% 1% — 6% 


W yo. (10) 





Indiana Area + 16% —15% 








Wisconsin + 16% —21% Pacife: oe Ore., + 25% No Change — 3% 





Chicago Metropolitan Area + 19% _ 15% Los Angeles-San Diego Area + 25% + 8% + 5% 





Detroit-Toledo Area + 13% —21% Oregon Area +25% — 14% — 18% 





Cleveland-Akron-Erie Area —24% Washington Area + 9% — 9% = 8% 
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. and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





far off. The National Association of Purchasing Agents 
says that members report inventory reduction continuing, 
but at a slightly lower rate than in Jan.-Feb. However, 


while the majority of purchasing agents are satisfied 
with present reduced levels, they are keeping an eye on 


world conditions, delivery schedules, and price trends. 


PRICE INDEX FOR 19 PRODUCT CLASSES 


NAME OF PRODUCT CLASS 
(1947-49 = 100) 





Abrasive Products 





( preliminary ) 


Per Cent 
Change From 
Year Ago 


+ 18 ; 


Mar. 1961 
Mar. 1960 


1432 


Feb. 1961 


1458 31458 





Cutting Tools 





Fans and Blowers 


Fasteners 





Incandescent Lamps 





Industrial Rubber Products "y 





Lubricants 





Materials Handling Equipment 





Mechanics Hand Tools (Files, saw blades) 





Metalworking Accessories 





+ 0] 
ms 860-8 
198.7 + 56 

190.1 0 
arr 
A 
14 
188.2 
145 


114.4 


+ 59 


1143 
191.1 


1745 


+1] | 
+ 24 
+ 08 








Motors 





Paint 





Portable Power Tools 





+ 08 
+ 30 


1126 
128.3 


132.1 
147.2 143.5 


1135 





+ 25 











Power Transmission Equipment | 





Precision Measuring Tools 





+ 22 


1858 «181.8 
+ 18 


150.3 148.2 














Pumps and Compressors 





Steel Products « Pipes, bars, nails, wire rope etc.) 





Valves and Fittings 





Welding Machines (Equipment, Rods) 


1813 (1806 
1862 © 1868 
161.1 169.8 
153.1 156.9 


+ 04 
— 04 
— 48 “we 














TOTAL INDEX (weighted average) 





169.3 a oe 





Source: Bureau of Labor Statistics and Industrial Distribution 
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this many 
prospects... 


or this many 
prospects? 


B&D gives you 
broad markets 


to sell the or with 
prospect expert help? 
by yourself... 


% 


B&D gives you 
expert field assistance 


this many tools to sell... 


B&D gives you 
the complete line 


this much or this much 
profit... profit? 


B&D gives you 
good profit margins 

















this kind of or this overall : this product 
pre-selling to promotional to sell... 
your prospects... activity? 


quality one? 


o = 
<< ~ _ én > = : ~e . 
bv hay 
Ai = eee pea 
wo te go ; = 
3 e es ~ -. ' “Ss 
~ ——— ; . ‘ = 5 . 


B&D gives you B&D gives you 
aggressive promotion quality products 


a customer or a customer 
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BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





Billions For Subsidy 


Mention subsidies, and most people think of payments 
to farmers. But the federal subsidy program encom- 
passes much more than that! And call them what you 
will—anything from “handouts” to “investments in the 


future” ( 


federal subsidies are spiraling. Up 400% in 
a single decade, such payments last year cost us almost 
$7.5-billion or about 10% of the entire federal budget. 
If these figures are not sufficiently massive to impress 
you, Congress recently revealed some that may. Over 


1950 through June 30, 1961, 


the cost of subsidy and subsidy-like programs totalled an 


the 11 years from July 1, 


astronomical $57.3-billion. This is about 16 times what 
we spent during the same period on our space program. 

Where did the money go? Who were the beneficiaries? 
And what, exactly, is a “subsidy”? In a recent report, 
Congress's Joint Economic Committee provides some 


revealing answers. 


What Is a “Subsidy”? 


The word “subsidy,” which is one of the most deroga- 
tory in the lexicon of economics, serves as a popular 
ploy in the Washington version of one-upmanship. Let a 
proposed expenditure be stigmatized a “subsidy,” and it 
is automatically one down. Let it instead be called an 
“aid” or “expenditure in the national interest” and it’s 
one up. Almost inevitably, while some legislators are 
calling a program a “subsidy,” others say it is nothing 
of the sort. 

For its report, however, the Joint Committee decided to 
skip the semantics and settle on something approximating 
the specific. In sum, as defined by the Committee, a sub- 
sidy covers direct financial aid designed to bolster cer- 
tain industries or groups. It excludes payments to foreign 
benefits, 


localities, and all tax differentials—including tariffs. 


governments, veterans’ grants to states and 


“That's the Way the Money Goes” 


The nation’s farmers have taken the lion’s share of the 
largess, almost 40% of the total. But many others have 
also realized rather tidy sums. During the past 11 years, 
estimates are that business as a whole received $11.8- 
21% of the total. Labor took $3.7- 
The remaining $20-billion was dis- 
Behind these 


tremendous sums lie many different programs and pur- 


billion, or about 
billion, about 6%. 
tributed among a variety of activities. 
poses. 


Briefly, here are some of the larger ones: 


¢ Agricultural programs: Beginning with the Homestead 
Act of 1862, Congress has provided U.S. farmers with a 
vast and variegated array of goodies. But most of the 
current farm subsidies originated in the early days of 
the New Deal. The most expensive programs, by far, are 
those devoted to boosting prices. Over the past 11 years, 
farm subsidies have cost $22.4-billion, and during 1961 
alone, the price tag was $3.5-billion. 

«Labor: Labor, primarily the unemployed, has taken a 
bite of approximately $3.7-billion. Most of this sum 
went for unemployment benefits not covered by employer 
contributions. Also included, however, are expenses of 
operating public employment offices. 

* Business subsidies: U.S. operators of the Merchant 
Marine, because they bear higher operating costs than 
their foreign counterparts, receive an “operating-differen- 
tial subsidy”; the airlines receive navigational aids, fed- 
eral support for airport construction and premiums for 
carrying mail; the railroads, after acquiring over 100- 
million acres of federal land from 1850 to 1871, now 
get help through a program of federally guaranteed 
loans; and almost all businesses receive some benefit from 
the subsidy program of the Post Office, which has op- 
erated well in the red for many years. 

* Stockpiling: A total of $14.5-billion during the period 
covered by the report went for stockpiling, of which 
$8.3-billion was for commodity holdings of farm sur- 
plusses (not included in the farm program). Another 
$6.2-billion went for stockpiling certain basic materials— 
aluminum, asbestos, copper and nickel. This spending 
is counted toward National Security rather than to 


business. 


Prospects: More of the Same 


Present prospects are for a gradual rise in the scope 
and magnitude of federal subsidies. And is there no 
chance for a policy shakeup? Probably not. Being only 
too human, most subsidy recipients (voters all) are 
loathe to give up their payments. Elected officials are 
equally reluctant to offend these voters. 

Indeed, great pains are usually taken to explain away 
terms of the interest. Maritime 
subsidies are justified in the name of national defense; 
agricultural subsidies, by promoting farm efficiency, are 
said to redound to the benefit of the consumer; the Post 
Office disseminates news and knowledge, and, therefore, 


subsidies in national 


promotes intelligence and culture. 

But times could change. Perhaps the Joint Commit- 
tee’s report is the first step in doing away with programs 
that serve narrow rather than national interests. 
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customers 


complaining 
about 
delivery? 


Are you “riding a turtle” with your present cutting tool supplier? Become a 

V-R distributor and meet your customers’ needs —- when they need them! With four- 
teen V-R tungsten carbide grades, a special titanium carbide VR-65, exclusive 
V-R Tantung cast alloy and Ceramic VR-97 to offer them, you’ll have the finest, 
most complete line of cutting tool materials available. Whatever your customers’ 
needs —- throw-away inserts, full-length inserts, single-point tools, blanks, tool- 
holders or face mill cutters —- you can supply them. Your overhead is trimmed . . . 
ordering, stocking and pricing are simplified . . . because everything is from 

one source. V-R’s aggressive national advertising, direct mail and prompt service 
from friendly, well-informed factory representatives put you far ahead of 
competition. Write for complete information! 


CREATING THE METALS THAT SHAPE THE FUTURE 


WSR) VASCOLOY-RAMET 
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876 MARKET STREET + WAUKEGAN, ILLINOIS 


CERAMIC TANTUNG — TOOLHOLDERS — ~» FACE MILL 
INSERTS — SOLID TOOL BITS, SOLID BASE 2 } CUTTERS 
TRIANGULAR, CUT-OFF BLADES, AND ? WITH 
SQUARE, TIPPED TOOLS, ELEVATOR ‘ THROW-AWAY 
ROUND q CAST-TO-FORM TYPE ¥ *« INSERTS 
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BY A REPUBLIC RUBBER DISTRIBUTOR WORKING 
UNDER THIS FAMOUS 5-POINT SALES POLICY 


1. A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 


solicited 





2. A QUALITY of product uniformly good and capable 
of delivering service results that should reasonably be 


expected 


3. A PRICE basis inducing and making possible aggres- 
sive competition with reasonable profit return. 





4.FREEDOM from competition from his source of 
supply, either direct or indirect, among the trade covered 
by his day-to-day solicitations. 


5.SELLING helps of reasonable amounts so that his 
sales force may be given the advantage of specialized 
training and a knowledge of the product sold. 


The Republic Rubber distributor who made this 
sale of 8” I.D. Blower and Exhaust Hose makes 
many sales of rubber products. He knows that 
practically every buyer purchases some kind of 
rubber hose, belting, or packing on a regular basis. 
Therefore, his salesmen talk rubber on every call. 
Result — they sell many orders like this one and 
that makes everybody happy. The buyer likes the 
product, the salesman likes the commission and 
the company likes the sales. 


A Republic Rubber distributorship can do the 
same for you. If you are interested, write to: 
J. A. Maclntire, Jr., General Sales Manager. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 


INDUSTRIAL DISTRIBUTION 





INDUSTRIAL DISTRIBUTION 


The Editor Comments on Industry Problems/June 1961 





June 1961 


LIKE IT THAT WAY? 


I seem to have started a chain reaction with my thought- 
starting quotes (remember the editorials on this page in 
the March and April issues? ) . 

The other day I was talking to George Levering, Engineer- 
ing Supply Company, Dallas, and he put another good one 
in the hopper. 

It seems a number of years ago, George was visiting an 
old lady in Whittier, California, and discovered on her wall 
a cross-stitched sampler with the inscription, “But you 
like it that way, don’t you.” This was too much for George 
who wanted to know why such a cryptic quote on a hand- 
made sampler. 

The old lady who was evidently quite a philosopher 
in her own right, pointed out that most people go through 
life complaining about all kinds of things, both real and 
imagined. It was her observation that complaining was 
about all they ever did about their problems. They rarely 
took positive steps to correct the situations which seemed 
to be bothering them. She came to the conclusion that 
they enjoyed the troubles they were having or they would 
do something about them. Thus her creation, which looked 
down at her guests from the wall, “But you like it that way, 
don’t you.” 

George and I had been talking about distribution prob- 
lems and the slow progress being made in working out solu- 
tions. As George recounted the story of the sampler and the 
thinking behind it, we both agreed the quotation had 
relevance to our industry. Distributors and manufacturers 
complain about an awful lot of things. The list would fill a 
book. But very few of them take positive action to correct the 
situation. We could only conclude that there must be some- 
thing about it that makes them “like it that way.” 


pS ae 

















HAVE YOU THOUGHT ABOUT 


D. A. C. McGILL 
ASSOCIATE EDITOR 

Many an industrial supply firm has 
been sold to new outside owners be- 
cause there has been no one inside the 
firm to take over. Sometimes, mem- 
bers of the 
business are not interested in exercis- 


families owning the 
ing active management or continuing 
And invariably, key em- 
ployees are financially unable to buy 
out the stockholdings and 
assume ownership themselves. 


control. 
major 


Into this vacuum, consequently, 
move new owners who may or may 
not be familiar with the supply busi- 
ness, and who may or may not work 
harmoniously with the company’s ex- 
perienced employees. This is not to 
say that a supply house is best run on 
a nepotistic or dynastic basis, for 
there have been innumerable in- 
stances of new outside ownership 
actually rescuing a firm being smoth- 
ered by family indifference. 

But is there any way for a com- 
pany’s experienced employees — in 
particular, some of the young, com- 
petent employees in responsible man- 


agement posts—to acquire owner- 
ship? 

Is there any way of thus insuring 
not only the survival of the company, 
but also the continuity of manage- 
ment? 

Several small, closely-held com- 


panies—among them a couple of dis- 


tributors—have transferred owner- 
ship from the older stockholders to 
younger management through what 
might be called a “reorganization.” 

This method of shifting ownership 
not only relieves older stockholders 
of estate tax worries, but also enables 
salaried employees to acquire owner- 
ship out of the company’s earnings. 
Moreover, this method has passed the 
scrutiny of the U. S. Tax Court 
although a distributor is cautioned 
to consult a tax lawyer to avoid en- 
tanglements. 


While the 


agreement,” discussed in ID, Feb- 


“survivor purchase 
ruary, is a wholly acceptable way of 
transferring ownership of a company, 
it is intended mainly to keep owner- 
ship within the circle of surviving 
shareholders. The reorganization, on 
the other hand, enables ownership to 


be conveyed from present stockhold- 
ers to a wholly new group. It applies, 
therefore, to the more special (but 
prevalent) case of a company in 
which either there is no family in- 
terest or family interest in running 
the business has waned. 

Take the hypothetical 
Supply Co. as a fairly 
example. 

Incorporated several 
Seneca Supply is owned by three 
principal shareholders: James White, 
president; Frank Beal, vice-presi- 
dent; and Mrs. Frisbee, widow of 
Carl Frisbee who founded the firm 
with White back in the ‘twenties. 
There are 1,000 shares of common 
stock, of which White owns 450, 
Beal 200, and Mrs. Frisbee 300 
shares. The remaining 50 shares are 
held equally by Ken Fitch, the sales 


manager, and Lou Green, the treas- 


Seneca 
typical 


years ago, 


urer. 

Through the years, Seneca’s growth 
has been steady and its profits aver- 
age or above-average. It has a profit- 
sharing plan for all 28 employees, and 
a bonus plan for managerial em- 


ployees. 
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At a meeting, the firm’s lawyer 
described a plan by which the ownership 
of the supply company could be 
gradually transferred from the senior 
share owners to the younger members of 
management over a period of years. 


MANAGEMENT SUCCESSION? 


None of the children of the chief 
shareholders ever entered the busi- 
ness, or desired to do so. White’s only 
son is a doctor on the West Coast, 
Beal’s two daughters are married and 
settled in neighboring states, and 
Mrs. Frisbee’s son is an engineer with 
a local power company. 

White is a domineering man of 63, 
but looking forward to “getting out 
from under,” which means he is re- 
ceptive to a good offer for the firm. 
He has never considered any of his 
key employees particularly capable of 
taking over the company, either in 
fact or financially. Only reluctantly 
did he agree to let Fitch and Green 


purchase their holdings of stock. 

It was Beal, indeed, who persuaded 
White to let Fitch and Green buy in, 
arguing that the company would lose 


two able men unless they were given 
such incentive. Beal’s own interest in 
Seneca dates from the early "thirties, 
when he sold his own supply firm to 
White and Frisbee. Mostly a financial 
man, Beal has been responsible for 
building up a second level of manage- 
ment in the persons of Fitch and 
Green, and in Gray and Schwartz, 
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two other department heads. In his 
sixties, Beal is not averse to the idea 
of retiring soon, but he would like to 
see the younger men get a “decent 
break.” He is not entirely sure that 
all of them would stay with the firm 
should it be sold to outside owners. 

For her part, Mrs. Frisbee is in- 
terested mainly in security, and is 
quite satisfied with the dividend in- 
come on her 300 shares. She would 
not oppose the sale of the company, 
however, since she would invest her 
proceeds elsewhere. 

Seneca Supply, then, is not unlike 
many closely-held companies which 
are sold outright to new owners 
chiefly because the founding manage- 
ment, having no one to pass the busi- 
ness on to, are just as happy to dis- 
pose of their problems to someone 
else. And yet, like many companies 
of its type, Seneca has young, able, 
experienced management ready to 
assume ownership and control if 
given the opportunity. 

As it turned out, Seneca’s younger 
men were given the opportunity. The 
firm’s lawyer came across the case 
of another distributor who had solved 


the identical problem by reorganiza- 
tion or “recapitalization.” He drafted 
a proposal which he submitted to 
White: 

1. The company would issue 950 
shares of preferred stock to the three 
major holders of common stock 
(White, Beal, Frisbee). This stock 
would give these shareholders first 
claim on the earnings of the company 
at a specified dividend rate. 

2. The company would offer the 
preferred stock to the three share- 
holders in exchange for their common 
stock, recapitalizing the company. 

3. The common stock would be 
sold to the four younger men at a 
stated par value per share over a 
number of years on the “installment 
plan.” The younger men would pay 
for it out of their profit-sharing 
receipts and year-end bonuses (see 
text of agreement, page 62). Thus, 
in a matter of 10, 15, or 20 years, 
depending on how much the younger 
men agreed to pay, they would have 
finished buying the outstanding com- 
mon stock and ended up with control 
of the company. 


continued 











THE AGREEMENT WITH THE YOUNGER MEN 


This is the draft of the agreement which the Seneca Supply 
Co.’s lawyer drew up to be signed by the three majority stock- 
holders and four younger men to transfer the ownership of 
the company: 


4. Seneca Supply Co. agrees to sell, and the subscribers 
subscribe for and agree to purchase the following number of 
shares of the company’s common stock: 

FircH 225 shares GRAY 250 shares 

GREEN 225 shares SCHWARTZ 250 shares 

2. The subscribers agree to pay to the company for each 
share the sum of $500, payable as follows: 

(a) All dividends declared and paid on said shares shall be 

applied, at the time of their receipt, on the purchase 
price. 
An amount equal to 25% of all compensation in excess 
of base salary received from the company shall be paid, 
at the time of such receipt, by each subscriber respec- 
tively on the purchase price of his shares. 

(c) Such additional amounts as any subscriber may at any 
time elect to pay. 

Interest at the rate of two per cent per annum shall be 

charged on the amount from time to time unpaid on each 

subscription, and deducted from the payments made. 

3. The parties hereto agree that each of the subscribers shall 
enjoy all the rights and privileges and assume all the responsi- 
bilities of a shareholder of the company for the number of 
shares above subscribed for, and that certificates for the shares 
subscribed for under this agreement shall be issued in the name 
of the subscribers respectively, but shall be held by the com- 
pany and not delivered to a subscriber until the amount of 
his subscription is paid in full. 

4. It is further agreed that if any payment becoming due to 
any one of the subscribers on any stock for which he has hereby 
subscribed is not paid within 90 days after due, or if a sub- 
scriber dies or leaves the employ of the company, for any 
reason whatsoever, prior to the time the full amount of his 
subscription is paid, then, in either event, the board of directors 
of the company, at its option, may: 

(a) return to said subscriber or his persona! representa- 
tive, as the case may be, the payments theretofore 
made by him towards his full subscription price, less 
interest, and cause his subscription to become null 
and void, or may, at its discretion, assign his sub- 
scription agreement to the remaining subscribers. 
issue and deliver to the subscriber or his personal 
representative a certificate for the number of shares 
for which payment in full has then been made, in 
which case such shares shall become subject to the 
terms of a prior agreement requiring that they be 
offered first to the company for sale. 

5. The subscribers have entered into this agreement with the 
understanding that, although the primary voting power of all 
shareholders’ meetings is lodged in the holders of common 
stock, upon default in any payment of the guaranteed divi- 
dends on the 5% preferred stock, each share of the preferred 
stock issued and outstanding shall have equal voting power 
with each share of the common stock issued and outstanding 
until the default in the preferred dividends is made good. 








Succession continued 


The distribution of common and 
preferred shares immediately after 
the recapitalization would look like 
this: 

Preferred Common 

WHITE 450 - 

BEAL 200 

FRISBEE 300 Se 

Fircu 25 

GREEN 25 


50 

There would be a total of 950 
common shares to be purchased by 
the younger men. Since they al- 
ready own 25 common each, Fitch 
and Green would have to buy only 
225 shares apiece, while Black and 
Gray would each buy 250 shares. 

Eventually, after they have paid 
for their common, the younger men 
could then redeem the preferred 
stock of any of the holders or their 
heirs willing to sell. And in the more 
distant future, the recapitalization 
arrangement could be repeated to 
pass control of the firm to a succeed- 
ing group of young executives. Thus, 
the company could be conveyed 
through successive “generations” of 
management, with no loss of con- 
tinuity. The older group always re- 
tains a check on the younger group 
since its preferred shares still carry 
voting rights. 

White accepted the proposal. It 
would enable him to keep an eye on 
things for the next three or four 
years and show his successor, Green, 
the ropes. Beal was, of course, quite 
happy with the arrangement, and 
Mrs. Frisbee would be assured of in- 
come. 

As the lawyer pointed out: “The 
recapitalization would enable Seneca 
to exploit to the fullest its most valu- 
able resource—its young, vigorous 
management.” He added: “This 


plan seems immensely preferable to 
throwing in your whole interest now 
for a certain, but perhaps disappoint- 
ing, gain.” 

And, above all, the four younger 
men were given the incentive to ex- 
ercise their abilities and foresight. 
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Chairman of Neal Award judges, Floyd Arpan, presents plaque to ID’s associate editor D. A. C. McGill 


ID WINS TOP EDITORIAL AWARD 


Industrial Distribution was honored last month with an 
editorial achievement award presented by the Associated 
Business Publications. Every year, the ABP, one of the 
leading trade associations of publishers of business 
papers and magazines, sponsors the “Jesse H. Neal 
Editorial Achievement Awards” to recognize examples 
of outstanding journalism submitted by its members. 
ID won one of the ABP’s six first awards for its 16- 
page feature published last June—“Decisions, Decisions, 
Don McGill, as- 
sociate editor, who originated and wrote the feature. 


Decisions!” The award was made to 


As readers will remember, this feature was a full report 
on a two-day “decision-making simulation” which was 
staged with 48 distributors at Philadelphia’s Franklin 
Institute in February, 1960. 

According to ABP, ID won its award for its “role as 
a teacher,” and “for exposing its readers for the first 
time to the vital new ‘computer games’ and decision-mak- 
ing simulation.” 

Entries in the ABP competition are judged according 
to two criteria—(1) the contribution which the editorial 
project makes to the field served by the magazine, and 
(2) the way in which the editorial project is written and 
presented to the readers. The judges scored ID’s “De- 
cisions” feature highest on both counts. 

ID’s purpose in holding the simulation was to bring 
a spectacular new technique of management training to 
the attention of the entire industry. Individual distribu- 
tor executives from all parts of the country were in- 
vited to participate in an actual simulation session which 
was organized with the assistance of Remington Rand 
Corp. The big office equipment manufacturer had de- 
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vised a “sales management” game which had been pro- 
grammed for its Univac computer, and this game it put 
at the disposal of ID and the distributors. 

A second purpose in holding the simulation was to 
study the interaction of the main factors of a distribu- 
tion business with one another. The 48 distributors had 
been divided up into seven “companies,” and each com- 
pany made decisions on inventory, purchasing, advertis- 
ing, sales training, etc. in competition with one another. 

ID’s June article analyzed and reported the effects of 
these decisions covering nine “months” or periods of 
play. The task entailed studying and breaking down what 
seemed to be miles of detailed operating statements 
churned out by Univac. 

Remington Rand made a motion picture film of the 
Philadelphia simulation, and this was subsequently shown 
at the Triple Industry Supply convention in Chicago last 
May, with ID’s editor and publisher Walter Crowder 
describing the significance of decision-making in the 
operation of a business. 

Many of those taking part not only in the ID simulation, 
but also in similar sessions elsewhere, have testified to 
the effectiveness of this form of management training. 
Many, indeed, have applied what they learned to their 
day-to-day operations; the simulation helped them see 
the nature of a problem clearly for the first time. 

This is the first time ID has submitted an entry in the 
ABP competition, so quite naturally we are gratified to 
win such recognition. And we are sure that the fact of 
our winning will be taken as evidence of ID’s continu- 
ing determination to serve its readers. A big “thank you” 
is due, also, to the 48 hard-working distributors. 





In the industrial distribution field, as elsewhere, 


customers are demanding more service. 


distributor studied the figures, then acted accordingly 


This progressive Southern 


CLIMBING ABOARD THE SERVICE 


Specialized sales services are gen- 


erally recognized as the big trend 
among progressive distributors to- 
day. It is also an accepted fact that 
services have overtaken goods in 
total 


trends continue, such “services” (as 


dollar value, and, if present 


opposed to goods ) are destined to 
take an ever-increasing share of the 
customer wants, 


economy. 1 oday ’s 


in addition to quality products, a 
service package as well. 
With these 


Lloyd Mize, president of Industrial 
distrib- 


concepts in mind, 


Supply Corp., mill supply 
utor in Richmond, Va., has taken a 
big step in, first, going into “serv- 
ices” (in addition to quality goods), 
and, secondly, specializing within the 
supply 


framework of his general 


business. 
Indus- 


trial Supply Corp. now has, as an 


At considerable expense, 
integral part of its overall operations, 
a fully outfitted saw shop, The In- 
dustrial Saw and Knife Service. 

and 


Investing in some original 


personal—research a year and a half 
ago, Mr. Mize conducted a two-phase 
market research study. Phase one 
involved journeying to several large 
South, in- 


cluding Houston, Birmingham, Mem- 


industrial centers in the 
phis and Knoxville, and observing 
operating saw shops in these cities. 
Phase two concerned a study of 
the market potential in Mr. Mize’s 
own backyard—the Richmond city 


Henrico-Chesterfield county metro- 
politan area. The 1958 U.S. Census 
of Manufacturers revealed that, in 
the Richmond 


there were approximately 500 manu- 


metropolitan area, 
facturing establishments, of which 
209 employed 20 or more persons, 
with a “value added by manufactur- 
$450- 


ing” figure totalling nearly 


million annually—up from $344-mil- 
lion only four years earlier in the 
1954 Census. 

Delving a bit further into “phase 
the 1958 Census also showed 
that seven key industries constitute 
the bulk of total industry in the area: 
tobacco, chemical products, food and 
metal 
products, pulp and paper, printing 


two,” 


related products, fabricated 


and 
Mr. 


Mize ascertained that four employ 


and publishing, and lumber 


woodworking. Of these seven, 
saws and knives extensively in manu- 
facturing operations which a saw 
shop could efficiently service, and 
which would form a foundation for 
These four industries 


they 


the business. 


and the potential represent 
(1958 census) : 
* 12 tobacco plants, with an annual 
“value added” figure of $203- 
million 
*26 pulp and paper plants, with 
annual manufacturing output val- 
ued at $26.2-million 
* 106 printing and publishing es- 
tablishments, representing a 
$24.5-million added yearly value 
total 
*49 
mills, adding an annual value of 
$6.2-million 


Armed with these statistics, plus 


lumber and woodworking 


the fact that many of his regular cus- 


tomers use industrial knives and 


saws (and thereby forming some- 


thing of a “ready-made” market), 
Lloyd Mize came to the conclusion 
that a saw shop could be a profitable 
operation. Moreover, a year earlier, 
had taken on a 


leading line of industrial saws, and, 
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with a saw shop, the company would 
be in a position to give a complete, 
one-stop knife service. 

Today, after a littlke more than a 


years operation, Mr. Mize feels that 
the outlay invested in fitting out his 
saw shop is more than justified. 
While the first six months saw no 
profit at all, the shop operation has 
now “turned the corner” and is mak- 
ing a substantial contribution to the 
company’s coffers. Lumber and 
woodworking plants, along with ex- 
celsior mills, are the major custom- 
ers, but the printing and tobacco 
industries, which use large numbers 
of paper and tobacco knives, also 
form a _ substantial part of the 
business. 

The promotion of Industrial Saw 
and Knife Service is built around a 
concept of service—and, it is hoped, 
the subsequent sale of a new saw 
if the one brought in for servicing is 
beyond repair, which the shop ex- 
perts can discern at a glance. “This 
gives us,” says Mr. Mize, “what we 
call a ‘repair and sell new’ theme.” 
Without question, this concept and 
its application has proven a success. 

Mr. Mize explains that the saw 
shop has its own name, with a prom- 
inent sign outside the wing of the 
main building where the shop is 
situated, since it gives a separate 
identity: “it sells better with its own 
name, indicating the nature of the 
business. In addition, it lends pres- 
tige, and offers a means for empha- 
sizing the facilities of the shop.” 

Corporate-wise, Industrial Saw and 
Knife Service forms a separate de- 
partment, independently operated 
from the supply business, but it is 
not a separate corporation as such. 
Customers are billed on a separate 
invoice for repair, but new saws are 
sold directly by Industrial Supply 
proper, and with the same salesmen. 


Saw shop manager John E. Lloyd 
asserts that carbide-tipped saws are 
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at present the major source of in- 
come. Volume-wise, bandsaws are by 
far the leading type of saws serviced. 
All saws are sharpened and serviced 
on a per-piece cost basis, and a regu- 
lar price list has been issued. 













Lloyd Mize, president, left, and saw shop Manager John Lloyd, observe automatic pre- 
Mr. Lloyd comments that “our saw cision bandsaw sharpener in operation. This piece of equipment is essential to shop. 

shop has opened up a whole new type 

of customer, and brings much more ‘a ee 

traffic into Industrial Supply, thus 

leading to more spot sales within the 





supply business.” Five people now us 

work fulltime in the 1640-sq.-ft. a 

area, which, incidentally, required a . - : 

new wooden-block floor. By more 5 bw ° Py 

efficient use of inventory space, the g ~\y Hz 

required floor area for the shop was —_— a, : 

made available without additional 

building costs. . i aR we 
Basic to the operation, of course, : mA ON 

are three major items of capital f yy " ~ 

equipment: an automatic precision ae 4 a eg 

bandsaw sharpener; a tool and cutter . = “sa WD. , 

grinder; and, to serve the large print- > ag “te Ln 

ing industry located in Richmond and t a a 

environs, a 96-inch paper-knife grind- ff! el : 


ing machine is also installed. 

“The major problem,” says Lloyd 
Mize, “is personnel. A saw-filer, even 
in the South—which usually pays Above, as sparks fly, operator Wayne Keaton adjusts controls on bandsaw sharpener. 
lower industrial wages, generally, 


, > Below, Ronnie Jones prepares job on tool-and-cutter grinder, used for carbide saws. 
than the older, more highly indus- 


° ae ° > : *y Pe ame 
trialized sections of the country— 4 ot af 
averages a pretty high wage. Like # 


the blacksmith, the saw-filer is al- 
most a rarity these days. It’s fast 


| 
’ 
* 
‘ 


becoming a lost art.” 

But, more important, Mr. Mize 
calls putting in the saw shop “keep- 
ing in step with the times. With the 


naomi A dale 





~< 
‘ei, 


exploding population and long-term ‘ 

growth of industry in the Richmond , . Z Bi 

metropolitan area, I believe that I erin _ae * 
am getting in on the service band- we — 

wagon which is making such great —_— b. 
strides. Industrial Supply is more than 


re — 


ever a service establishment.” 
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On what basis do you, as an indus- 
trial supply and equipment salesman, 
judge a purchasing agent? Most 
that they 
evaluate on the basis of the number 


salesmen would answer 


of orders and volume of business 
which he gives to them, which is 
understandable since it is natural to 


be kindly 


who are kind to us. But evaluating 


disposed towards those 


a purchasing agent on the basis of 
the amount of business he gives you 
is a highly subjective standard and 
hardly conducive to an understand- 
ing of the other purchasing agents 
who do not give you much business. 
Since the latter represent a good deal 
of plus business some effort to under- 
stand them might pay off handsomely. 

A more objective criteria of judg- 
ing purchasing agents you come into 
contact with would be an authorita- 
tive interpretation of what the quali- 
fications and duties of a good pur- 
chasing agent should be. Perhaps 
you, as a salesman, haven’t given 
too much thought to what a good 
purchasing agent’s qualifications and 
duties should be but it is about time 
you did. You should know what 
these should be, not solely because 
he is a customer or a potential cus- 
tomer, but this knowledge will give 
you an insight into his problems and, 
perhaps, some clues as to how you 
can help him do a better job. 

Not all purchasing agents are per- 
fect and not all of them, for one 
reason or another, perform all the 
functions that they should. But if a 
salesman has no idea of what a pur- 
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EVALUATE THE P.A. 


Understanding the qualifications and duties of 
a good purchasing agent helps the salesman under- 


stand customers’ procurement problems as well as 


uncover opportunities to improve service 


chasing agent should be doing or not 
doing, besides giving out orders, it 
is hardly possible that the salesman 
will find himself in a position to help 
either the purchasing agent or him- 
self. In many instances, the salesman 
without too much difficulty can fill in 
the voids left by the purchasing agent 
in his functions, particularly in a 
small customer’s plant where the pur- 
chasing agent functions on a part 
time basis only. 

Many aspects of the purchasing 
agent’s task may, on the surface, 
appear to be diammetrically opposed 
to the salesman’s interest. Take, for 
instance, one of the most important 
obligations of the purchasing agent 
has to his firm, the obligation to buy 
at the right price. The salesman, 
always pressured to give a lower 
price may feel, at this point, that 
this conflicts with his own obligation 
to his own firm to sell at the right 
price. But, while many purchasing 
interpret “right price” as 
“lowest price”, the good purchasing 


agents 


agent has to consider along with the 
“right price” other factors such as 
buying the right item or service, buy- 
ing at the right time to get delivery 
required and buying the right quan- 
tity to prevent overstocking or un- 
derstocking. The point is that good 
purchasing agents do take other fac- 
tors into consideration besides the 
“right price” and it would be well 
to discuss these other factors with 
purchasing agents who do not. Some 
of the latter may not even be ac- 
quainted with the effects of these 
other factors on their buying costs, 
and it doesn’t hurt your sales pros- 
pects to point out these effects. 

In a recent issue of Management 
Aids published by the Small Business 
Administration, G. W. Howard Ahl, 


executive secretary-treasurer, Na- 


tional Purchasing Agents Associa- 
tion wrote on “Getting the Most from 
Your Purchasing Dollar,” and in this 
article, gave the qualifications and 
duties of the person in charge of 
purchasing for a small plant, whether 
full time or part time. They can be 
accepted as a basis of your evalua- 
tion of purchasing agents you call on 
and can serve as a guide to the 
understanding of the problems aris- 
ing in their jobs. 

The qualifications and duties are: 


Know The Plant 


The purchasing agent must know 
plant processes and operations. This 
allows him to recognize the produc- 
tion possibilities and limits. It helps 
him to spot requirements that are too 
costly. He should be able to tell when 
technical being 
turned into unnecessary and expen- 
narrow 


specifications are 


sive frills. For instance, a 
tolerance may be an engineer's at- 
tempt for perfection rather than a 
product necessity and a standard part 
could be used just as well. 

He should check through the plant 
at least once a day to see if materials 
are being used on the operations for 
which he bought them. If he is 
friendly and tactful on these tours, 
he can get helpful information from 


the foreman and other supervisors. 
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> coMMENT—Very few purchasing 
agents could qualify 100% in this 
sector and all could use the services 
of an industrial supply salesman or 
the latter's factory salesmen. Actu- 
ally knowing customers’ plant proc- 
esses and operations is a requirement 
for a good supply salesman also and 
for the same reason that it is for a 
p.a., ie. save costs. But the supply 
salesman, being more or less a spe- 
cialist on maintenance, repair and 
operating supplies, is in a_ better 
position to spot cost savings oppor- 
tunities than the p.a., who has all 
the plant’s processes and operations 
to consider. Moreover, the supply 
salesman should be able to advise the 
p.a. on whether or not the products 
are being used properly. 


Sales Relations 


Good buyer-seller relations are a 
must for getting more for the pur- 
It has become in- 
creasingly important that the pur- 


chasing dollar. 


chasing agent be constantly informed 
of market trends and changes. It is 
impossible for him to know every- 
thing about every item. Therefore, 
he has to deal with salesmen who 
know their products and who are 
eager to pass this information. 

The purchasing agent and the sales- 
man need to develop mutual trust for 
mutual The purchasing 
agent should be courteous to sales- 
men and give them full information 
on products, processes and policies. 

The purchasing agent should be 
aware of the salesman who quotes 
a lower than reasonable price. He 
will want to give first consideration 
to the supplier who quotes a fair 
price and sticks with it. He will want 


success. 
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to deal with the supplier who pro- 
vides value and service while com- 
peting to sell the item at lowest 
possible cost. 

> coMMENT—Definitely the p.a. is 
obligated to maintain good relations 
with salesmen but only to whom he 
can trust and who contribute to the 
customer’s welfare. Note the quali- 
fication “to deal with salesmen who 
know their products and who are 
eager to pass this information.” But 
you, as a salesman also have a right 
to full information on products made, 
processes and customer’s policies. 
Certainly some p.a.’s are reticent on 
this point but you can make a good 
case for reciprocal treatment. The 
last paragraph speaks for itself. The 
p.a. who ignores it is either cynically 
singleminded about price or doesn’t 
know his other cost factors. 


Piant Visits 


The purchasing agent should try 
to visit periodically the plant of his 
suppliers. He can see how the prod- 
check production 
schedules, inventories and determine 


ucts are made, 
whether the plants are run efficiently. 
He can compare one supplier of like 
materials to others to see which is 
the best balanced in organization, 
financial responsibility, technical 
knowledge, labor relations and house- 
keeping. 

Visiting a plant of a potential sup- 
plier helps him to learn the type and 
quality being done. He can discount 
a salesman’s high-pressure talk, beau- 
tiful brochures and customer testi- 
monials if he sees the supplier does 
not have adequate facilities. Another 
advantage is getting to know the per- 
sonnel of the supplier’s plant. This 
helps on an emergency order or on 
the correction of unsatisfactory ma- 
terial. 

Many companies, through their 
purchasing agents, are encouraging 
salesmen to visit their plants. These 
visits do much to cement good buyer- 
seller relations. They also give the 
salesman opportunities to suggest 
new manufacturing ideas and changes 
and substitutions which may reduce 
costs or improve quality. A salesman 


with wide contacts may even suggest 
new products which can be produced 
on existing equipment. 

> coMMENT—A p.a. isn’t doing you 
a favor by accepting an invitation 
to visit your company’s headquar- 
ters; it’s part of his job. But note 
the things which apply to an indus- 
trial supply firm he is expected to 
check on when he does, inventory, 
operations, organization, financial re- 
sponsibility, technical know-how, per- 
sonnel relations and housekeeping. 
Here are hints as to what you and 
your employer should promote about 
your organization in salestalks and 


sales promotion. 


Analyze Need 


The purchasing agent must have 
an inquisitive mind. He should look 
beyond the written words of every 
requisition and analyze the need for 
the material specified. If the specifi- 
cations can be altered without im- 
pairing quality or product perform- 
ance, he should discuss it with the 
supervisor issuing the requisition. 
> coMMENT—Here is an area where 
the supply salesman’s knowledge of 
products and applications can help 
the p.a. no end. Also he is qualified 
to recommend substitutes by his ex- 


perience with other plants operations. 
continued 
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SPEAKING OF PRINCIPLES 


The purchasing agent, whether he knows it or not, 


is judged in his own profession by standards and 


principles. It is just as important for a salesman 
to know what these standards and principles are as 
well as for the purchasing agent with whom he is 
dealing. Mutual understanding of these standards 
makes for a more common language between the two. 
These are the Principles and Standards of Purchasing 
Practice advocated by the National Association of 
Purchasing Agents. As Mr. Ahl puts it, “the closer 
your practices coincide with these 10 points the nearer 
you are toward getting the most from your purchasing 
dollar.” The purchasing agent should: 


1. Consider first, the interests of his company in 
all transactions and to carry out and believe in its 
established policies. 


2. Be receptive to competent counsel from his col- 
leagues and to be guided by such counsel without 
impairing the dignity and responsibility of his office. 


3. Buy without prejudice, seeking to obtain the 
maximum ultimate value for each dollar of expenditure. 


4. Strive consistently for knowledge of the mate- 
rials and processes of manufacture, and to establish 
practical methods for the conduct of his office. 


5S. Subscribe to and work for honesty and truth 
in buying and selling, and to denounce all forms and 
manifestations of commercial bribery. 


6. Accord a prompt and courteous reception, so 
far as conditions will permit, to all who call on a 


legitimate business mission. 


7. Respect his obligations and to require that 
obligations to him and to his company be respected, 
consistent with good business practice. 


8. Avoid sharp practice. 


9. Counsel and assist fellow purchasing agents to 
the performance of their duties, whenever occasion 


permits. 


10. Cooperate with all organizations and _ indi- 
viduals engaged in activities designed to enhance 


the development and standing of purchasing. 








EVALUATE THE P.A. continued 


Economics 


The purchasing agent should know 
economics if he is to do the best 
possible job. He should be informed 
about domestic and foreign condi- 
tions. He must not only add up the 
statistics of supply and demand, but 
also be able to distinguish seasonal 
from cyclical trends. He must be 
able to interpret the effect of shifting 
conditions on prices. He must realize 
also that wage rates are an important 
factor in the cost of many materials. 

Inflationary and deflationary trends 
influence prices. The purchasing 
agent must weigh all the factors in 
determining whether to buy on a ris- 
ing or falling market. It will be 
rarely possible for him to pick the 
exact top or bottom of a cycle, but 
he should be able to approximate 
them. 

The most common fault is to over- 
stay the upward swing, to assume 
that the longer a business trend has 
been maintained the longer it will 
continue. The purchasing agent must 
calculate that each additional week 
or month a trend continues means 
a week or month less before its direc- 
tion will change. 
> cOMMENT—A new dimension to 
the salesman’s job which will grow 
in importance in the years to come. 
Here the salesman should keep him- 
self as well informed as the p.a. 
should be. The implication of broad 
economic developments on_ specific 
industries, on prices of products are 
only part of the picture. If a cus- 
tomer is in textiles, he is interested 
in one set of economics indicators, 
if he is in manufacture of chemicals, 
he would be interested in others. 
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THROUGH ADVERTISING— 
GEARED TO GREET THE BOOM 


An industrial boom creates a challenge for the alert distributor. 
This Florida house accepted the challenge, and is making it pay. 


ROGER M. PEGRAM 
ASSISTANT EDITOR 


The 1960 decennial census of pop- 
ulation confirms what many have 
long suspected: that certain areas of 
the country are growing at a much 
more rapid rate than others. But of 
all the fifty states, Florida grew fast- 
est during the 1950-60 decade, with 
a startling population increase of over 
78%. Along with this phenomenal 
increase in population has come a 
tremendous expansion in Florida’s 
industrial community—a welcome 
development for any local industrial 
distributor. 

Here, then, is a challenge for the 
industrial distributor: he must keep 
pace with the growth in the territory 
he serves or lose the opportunity to 
grow with his market—and, in the 
process, lose out completely. 

Harry P. Leu, Inc., Orlando, Fla., 
distributor, is one firm which has 
accepted the challenge. Paul Stine, 
president, attributes much of his 
firm’s growth to the integrated ad- 
vertising program he has followed 
for years—a program which not only 
seeks out sales opportunities, but also 
seeks to increase the size of the market 
and “sell” the importance of the in- 
dustrial distributor to an industrial 
community. 

In charge of advertising at Harry 
P. Leu is Vaslet L. Howe, a trans- 
planted New England Yankee and 
veteran of many years’ experience in 
industrial advertising. Together, Mr. 
Stine and Mr. Howe have developed 
what might be termed a “three-phase 
integration” in their advertising ap- 
proach. 

The first phase centers on the growth 


June 1961 


of the market which Leu serves. 
While the Leu company maintains 
branches in Tampa and Miami, head- 
quarters is in Orlando, and this might 
be taken as the primary market. In the 
four short years from 1954 to 1958, 
the value added by manufacture in 
Florida, according to the U.S. Census 
figures of those years, increased by 
78%. The Orlando area, however, 
turned in a performance, during the 
same period, of over 300%! And, in 
the three years since the 1958 Census, 
indications are that, if anything, the 
rate of growth has accelerated. 
Phase two concerns management 
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participation in contributing to this 
industry influx by “extra-curricular” 
activities and by local advertising to 
catch the eye of prospective industrial 
settlers. Among many other activi- 
ties, Mr. Stine is Chairman of the 
Orlando Industrial Development 
Board, Vice-President of the Central 
Florida Development Commission, 
and a director of the Greater Orlando 
Chamber of Commerce. By partici- 
pating in these civic activities, Mr. 
Stine feels that he is contributing in 
helping to attract more industry and 
capital to his area. 


continued 
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Using split forms, 3 colors for price of 2 appear in handsome anniversary booklet. 





Greeting Boom continued 


The third phase concentrates on 
selling the importance of the distribu- 
tor industry which is settling in the 
territory served by Leu. 

With these facts and objectives be- 
fore them, the only question remain- 
ing was the methods and means by 
which an advertising program could 
implement and promote these ob- 
jectives. Mr. Howe has accordingly 
based the Leu advertising program 
on five main pillars: 

Direct mail program 


Newspaper promotion 


Special promotions 


2 
3. Salesman hand-outs 
1 
5 


. General catalog 

These five distinct aspects of the 
program are outlined by Mr. Howe: 

1. Direct mail program: Nearly all 
direct mail pieces are furnished by 
manufacturers on a_ gratis basis. 
When he orders, Mr. Howe specifies 
just how the material is io be pre- 
pared: imprinted, preferably on the 
front, with name and address, and 
a prepaid, pre-addressed reply card 
to Leu, giving the customer “the op- 
portunity to request more informa- 
tion.” Mr. Howe emphasizes that the 
card must be addressed to Leu and 
not to the supplier. 

2. Newspaper and magazine pro- 
motion: This part of the program is 
familiarize 


primarily designed to 


newcomers to the central Florida 
business community with Harry P. 
Leu, Inc., its services, facilities, and 
products. Ads are placed nearly every 


Orlando 


(circulation: 110,000) sports section, 


Sunday in the Sentinel 
giving coverage to the central Florida 
region. On a less frequent basis, 
space is taken in the Tampa Tribune 
240,- 


000). Leu has a branch in Tampa, 


Sunday edition (circulation: 
and the Tampa newspaper advertis- 
ing supports this branch as well as 
extending the regular coverage given 
by the Orlando paper. 

Both 


feature the products of a nationally- 


newspaper ad programs 
known and recognized brand name, 
different for each ad, giving a tie-in 
with Leu’s name. Beyond this, oc- 


casional special two-color ads are run 

such as the Thanksgiving issue. 
Vas that 

are “logical They 


Howe says newspapers 


media. offer a 
limited, but umbrella-type, approach 
and give consistent pressure, with the 
additional advantage of reaching the 
greatest number of potential custom- 
ers.” 

In addition, Leu takes space in the 
Florida Purchaser every-other month, 
and ads appear in the ASTE ( Ameri- 
can Society of Testing Engineers) 
chapter bulletins and in school an- 
nuals (“keeping our name before 
Classified 
key 


Florida cities where greatest volume 


tomorrow's customers”). 


telephone ads are taken in 
and potential are concentrated. 

3. Salesman hand-outs: This aspect 
of the program is principally sou- 
venir-type specialties such as memo 
pads, daily-date wall calendars (fea- 
turing the orange-and-green “Florida” 
pencils, key chains, and 
emery boards. The demand for the 
note pads has been so great that a 
monthly quota has been established 


for each salesman. 


colors), 


4. Special promotions: These are, 
of course, irregular as the occasion 


demands. One of the most recent 
special promotions was publication of 
a handsome booklet commemorating 
Leu’s 60th anniversary (see cut). 
Another special promotion was a 
series of five newspaper advertise- 
ments in the Orlando Sentinel de- 
signed to inform new businessmen in 
Florida, and to remind all industry in 
the State, of the importance of the 
Florida’s 


industrial distributor in 


rapidly-growing economy. In line 
with the third phase of the advertising 
program objectives, this promotion 
featured the who, what, why, when 
and where of the distributor. A study 
made five months before and five 
months after this institutional cam- 
paign indicated that (on a strictly 
numerical basis) 35% more 
customers were added in the “after” 
five-month period than in the “be- 
fore” period. 


5. General catalog: For Harry P. 


new 


Leu, Inc., the catalog is a major 
undertaking. At present, the catalog 
runs to 834 pages, illustrating and 
describing the 30,000 items of nearly 
750 manufacturers that Leu handles. 
On high-quality enameled paper, the 
Leu catalog is case-bound, printed 
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Vas Howe and Mrs. Alice Moore, secretary, check list of suppliers’ literature on order. 
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offset, and conforms with SIDA com- 
mittee recommendations. Distribution 
is closely controlled by salesmen. 
In addition to organizing and co- 
ordinating this integrated advertising 
Vas 


other 


instituted 
within his 
own bailiwick. For example, a regular 


program, Howe has 


some innovations 


form is employed for ordering manu- 
This is 


simple, and to the point, telling how 


facturers’ literature. brief, 
many reprints are wanted, when they 
are wanted, and how they are to be 
tickler 
until the literature arrives. 


furnished. A copy is kept 

Incidentally, Mr. Howe never “over- 
orders” literature, contending that 
“it stacks up and gathers dust when 
over-ordered, doing neither us nor the 
We had 
rather order frequently and in smaller 
quantities. That way, we are sure that 


manufacturer any good. 


we have up-to-date literature.” 
Another Howe innovation is a form 
designed for handling inquiries. The 
form is first marked whether the in- 
quiry was referred or Leu-generated. 
The first copy is sent to the inquiry 
source, giving the name of the Leu 
representative, and what is being sent 
(literature, test sample, etc.). The 
second copy is sent to the salesman 
with plenty of blank space left for his 
report. The third copy is kept until 
the salesman’s copy comes back with 
his report. If the manufacturer refers 
an inquiry to Leu for follow-up, then 
the first (inquirer’s) copy is not sent. 
Mr. 
about the quality and approach of 


Howe has some firm ideas 
manufacturers’ advertising. He says 
he doesn’t feel that he’s 


heresy, but I am hard-nosed enough 


“ouilty of 


to face facts.” In this, he is referring 
to manufacturers’ claims of the adver- 
tising support they give to the distrib- 
utor. Says Vas Howe, “I want to 
of their 
media is in the State of Florida; 


know what the circulation 


otherwise, I’m not interested.” 
“Floridian” 


believes that “many manufacturers 


This confirmed also 
must substantially upgrade the qual- 
ity and character of their literature 
designed for direct mail.” He com- 
ments that direct mail “must have, 
first, quality; second, impact or an 
interest-creating approach (e.g., stiff 
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Paul Stine, Leu president, and advertising manager Howe confer on advertising budget. 


fold-outs): and third, the 
name of the sender.” On this last 
point, Mr. Howe elaborates: “Often- 


inserts, 


times, we in Florida don’t care who 
the manufacturer is, but if the name 
of Harry P. Leu is on it, it means 
something to the recipient.” 

“We = 


“highly selective in what we send out 


must be, continues, 
in our direct mail campaign. Cheap, 
poorly-prepared pieces go right into 
the round file—where they belong.” 

One point about which Mr. Howe is 
specific concerns leaving enough 
space for distributor identification on 
“Many 

with 
lacquer or varnish ink so it won't 


manufacturers’ literature: 


brochures are covered up 
take our rubber stamp, if it’s not 
already imprinted. They make it very 
pretty, but there’s no place for our 
stamp on the front where the cus- 
tomer wants it—and we don’t want to 
have to go inside or to the back cover. 
We can use pressure-sensitive tape, 
but this is slow and costly. Manu- 
facturers spend much money for pro- 
fessionals who draw up their litera- 


the 
distributor 


ture — why not have artist 


integrate a space for 
identification in the design?” 

Mr. Howe’s advertising activities 
extend to the outside. He is 
president and director of the Adver- 
tising Club of Orlando, was chairman 
of the 1960 Orlando advertising week 
committee, and coordinated the first 
Orlando advertising banquet at which 
time the Orlando Chapter 


awarded a silver medal. In addition, 


vice- 


was 


he is a former member and director 
of the Association of Industrial Ad- 
vertisers (AIA). A graduate mechan- 
ical engineer (University of Rhode 
Island), he went directly into indus- 
trial advertising from college. 

In short, Vas Howe has brought 
with him to Harry P. Leu, Inc., a 
professional attitude and approach. 
He describes the Leu advertising pro- 
gram as “sustained and conserva- 
tive.” With his experience, he feels he 
can make the advertising dollar at 
his disposal do “double and triple 
duty. Our program is sensible, mod- 
erate and inexpensive.” 
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1961 CAPITAL SPENDING 
PROSPECTS BRIGHT AS 
PACE OF ECONOMY QUICKENS 


Only 1% off from last year’s $35.7-billion capital expenditures, American industry plans 
to spend over $35-billion this year on new and improved producing facilities. This encour- 


aging news comes at a crucial time as the economy throws off the effects of its mildest 


post-war setback, 


Significantly raising its sights since 
last fall, American business now plans 
to spend only 1% less for new plants 
and equipment this year than it did 
in 1960, which was, in itself, the 
second-highest year on record. In 
hitting a total of $35.35-billion, the 
1961 capital spending plans total just 
the $35.69-billion 


a shade under 


and preliminary plans 


for 1962-64 


actual figure registered last year. 
(Booming 1957 still holds the record 
with a whopping $37-billion outlay.) 

This good news highlights McGraw- 
Hill’s 14th Annual Survey of capital 
spending by U. S. business. With the 
economy recovering from its mildest 
postwar recession, the added impetus 
gained from this huge sum may signal 


Expected Spending on New Plants and Equipment 


(Billions of Dollars) 


1960 1961 
Industry Actual* Planned 


Iron and Steel $1.60 $1.18 
Nonferrous Metals i 31 31 
Machinery 1.10 14 
Electrical Machinery 68 73 
Autos, Trucks and Parts —. 89 01 
Transportation Equipment 42 10 
Other Metalworking 72 


Chemicals 

Paper and Pulp 

Rubber z 22 
Stone, Clay and Glass 2 : 59 
Petroleum Refining ; 2.85 
Food and Beverages : 99 
Textiles si 39 
Misc. Manufacturing 7 1.22 
$14.09 


$1.03 


Manufacturing Totals 


Mining 


Railroads . 69 


4.80 
6.13 
8.61 
~ $36.35 


Other Trans. and Comm. 
Electric and Gas Utilities 


Commercial (1) 
All Business 


Sales % 

Forecast Spending For 
1960-61 Machinery 

(% change, 

ij Physical Vol.) | Equipment a 

—1% 84.5% ~! 

81.0% a 

_ 17.0% 

67.6% 

_ 91.57% 

68.2% _ 


1960-61 
Percent 1962 
Change Planned 
—26% $1.33 
re 35 
+ 4% 1.09 
+8% 4.6 
+144% 1.0 
— 5% 33 
—24% 75 82.4% 
+ 4% 58 84.3% 
-  —-_— ta oa 
23 88.2% 
55 2% ~«~=—S—O0. 9% 
238 ~ 91.9% 
7 # £«5% &£«67.6% 
me “89.5% 
1.23 71.9% 
$13.92 81.8%, 
w° eee 92.1% 
72 72.0% 
a Le 
[so 
- 0.4% 
"72.7% 


4.56 


907 9- -s 
«fC «i 


$34.15 =— 


—1% 


*U. S. Department of Commerce, Securities and Exchange Commission 


** Excludes gas ulililies 


(1) Figure based on large chain, mail order and dept. stores, insurance companies and banks 


offer 


more encouragement. 


the coming of the next big boom. 
Moreover, advance plans for the 
1962-64 period are almost as high 
as expenditures planned for this year. 

The survey clearly points to an 
upswing in capital investment. The 
McGraw-Hill preliminary checkup, 
taken last October, indicated that 
business would spend 3% less in 1961 
than in the previous year (INDUs- 
TRIAL DisTRIBUTION, January). The 
Department of Commerce-Securities 
& Exchange Commission survey also 
decline. Thus, it be- 


comes apparent that spending ex- 


revealed a 3% 


pectations have perked up since then. 
Despite the heartening overall total 
outlay now planned, manufacturing 
capacity will be increased during the 
year by only 4%. More than ever 
before, manufacturers are striving to 
modernize their obsolete facilities, 
and this year these businessmen are 
devoting 70% of their investment to 
modernization—the highest percent- 
age ever recorded in the McGraw-Hill 
surveys. The meaning of this is clear: 
the emphasis on efficiency of opera- 
tion through modernization of plants 
and equipment, noted since 1958, 
shows no signs of abating—rather, 
it appears to be accelerating. Other 
key survey findings: 
¢ Manufacturing companies were op- 
erating at an average overall rate of 
77% of capacity at the end of 1960. 
They plan to increase their capacity 


INDUSTRIAL DISTRIBUTION 





at a rate of slightly more than 3% 
yearly over the next four years, a 
much more modest rate compared 
with earlier postwar years. 

* Manufacturers expect unit sales to 
rise 3% this year, another 20% by 
1964. This expected rise in sales 
during the next three years is double 
the planned capacity increase. If sales 
expectations materialize, operating 
rates would be close to preferred 
levels and, in some industries, a need 
for new expansion programs would 
arise. 

* The flow of funds from depreciation 
will rise 8% this year and another 
16% by 1964. Cash flow—deprecia- 
tion plus retained earnings—is ex- 
pected to increase 9% this year. 
*American industry continues its 
emphasis on research and new de- 
velopment programs. R & D per- 
formed by industry will amount to 
$10.5-billion this year, going up to 
$11.7-billion by 1964. These R & D 
efforts will assure a continuing flow 
of new products and new processes. 
Manufacturers estimate that 14% of 
their 1964 sales will be in 
products. 


new 


On a regional basis, the North Cen- 
tral states, as usual, continue to get 


the lion’s share of manufacturers’ 
new capital investment. Over 27% 
(see table) of this year’s planned in- 
vestment will go to this heavily-indus- 
trialized region, with nearly the same 
amount planned in 1962. 

Approximately 23% of investment 
plans for both 1961 and 1962 will go 
to the densely-populated Middle At- 
lantic area. The fast-growing South- 
ern region, which now ranks third in 
investment, will get 22% of this 
year’s total plant and equipment sum. 
New England, the South Atlantic and 
West will receive smaller proportions 
of investment than in the past two 
years. 

Taken as a whole, this survey spot- 
lights industry’s growing concern 
with obsolescence. Having spent 69% 
of their 1960 investment for modern- 
ization, the the 
average, plan increasing this propor- 
tion to 70% in 1961, and will devote 
two-thirds of their investment to 
modernization in the 1962-64 period. 


manufacturers, on 


June 1961 


Spending by Regions 
(All Manufacturing) 


1961 1962 
% of Total %o ot Total 
New England 46% 4.6% 


Mid-Atlantic 22.2% 23.7% 
South Atlantic 10.5% 9.7% 
North Central 27.2% 26.4% 
South 21.9% 20.2% 
West 13.6% 15.4% 
TOTAL 100.0% 100.0% 


New Eng —Me., Vi., N. H., Conn., 
R.1., Mass. 

Mid-Atlantic— NV. Y., N. J., Penn. 

South Atlantic—Del.. Md., D. C., Va., 
W. Va., N. C., S. C., Ga., Fla. 

North Centrat—Ohio, Mich., Ind., Iil., 
Wise., Minn., Iowa, Mo., N. D., 
S. D., Nebr., Kan. 

South— Texas, Okla., Ark., La., Ky., 
Tenn., Miss., Ala. 

West—Wash., Ore., Calif, 
Idaho, Wyo., Nev., Colo., 
Ariz., N. M. 











Mont., 
Utah, 


Business as a whole plans to put 
24.1% of the total into new construc- 
tion, 3.2% in motor vehicles and 
72.7% in equipment 
machinery. In the manufacturing 
sub-division, the emphasis is even 


other and 


more pronounced: 15.8% for build- 
to motor vehicles and 
other equipment and 
Only commercial com- 


ings, 2.4% 
81.8% to 
machinery. 
panies, with their supermarket and 
shopping-center construction, plan to 
spend more than half of their total 
investment for new building. 

For the first time, companies were 
asked how well their new product 
anticipations had turned out—how 
much of their 1960 sales were in new 
products, items not produced in 1956. 
Manufacturing, as a whole, indicated 
that 10% of its 1960 sales were in 
new products, exactly the amount 
they anticipated four years ago. 


Chemicals Lead Research 


To augment their research effort, 
manufacturing industries are spend- 
ing $653-million, or nearly 5% of 
total capital investment, this year for 
research facilities. The chemical in- 
dustry continues to be the leader in 
research facilities—$123-million, fol- 
lowed closely by the transportation 
equipment industry who is spending 
to the tune of $92-million. 

(Note: This survey, conducted by 
the McGraw-Hill Department of 


Economics, is based on industry’s 
replies to a questionnaire received 
during the month of March and early 
April, and thus represents industry’s 
thinking at that time. Survey results 
may be further affected by the fact 
that companies participating in the 
survey are usually the larger com- 
panies in their industries. However, 
in each successive survey, a concerted 
effort is made to include more 
medium-sized and 
More such companies cooperated in 


smaller firms. 

this survey than in any previous.) 
Following is a closer look at the 
1961 capital spending blueprints 
for some major groups of industries 
(for capsule information, see table) : 
* Iron and steel companies, despite 
an operating rate of only about 50% 
of capacity, plan to continue investing 
over $1-billion in each of the next 
four years. However, the planned 
$1.18-billion figure is down 26% 
from 1960's actual figure, a tie for 
first place (with textiles) for the 
greatest decrease among manufactur- 
ers. In sales, too, steel expects a 1% 
decline in physical volume moved, 
but foresee a 12% rise during the 
1961-64 period. Expansion of capac- 
ity in steel has virtually come to a 
standstill, so most (85%) of the $1- 

billion figure is for modernization. 
*The chemical industry which is 
spending $1.66-billion (second only 
to petroleum in total dollars) this 
year is planning to spend nearly the 
same amount in 62 and ‘63, and 
plans for 64 exceed this year’s total. 
Chemicals people foresee a 4% rise 
in sales this year, with a further 
22% increase in 1961-64. This is the 
only industry where the percentage 
going for expansion rises above 50% 
(65% this year, 63% for 1962-64). 
*The nonferrous metals group is the 
only industry showing no change in 
1961 capital spending plans from the 
1960 actual outlay. It spent $310- 
million in 1960, and plans the same 
amount this year. It further expects a 
smallish sales increase this year— 
only 3%—but sees sales rising a 
respectable 23% in the 1961-64 
period. The operating rate last year 
was 24 points below the preferred 
continued on page 156 




















A case for salesmen: 


WHEN TO CALL ON 


THE TOUGH 
DISTANT 
PROSPECT 


Time: 2:00 p.m., Friday afternoon, spring 
Piace: Northwest city, 80 miles from home office 


Abe Ferguson was in a quandary. He had just finished 
talking long-distance to Jess Duke, his sales manager, back 
at Technical Transmissions, who had sprung the news of 
an “impromptu but important” sales meeting at 9:00 
Saturday morning, attendance “strongly suggested.” 

“I don’t care what you do,” Jess had said, “but just 
make sure you are here, sales figures in hand. The boss 
is reviewing sales—not entirely satisfactory, | might add 
Moreover, Abe was dead tired 
after two weeks on the road; now he was almost home. 

And yet—that guy at Triangle Mills just might be 
a little less recalcitrant this time, and he had a sample 
If all went well, it could 


for the first quarter.” 


right in the car trunk... 
develop into a nice little account. On the other hand, it 
was 35 miles away—in the wrong direction—and PA 
Victor MacKay seemed a man with a strong turn of 
mind. The first call had been a dismal one, indeed. 

Abe sat in the parking lot, his hands on the steering 
wheel, reconstructing the whole Triangle deal in his 
mind. Just after New Year’s, he had made a cold call 
on MacKay, giving him the regular pitch: he represented 
Technical Transmissions out of Central City, carrying a 
complete line of power transmission specialties and con- 
veyor equipment, with engineering know-how. 


“I feel I ought to tell you, Mr. Ferguson,” MacKay 
had interrupted, “that we have an excellent, though small, 
supply house right here in town. If they don’t have it, 
Ace Supplies, only 35 miles away, will have it, whereas 
your outfit is 115 miles away. We feel very loyal to 
these people.” 

Abe had heard the same story many times before, but 
he decided against going on since MacKay’s tone had 
more-or-less indicated that the visit was concluded. 

Two months later, on a fine March day, Abe stopped in 
again. Abe knew his competition, and was fully aware 
of what Ace Supplies—a good, reputable house—carried 
in stock, and what they didn’t carry. 

This time, Victor MacKay was a little more cordial, 
even, at one point, reflecting momentarily on his troubles 
with his chief engineer. “I know what you mean,” Abe 
replied, “being one myself, and working with them 
for 15 years.” Then, quickly, he added, “By the way, 
there is a new braking device we've just recently added, 
on a 3-state exclusive basis, which looks interesting in 
two trial installtions we engineered.” 

Abe glumly reflected now that MacKay had again 
stiffened, saying “Not today.” Maybe he had rushed the 
guy, maybe he had had a bum day or trouble with his 
wife . . . With all these questions flooding his mind, 
Abe considered making the third call—more driving, 
sales meeting in the morning, MacKay’s implacability. 
Yet, as he had so often said, “Never count a prospect 
dead until he’s been hit ten times.” 

Just then, as Abe Ferguson debated his dilemma, it 
started to drizzle. 

* Should Abe make the trip now, or wait? Why? 

¢What would you do under similar circumstances? 


Write your solution to: Case Editor, ID magazine, 330 
West 42nd Street, New York 36, N. Y. 


(To find out how the case turned out, see page 157.) 
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SIDA Presiwwent Rufus Allison, Industrial & Textile Supply 


Today, with an improving economy, the industrial distrib- 
utor is faced with severe competition. The recent busi- 
ness slump has increased sales pressure from producers and 
created more efforts to open new distribution channels 
with the intent of moving as much production as possible, 
but creating a tighter price situation. The result—now a re- 
frain—lower margins, lower net profits. 

What can distributors do in face of these problems? Many 
are using techniques promoted by the associations, and 
developing a hetter understanding of their operations, For 
example, they are able to buy more astutely by determining 
economic ordering quantities, by mathematically evaluating 
buying opportunities. They are able to distinguish profit- 
able sales, salesmen, customers, merchandise lines. These 
methods are beginning to pay real dividends and are a 
milestone for those distributors who are using them. 


Manufacturers and distributors gather in Atlantic City 


for the Triple Industry Supply convention 


NIDA Preswwent John D, Williams, Mau-Sherwood Supply 


This past year has been a frustrating one for industrial dis- 
tributors, as well as for all industry. Eighteen months ago, 
economists and the press had us primed for the “soaring 
’sixties.” How this bubble burst is now part of the record. 

It’s time we analyzed our past mistakes and developed 
a program for the future. How many of us have succumbed 
to soft pricing practices, forgetting that market demand 
is unaffected by this condition? 

Quality, service, and price are basic, accepted principles 
of selling. Collectively they strengthen distributors’ efh- 
ciency and effectiveness. Individually, they could weaken the 
market, destroy a distributor’s complete function. 

Also, we distributors have a continuous public relations 
job to raise the stature and importance of our function. 
Accompanied by sound merchandising practices, this pro- 
gram will enable us to face our industry's problems. 


ASMMA Preswent Paul A. Johnson, Drake Corp. 


If business forecasters are correct, the economy “will be on 
the rise” during the last half of 1961. While this outlook 
is encouraging, not all manufacturers and distributors will 
be affected to the same degree. With an over-capacity in 
both distribution and manufacturing, competition will be 
keen and hard selling will still be the key to profits. 

Generally speaking, all distributor organizations were 
originally founded by “great salesmen.” The successful dis- 
tributors still consider creative selling as their most impor- 
tant function. Members of ASMMA are anxious to help in 
this area, as they realize their sales depend on distributors’ 
selling efforts. 

Manufacturers selling through distributors appreciate 
the opportunity afforded by such joint meetings as the Triple 
Industry Supply convention to know distributors better and 
to learn firsthand of their problems and plans. 





- 
-)¢ 


Featured Speakers: Hanson Baldwin (left) of New York Times assessed U. S. mili- 
tary position, found it generally good. Charles Sligh, Jr.. National Association of 
Manufacturers, criticized the taxation aspects of the new Administration’s policies. 


The Agenda: Cost Analysis, 
Taxes, Inventory Management 


Thronging Atlantic City’s boardwalk 
last 2,100 


manufacturers distributors _at- 


month were more than 
and 
tending the annual Triple Industrial 
Supply convention. The three-day 
gathering is sponsored by the Na- 
Industrial Dis- 
and the 


Machinery 


tional and Southern 
Associations 
Supply & 
Manufacturers’ Association. 


tributors’ 
American 


The convention’s opening session 
Hall heard ASMMA 


president Samuel D. Conant’s key- 


at Convention 


note address and an estimate of the 
outlook by Charles R. 
Sligh, Jr., executive vice-president of 
the National of Manu- 
The following day, dis- 


business 


Association 
facturers. 
tributors met their suppliers at the 
Conference Booth Program, spend- 
ing eight hours in making personal 
contacts. The morning of the con- 
vention’s third day was given over 
to the annual meetings of each as- 
sociation, and to a joint closing ses- 

Baldwin, 
New York 


Times, was featured speaker. 


sion at which Hanson 


military editor of the 
Other highlights: 
¢ Fifteen 
plaques in the 10th annual advertis- 


manufacturers received 


ing awards competition. 
¢ Women 


tion had a meeting of their .own, 


attending the conven- 


heard Faye Henle, syndicated col- 
umnist, advise them on “fasions in 


finance,” and Carborundum Co.'s 
Dr. G. P. Eddy speak on their hus- 
bands’ health problems. 

¢ Ohio State University’s Bruce E. 
MacNab made a preliminary report 
on a survey of industrial buyers’ 
motives in procurement of various 
industrial products. This survey is 
the third NIDA-SIDA research proj- 
ect conducted with the participation 
of Ohio State. 

*Robert M. Orr 


Co., Evansville, Ind., reporting as 


Fridrich, Iron 
chairman of the relative profitability 


of lines committee, submitted a 
strong appeal for distributors to use 
cost accounting. 

¢ A representative of Porter Henry 
& Co., Hugh 


Robertson, reported on the series of 


consultants, 


sales 
sales seminars conducted under 
NIDA-SIDA auspices. 

¢Rufus K. Allison, Industrial & 
Textile Supply Co., Charlotte, N. C., 
modern methods 
distributors to 


chairman of the 
committee, urged 


adopt economic order quantity 
(EOQ) 
tory control and purchasing. 
Keynoting the convention, Samuel 
D. Conant (Jacobs Mfg. Co.) as- 
serted that many problems _beset- 
ting the industry through the years 
need not necessarily “be with us for- 
ever.” Many of these problems are 


now being conquered through manu- 


techniques in their inven- 


facturer-distributor cooperation. He 
said that additional selling effort 
will become increasingly imperative 
to overcome the present condition of 
“excessive manufacturing and dis- 
tributive capacity characterizing the 
“Keep up 


power,” he asked. 


industry. your selling 

He also asked both manufacturers 
and distributors to serve “our mutual 
customer”, the consumer, by selling 
him on the basis of offering quality 
merchandise, setting a fair price, 
and persuading him to buy from his 
local distributor. 

He said, further, that the burden 
of this educational work must fall 
on the salesmen of manufacturers and 
distributors, and that they would be 
better equipped if they know how to 
apply the “value added” concept 
enunciated in the associations’ joint 
research, 


Hits Tax Proposal 


Featured speaker at the open- 
ing session, Charles R. Sligh, Jr., 
appealed for the adoption of true 
tax rate reform and called the pres- 
ent administration’s investment tax 
credit proposal a “suhsidy” and “a 
blueprint for misdirecting and wast- 
ing the resources of the nation.” 
He cited 


increase business tax and cost bur- 


measures which would 
dens and make it more difficult for 
business to expand and create new 
jobs. Among these, he said, were 
the minimum wage law and the new 
payroll taxes for unemployment 
compensation and social security. 
The tax credit proposal, said 
Sligh, would lead to “hasty and un- 
wise expansion” by firms desiring 
while companies 


which finished an expansion in 1960 


the tax credit, 
or cannot profitably expand now are 
to be discriminated against. 
Commenting on the proposed tax 
concession, he said: “This purported 
generosity is coupled with demands 
that so-called 
closed. The net result . . 


‘tax loopholes’ be 
is that 
concessions of $1.7 billion are to be 
made to business, and $1.95 billion 
is to be collected from business by 
closing the so-called loopholes.” 
“On a net loss to business of $250 
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million, we are supposed to finance 
a vast new capital spending pro- 
“Under this pro- 
posed plan, capital would be avail- 


gram,” he said. 
able on the basis of reduced tax ob- 
ligation, applying to sound and un- 
sound expansion alike.” 

Sligh proposed that businessmen 
support legislation such as the Her- 
long-Baker bills which would reduce 
all income taxes gradually over a 
five-year period. 


Inventory Control Seminars 


A “new breed of 


: ” 
new techniques 


management 
needing has ap- 
peared in the industry, Rufus K. 
Allison, modern methods committee 


told the NIDA- 


meeting. Conse- 


chairman, joint 
SIDA afternoon 
quently, he said, it is important that 
distributors take advantage of the 
inventory control seminars being 
held by George D. Wilkinson. These 
sessions, he said, have given dis- 


" course in 


tributors a “simplified 
statistical analysis,” showing them 
how to develop EOQ’s for their var- 
ious product lines. 

Training of this type, said Allison, 
is essential to offset the tendency of 
too many distributors to “lay sales 
slumps at the door of suppliers.” 
The fault more often lies in the way 


these distributors are managing or 


»] 


mismanaging their inventories. 


Costing Needed 

There is “too much subsidizing 
going on in this business,” asserted 
Robert M. Fridrich, chairman of the 
relative profitability of lines com- 
mittee. 

“It's 
“how so many distributors are flying 


amazing to me,” he said, 
by the seat of their pants” in not 
knowing the cost structure of their 
businesses. So that distributor man- 


agement might avoid misconcep- 
tions on how good their business is 
doing, he advised them to organize 
a cost committee in their own firms, 
study the various cost analysis sys- 
tems which have been developed, 
choose one, then work to apply it. 
“Without “there 


costing,” he said, 


Speaking of NIDA-SIDA’s third 
research project (“choice of alterna- 
tive classes and specific sources of 
supply by industrial purchasers”), 
Ohio State’s Bruce MacNab offered 
survey findings on motives govern- 


ing industrial buyers’ procurement 
of various products. In buying ab- 
rasives, for example, P.A.’s are gov- 
erned by these motives (in the order 


of the 


manufacturer 


technical services 
of the 


in the industry, and completeness of 


given) : 
seller, stature 
the distributor’s stock. In the case 
of fasteners, buyers are influenced 
by (1) price, (2) accessibility of the 
seller, (3) general services rendered 


by the distributor. 
Order-Invoice Study 


During the convention, a Denver 
distributor, M. L. Foss, Inc., invited 
10 suppliers to a breakfast meeting 
to show them the results of an order- 
invoice study involving their lines. 
The study showed, for example, that 
in the case of one product line Foss 
had placed 327 purchase orders, and 
had 756 


average of 2.3] 


received invoices— or an 


invoices per pur- 
chase order. 
embraced eight dif- 


ferent analyses of purchase orders 


The study 
and invoices over the period—an- 


alysis of purchase by distributor 
order, by nature of shipping cost, by 
orders shipped direct to distributor’s 
customer, etc. 

The manufacturers represented at 
the meeting promised to take the 
results of this study back home with 
them for concentrated persual and 
action. 

Latest available attendance figures 
showed a total attendance of 2,109, 
10% from 
year), representing 314  in- 
dividual distributor firms and 339 
manufacturing firms. Registration of 


(a drop of about 


last 


“men only” at the convention showed 
that 69% 

turers, 24% 
SIDA firms. 
consistent with those for previous 


represented manufac- 
NIDA firms, and 7% 


These percentages are 


conventions. 


Military Posture 


Hanson Baldwin of the New York 
Times addressed the closing session 
on the world political and military 

United 
vis-a-vis 


situation. Analyzing the 


States’ military “posture” 
Soviet Russia, he assessed it as being 
superior, overall. He felt that this 
county should adopt a firmer stand 
in its international dealings, and re- 
ferred to difficulties encountered in 
Laos and Cuba. 


ome 
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Triple Industrial Supply convention’s “conference booth” program affords hundreds 
of manufacturers and distributors an opportunity to discuss mutual problems in 
privacy. Nearly 400 manufacturers manned booths at Atlantic City. convention. 


is no rule of thumb to determine how 


a salesman is performing.” 
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OHIO STATE REPORTS: 
CUSTOMERS DEMANDING 
MORE STOCK, SERVICE 


Industrial distributors can expect 
increasing pressure from their cus- 
tomers to increase their stocks, Bruce 
E. MacNab, of Ohio State University, 
told the Triple 


Convention. 


Industrial Supply 


MacNab reported the preliminary 
results of a survey of industrial con- 
sumers’ buying motives which Ohio 
State is conducting as part of its re- 
search work on “The Value Added 
by Distribution.” 

From questionnaires or interviews 
100 buyers, MacNab said, re- 


searchers were able to identify a 


with 


number of important trends, among 
which were: 


¢ Customers’ desire for stock-in- 


depth to be carried for them by dis- 


TRANSMISSION GROUP: 
STRESS ON TRAINING 
OUTSIDE SALESMAN 


The multi-line distributor can com- 
pete with power transmission special- 
ists only if his salesmen are trained 
to a fairly high degree of technical 
competence. 

This 


special 


was the consensus of a 


meeting of National and 


Southern Association members in- 
terested in power transmission at the 
Triple Convention. The first product- 
interest group 


NIDA-SIDA 


years, the meeting drew an 


session held at a 


convention in recent 
unex- 
pectedly large attendance of 172 par- 
Most represented 
carried power transmission as either 


ticipants. firms 
a key line or a separate department. 
There were also a number of pure 
power transmission specialists. 
While 


present agreed that salesmen needed 


virtually all distributors 
special training to sell power trans- 
mission products effectively, there 
were differing opinions as to where 
the upgrading stimulus was to come 
distributor 


from—manufacturer or 


and whether or not a “specialist” 


tributors, often under blanket pur- 
chase contracts. A decided shift to 
blanket ordering was noted. 

* Dissatisfaction with the level of 
training of many distributors’ sales- 


Bruce E. MacNab gives report. 


their 
in handling problems of value anal- 


men, particularly competence 


ysis. Many customers want much 


more assistance than distributor 


the multi- 
line firm for effective selling of power 


salesman was needed in 

transmission products. 
One distributor who owns both a 

multi-line and a 


firm specialized 


company said: “The general line 
house can compete only if it does 
two things: sets up a power trans- 
mission department, and has special- 
ist salesmen for the lines.” But an- 
other had found the 


general-line salesman “far more ef- 


distributor 


fective than the specialty man if he 
is well trained.” Those who 
against hiring specialists or depart- 
mentalizing fully 


were 


pointed out the 
dangers of having only one or two 
men selling the specialty lines, while 
the other salesmen neglected them. 
Said one distributor: “It depends on 
the quality of your specialist sales- 
man. He must be the type of man 
who can inspire others.” 


Needed: Salesmanship 


One distributor summed up the 
problem differently: “It makes no 
difference whether a distributor calls 
himself a general line firm or a 
More better 


training is needed in every phase of 


specialist. and sales 


selling, regardless of the lines. Our 


salesmen are now offering them in 
standardizing or simplifying their 
procurement. 

* Professionalization of the pur- 
chasing job, which forces distribu- 
tors to meet buyers on a higher level 
and provide real service to save costs. 

¢ An almost unanimous desire on 
the part of buyers for 


“specializa- 
tion” of distributors inside telephone 
men by customers. 

with dis- 


¢ Dissatisfaction some 


tributors’ and 
(though 
other 


same failing). 


follow-up delivery 
out that 


had the 


buyers pointed 


classes of vendors 


Distributors generally received 


high ratings from buyers on many 
of the major values they promote, 
such as accessibility, technical serv- 
ice and company status. Generally, 
however, “personality of salesman” 
than a 


ranked as a minor rather 


major motive of customers. 


whole industry stands indicted for 
the miserable sales training job we 
are doing. We must solve this prob- 
lem or we will not keep our im- 
portant lines.” 

The meeting was organized as a 
“circles of information” discussion 
in which each of several breakfast 
tables appointed a spokesman to re- 
port its consensus to the group. The 
distributors also took up manufac- 
turers’ policies and problems of 
original equipment markets. It was 
generally agreed that policies on 
when and where suppliers sell 
through distributors needed to be 
firmed up and distributor agreements 
should be more “ironclad.” A wide 
difference in policies was revealed. 

As fer o.e.m. sales, most distribu- 
felt that whether or not dis- 
tributors shared in them depended 
on the 


ported an increasing trend to chan- 


tors 


lines. Several speakers re- 
nel o.e.m. sales through distributors. 
Cases were also brought to light of 
many customers receiving 0.€.m. 
prices when not entitled to them. 
Miles I. Stray, of the Chas. H. Tem- 
pleton Co., Waterbury, Conn., presi- 
dent of National Industrial Distrib- 


utors’ Assn., moderated meeting. 
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Manufacturers receive advertising awards for effectively stressing the advantages of procurement through industrial distributors. 


DISTRIBUTORS 
CITE SUPPLIERS’ 
ADVERTISING 


SUPPLIERS WIN TENTH ANNUAL ADVERTISING AWARDS 


At the tenth annual presentation of advertising awards, three Silver 
Plaques, 12 Bronze Plaques and 17 Honorable Mention Certificates 
Those who received the plaques for were awarded to manufacturers, who in the opinion of judges, effec- 


tively stressed merits of marketing through industrial distributors. 


their firms, at the tenth annual pres- 
entation of advertising awards during 
the morning session in Convention 
Hall, are (1 to r), first row: A. W. 
Tucker, Henry G. Thompson & Son 
Co.; George Koch, B. F. Goodrich 
Industrial Products Co.; W. R. Kun- 
kel, Boston Gear Works; Clyde N. 
Mansur, Simonds Saw & Steel Co.; 
and Raymond H. Blakeman, Illinois 
Tool Works. Second row: G. H. 
Woodland, Chain Belt Co.; Herman 
E. Phil, Acme Chain Corp.; Leo G. 
Breckenridge, Abrasive 
Co.; Harry Wardrip, The Dumore 
Co.; and Melvin W. Pauly, The 
Lunkenheimer Co. Third row: 
Walter J. Rooney, The Belmont 
Packing & Rubber Co.; D. B. Eden, 
SKF Industries, Inc.; Peter B. Me- 
Sherry, Parker-Kalon Division; 


W. E. Fruhan, Republic Steel Corp.; 


Simonds 


and L. J. Pugsley, The Cleveland 
Twist Drill Co. 
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SILVER PLAQUES 


Overall Excellence 
Boston Gear Works 
NOYES & CO., INC. 
B. F. Goodrich Industrial Prod. Co. 
GRISWOLD-ESHLEMAN CO 
Simonds Saw & Steel Co. 
SUTHERLAND-ABBOTT 


BRONZE PLAQUES 


Magazine Advertising 
Acme Chain Co. 


CHAS. E. VAUTRAIN ASSOCIATES, INC. 


Chain Belt Co. 


THE BUCHEN Co. 


Republic Steel Corp. 


MELDRUM & FEWSMITH, INC. 


Henry G. Thompson & Son Co. 


HUCH H. GRAHAM & ASSOCIATES, INC. 


Direct Mail-Manufacturer’s Voice 
Selmont Packing & Rubber Co. 

THE MICHENER CO 
Simonds Abrasive Co. 

FOX & MACKENZIE 


Direct Mail-Distributor’s Voice 
Parker-Kalon Division 
0. 8. TYSON & CO... ING 


SKF Industries, Inc. 


c. M. BASFORD CO. 


Catalogs 
Cleveland Twist Drill Co. 
BELDEN & FRENZ, 
Dumore Co. 
STOETZEL & ASSOCIATES, 
Illinois Tool Works 
WALDIE & BRICCS, 
Lunkenheimer Co. 
NORMAN MALONE ASSOCIATES, 


HONORABLE MENTIONS 


American Chain Division, 
American Chain & Cable Co. 

W. QO. Barnes Co. 

Brown & Sharpe Mfg. Co. 

Capewell Mfg. Co. 

Crosby-Laughlin Division, 
American Hoist & Derrick Co. 

Fairbanks Co. 

Faultless Caster Corp. 

Gates Rubber Co. 

Goodyear Tire & Rubber Co. 

Greenfield Tap & Die Div. 
UnitedGreenfield Corp. 

Heller Tool Co. 

Holo-Krome Screw Co. 

L. S. Starrett Co. 

Supreme Products Corp. 

Threadwell Tap & Die Co. 

J. H. Williams & Co. 

Yale & Towne Mfg. Co. 








Incoming NIDA president John D. Wil- 
liams talks on association goals, com- 
mittee plans and programs for 1961-62. 


NIDA PLANS GROUP 
ACTION ON PRICE, 
SMALL ORDER PROBLEMS 


Facts, figures and cases were used 
to explore and illuminate the small 
order problem and anti-trust and 
price discrimination laws during the 
56th annual meeting of the National 
Industrial Distributors’ Association. 
Also featured was a “report to the 


stockholders” by NIDA 


president Miles Stray, and a report by 


outgoing 


cutting tool task force subcommittee 
chairman John Williams. 


Big Problem: Small Orders 


In his talk “The Size of the Small 
Order Problem’, NIDA 
secretary Robert Fernley 
out that approximately 55% of the 
total 
of invoices totalled less than $15— 


executive 
pointed 
number 


average distributor’s 


business which was “almost cer- 
tainly” being handled at a loss, par- 
ticularly in light of average distribu- 
tor fixed costs of between $3.00 and 
$3.50 per line of billing. 

Fernley then listed these programs 
being undertaken by association com- 
mittees to “frontally attack” the small 
order problem without penalizing cus- 
tomers or suppliers: 

¢ Modern Methods Committee will 
explore ways to reduce internal ex- 
penses associated with small orders. 


¢ Joint Action Planning Commit- 


tee will investigate the feasability of 
establishing minimum and _ service 
charges. 

* Joint Industry Committee will 
explore quantity pricing as a means 
of making small orders profitable. 

* Research Committee will develop 
articles for local purchasing maga- 
zines stressing the time and dollar 
savings from consolidating orders. 

* Relative Profitability Committee 
will conduct analyses to determine 
average breaking point between 
profitable, non-profitable orders. 

Fernley also suggested approaches 
which could take to 
combat small orders, including re- 


distributors 


quests to suppliers for more profitable 
large orders to compensate for non- 
profitable small orders, and such 
paperwork short cuts on small orders 
as elimination of customer acknowl- 
edgements, credit checks. 


Anti-Trust Laws and Cases 


“The Anti-Trust and Price Dis- 
crimination Laws as they affect dis- 
tributors” discussed in terms 
of laws and cases by guest speaker 
Andrew B. Young, partner in the 
Philadelphia firm of Stradley, 
Ronon, Stevens and Young. Among 


Mr. Young’s observations: 


was 


¢ “The manufacturer has the theo- 
retical right not to sell to you if 
you don’t maintain book prices 
( but) 
giving more sympathy to companies 
cut off this way.” 

¢ “Courts hold that quantity dis- 


counts are legitimate if they can be 


. The courts seem to be 


justified on cost basis . . . The manu- 


facturer, in providing functional 
discounts, should consider what the 
distributor’s functions save him, not 
what they actually cost the distribu- 
tor (because) The F.T.C. recently 
stated that ‘such functions should be 
recognized and reimbursed . . . com- 
pensating discount should be reason- 


ably related to function performed’ ”. 


Report to Stockholders 
the 


president 


In his address “Report to 
Stockholders”, 
Miles Stray briefly summed up past 


outgoing 


committee accomplishments and of- 
fered an analysis of the “industry’s 


performance in the market place” 
during the year (“Destructive com- 
petition has increased, supported by 
industry and government”; “There 
are markets which will support a 
specialist and markets which won’t” 

“Prices based on a realistic 
appraisal of costs and market factors 
remain fair and orderly”) 

Chairman Williams’ report of the 
Cutting Tool Task Force Subcom- 
mittee analyzed factors involved in 
the curent “cutting tool price situa- 
tion” (field warehouses, overcapac- 
ity, marginal operators etc.) and 
projected committee plans to explore 
possibilities of re-stabilizing the 
market, starting with a bulletin on 
the situation, cleared by counsel, for 
joint discussion. 

NIDA’s new slate of officers was 
installed. John D. Williams, Mau 
Sherwood, Cleveland, succeeds Stray 
as president. Warren L. Foss, M. L. 
Foss Inc., Denver was elected first 
vice president and Alfred Reicken, 
Orr Iron Co., Evansville, second vice 
president. 

Elected to the Board of Governors 
were James F. Donahue, Chandler 
and Farquhar Co., Boston; Lewis 
Gilbert, Screw Machine Supply Co., 
Chicago; and Miles Alexander, A. J. 
Glesener Co., San Francisco. 
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Outgoing president Stray makes his 
“Report to Stockholders” on Association 
and industry progress during past year. 
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SIDA INSTALLS NEW 
SLATE; HEARS JOINT 
COMMITTEE REPORTS 


“Never in history have we had such 
intelligent, hard-working joint com- 
mittees accomplish so much,” said 
John C. Pye, outgoing president of 
the Southern Industrial Distributors 
Association, in keynoting the annual 
SIDA Triple Convention meeting in 
Atlantic City. 

In describing important commit- 
tee activities during the past year, 
Mr. Pye, Pye-Barker Supply 
Atlanta, enumerated, among others, 


Co., 


joint studies on management suc- 
cession, sales to government installa- 
tions, product liability insurance, 
legal aspects of the Robinson-Pat- 
man Act, lease-back arrangements to 
secure release of working capital, 
and the adoption of an industry 
code of ethics. 

The new roster of SIDA officials 
Rufus K. 
Allison, Industrial & Textile Supply 
Co. of Charlotte, who succeeds Mr. 
Pye; Tom M. Nelms, Wessendorf, 
Nelms & Co., first 


president; and G. R. McCalla, In- 


includes, as_ president, 


Houston, vice- 


dustrial Supplies, Inc., Memphis, 
second vice-president. 

Mr. McCalla on the 
Executive Committee is Charles H. 
Colvin, The Young & Vann Supply 
Co. of Birmingham. 
re-elected are C. R. Dent, George W. 
Anderson, B. B. Lowe, J. M. Kina- 


A. MacLaren. 


Replacing 


Area members 


brew, Jr., and John 
As the two immediate past presi- 
dents, Mr. Pye and L. D. Montague 
retain member-at-large seats on the 
Executive Committee. 

Mr. Colvin, chairman of the Joint 
Educational Aids Committee, com- 
mented on his committee’s activities 
during the past year. While regis- 
tration (45) at the third manage- 
ment course at Harvard last June 
was somewhat disappointing, the 
and, fi- 


nancially, it broke about even. The 


course was well-received 


Clarkson College course in industrial 
distribution was commended, and a 
full four-year course at a college in 
the Southeast has been suggested. 
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The Porter Henry series of seminars 
was judged a success with 218 par- 
ticipants. Course texts are now avail- 
able at $20 each, and some of the 
tape recordings made at the sessions 
are being combined into a long-play- 
ing record to sell at $5.50 each. 
In reviewing projects of the Joint 


Research Committee, Mr. Nelms, 


. 
Y 


¢ . 
X ry 


raz: 


claring that “the joint committees 
are the working areas of the Asso- 
ciations.” Mr. Allison earlier gave 
the Joint Modern Methods Commit- 
tee report, as chairman, before the 
assembled Convention. 

Mr. Pye, in his opening remarks, 
also commented on the possibility 
of the formation of a “task force,” 


Three of new 1961-62 officers of the Southern Industrial Distributors Association are 
shown at Convention. Center is Rufus K. Allison, president, flanked by new Execu- 
tive Committee member C. H. Colvin (left), and Tom M. Nelms, first vice-president. 


vice-chairman, discussed the public 
relations program under way; the 
Diamond study on alternate chan- 
nels of industrial distribution used 
by manufacturers and the MacNab 
study on customers choices of source 
of supply, both of which are being 
conducted at Ohio State University. 
Mr. Nelms urged his listeners to read 
the initial study, “Value Added by 
Industrial Distributors.” 

John A. MacLaren of Oliver H. 
Van Horn Co., Inc., Fort Worth, 
member of the Cutting Tool Task 
Force Sub-Committee of the Joint 
Industry Committee, summarized 
thinking of the group thus far, but 
cautioned that, as the sub-committee 
was only appointed in February, 
holding its first meeting in March, 
the report was to be considered in 
no way final. 

For the benefit of new members, 
Mr. Allison reviewed methods by 


which the Association operates, de- 


similar to the one on cutting tools, 
for examination of power transmis- 
sion problems. He praised the work 
of the Joint Relative Profitability of 
Lines Committee, chaired by Robert 
M. Fridrich, as well as the success 
of the Joint Committee on Catalogs 
recommendations, and the reduction 
of suggested classified telephone di- 
rectory headings from 130 to 23 by 
Advertising & Awards Committee. 
The treasurer's report was given 
by Allen W. Hill, secretary-treasurer 
of the who 
that SIDA attendance at the conven- 
tion totaled 162 (117 men and 45 
ladies) representing 72 companies. 


Association, remarked 


In accepting the gavel of office, 
Mr. Allison paid tribute to Mr. Pye 
on his tenure as president and his 
“untiring efforts on behalf of the 


and 


try.” Larry Montague, representing 


Association the entire indus- 


SIDA members, presented Mr. Pye 


with a set of silver serving dishes. 





Here are 


{SMMA’s new officers elected in Atlantic City for coming year: John F. 


Reed, treasurer; Paul A. Johnson, president; William K. Downey, secretary; Donald 


second vice-president; 


L. Price, 


ASMMA HOLDS YEARLY 
BREAKFAST MEETING 
IN ATLANTIC CITY 


At the annual meeting of the Amer- 
ican Supply & Machinery Manufac- 
turers’ Association in Atlantic City, 
retiring president Samuel D. Conant, 
Jacobs Mfg. Co., announced that the 
group's board of directors was study- 
ing the possibility of expanding the 
membership beyond the present limit 
of 400 firms. Such a change would 
involve an amendment to the asso- 
ciation’s constitution and_ by-laws. 
With the admission of 16 new mem- 
ber firms, the membership limit has 
now been reached, said Conant. Con- 
given to elimi- 


sideration is being 


nating “subsidiary” class member- 


ships. 

Vew Officers Elected 
ASMMA for 
the coming year was Paul A. John- 
son, Dake Corp. Elected first 
president was George H. Woodland, 
Belt Co.., vice-pres- 
ident, Donald L. Price, Norton Co. 
William K. Downey, Skil Corp. was 
named secretary, and John F. Reed, 
Maxwell & Moore, 


treasurer. 


Elected president of 
vice- 


Chain second 


Manning, Inc.., 
becomes the new 

Mr. Johnson attended the Univer- 
sity of Michigan, graduating with a 
B.S. in mechanical engineering. He 


served in the U.S. Navy from 1941 to 


George H. 


Woodland, first vice-president. 
1945, and was released as a lieutenant 
commander. He has been with the 
Dake Corp. since that time. 
Vice-chairman of the association’s 
distribution forum committee, Vin- 
cent K. Alexander, Manheim Mfg. & 
Belting Co., announced the program 
for a two-day manufacturer-distrib- 
utor meeting in Cleveland, Sept. 11 
and 12. Both 
distributors inside 
ASMMA-NIDA-SIDA 


would be invited to attend the meet- 


manufacturers and 


and outside 


membership 


ing which will consist of four ses- 
sions: 

(1) Importance of foreign com- 
petition to the industrial distribu- 
tion field; (2) 
Act, (3) Can the industrial distrib- 
utor make money? (4) Why a com- 


Robinson-Patman 


pany does or doesn’t buy through 
distributors. 
Each 


moderator and panel discussion. A 


session will consist of a 
featured speaker for the meeting has 


yet to be chosen. 


Booth Program Favored 


Reviewing a survey conducted by 
the association to find out members’ 
and 


about its activities 


opinions 
benefits, Paul Johnson disclosed that 
ASMMA had approval from 92% 
of responding members. Eighty-eight 


per cent approved the Conference 
Booth Program, and most preferred 
the one-day setup (as at present) 
over the idea of holding it on two 
half-days with manufacturers oc- 
cupying the booths the first time and 
distributors the following tine. 
Reporting as business manager, 
W. B. Thomas told that 
investigations revealed 
the 


was 


members 
legal had 
that 


status 


association’s tax-exempt 


intact. 


Amer Serre: Macuinecy Mes heey, 
143-45 


Cleveland Qhie 


ASMMA’s new executive committee members (from left): W. H. North, Ferry Cap 
& Set Screw; Richard A. Modig, Holo-Krome Screw Corp.; Douglas R. Starrett, 
L. S. Starrett Co.; Henry R. Merrill, Behr-Manning Co.; R. D. Mount Bassick Co. 
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this 
ball 


beats 
ali! 


CRANE BALL VALVES are engineered for superior flow control and 
minimum-maintenance operation. The secret of this valve’s all-around out- 
standing performance is its beautifully simple, Crane-designed tapered car- 
tridge containing all the working parts. While the valve body remains in line, 
acting as a pipe connection, the entire cartridge may be removed from the bot- 
tom, quickly and easily, for fast exchange or simple, low-cost maintenance. 
Precision pre-loaded Teflon* seats assure bottle-tight closing in either direc- 
tion with a quick, easy quarter turn of the bright, Crane orange insulated handle. 
The self-aligning, precision machined ball is polished and chrome-plated to 
reduce friction and wear on the self-cleaning seats. All steel parts are plated for 
corrosion resistance. Crane Ball Valves handle fluid, gas and air services from 
vacuum to 800 psi and temperatures from —40 to 400F Available now in 


sizes from 4%” to 2”, screwed ends: bronze, carbon steel and Type 316 Stainless. 


*Registered DuPont trademark. 





at the 
heart 
of home and 
industry 


i. ee 
@ CRANE 
a 


valves 
piping + electronic controls 
plumbing + heating 
air conditioning 


Crane Co., Industrial Products Group, 4100 S. Kedzie Ave., Chicago. In Canada: Crane, Ltd., 1170 Beaver Hall Square, Montreal. 
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Yes, its RUBBER 


and MERCER made it 


Dredging hose is BIG and it must be tough. Shells, sand and sharp river gravel that are sucked 
through the hose quickly gouge, tear and cut the hose tube. Because this hose is lined with 
MERCITE, a tough new lining compound, it will outlast even steel pipe upwards of 8 to 10 
times. MERCITE lining is made for tough duty and is manufactured exclusively by Mercer 
Rubber. If you want longer life for any hose, Mercer Rubber has the answer. One more reason 


why you should contact Mercer Rubber for any kind of quality hose or belting. Write, wire or 


call for convincing facts. 


MERCER RUBBER CO. 
136 Mercer St., Trenton 90, NJ 
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Sell this profitable advantage 
‘GROUND-TO-GRINDING’ QUALITY CONTROL 


In cutting action and wheel life Simonds grinding 
wheels offer you top profits by giving users top value. 
The reason? Control . . . complete quality control 
starting with abrasive grain manufactured by Simonds 


Canada Abrasive Co., Ltd 


sane co 4} 


— _— 


quality control extending to the finished wheels . 
ground-to-grinding control emphasized in terms of extra 
value in every Simonds advertisement . . . each acting 
as a sales message for you by carrying this constant 
reminder to grinding wheel users: 


your “buy-pass” to better grinding 
CALL YOUR SIMONDS DISTRIBUTOR 
helping YOUR business is HIS business 


WEST COAST PLANT. EL MONTE, CALIF. — BRANCHES CHICAGO « DETROIT © LOS ANGELES © PHILADELPHIA © PORTLAND. ORE. « SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO. LTD BROCKVILLE, ONTARIO » ABRASIVE PLANT, ARVIDA Qutstc 
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National Advertising Helps 
Win the SALES CHAMP Title 
for Distributors of... 





Union Tuffy. Makes you 
the Weight Lifting Champ! 





Hercules, Paul Bunyan, Big John Henry—pick any 
strong man you like, real or legendary. You and Union 
Tuffy can outlift him and never strain a muscle. You 
see, Union Tuffy slings have sinews of braided steel 
Machine-braided wire fabric construction, a Union 
Tuffy exclusive, gives you great flexibility for safer 
easier handling and resistance to kinking. Even if a 
Tuffy Sling gets a kink, it’s quickly taken out without 
material damage to the wire fabric. Specify, yes insist, 
on the balanced power of Union Tuffy Slings and 
Union Wire Rope Tuffy Hoist Lines. 


More Special Union Wire Slings 
In addition to famed Union Tuffy Slings, Union Wire 
Rope offers, in a full range of sizes 
1. Hand Braided six and eight-part slings. 
2. Uni-ply—a flexible multi-part rope laid sling 
with pressed-on metal ferrule 
3. Press-Grip wire rope sling with pressed-on 
metal ferrule 
4. Uni-Grip wire rope sling with return loop 
splice and pressed-on metal ferrule. 


Union Wire Rope Tuffy Tips on safe use of Slings and Hoists 


Professional Weight Lifters 
Work the Safety Angles 


Here's a tip that could save an injury 
and absenteeiam. The weight lifter’s se 
V cret is proper leverage. The weight lifter 
' never leans over to pick up the load 
He squats down as near as possible to it 
and keeps his back erect. Lifting action 
comes from legs and thighs. If you must 
use muscle for lighter lifting jobs, these 
worth remembering. But 
and always for 


points are 
wherever possible 


heavy loads—use hoists and slings. 


BOTH FREE! Write Union Wire Rope, Armco 


 - 
ARMCO 


V 


Steel Corporation 


Free! Two Valuable Tuffy Handbooks 


1. “Tuffy Many more safety way 


hints. Tells how to break in wire ropes 
yur 


Tips.” 
and slings; lubrication and inspection 
procedures. Do's and don't’s to save 


money, assure better service 


2. “Tuffy Sling Handbook Helpful 
data on the selection of slings for dif 
ferent jobs——types, dimensions, weights. 
safety approved 


fittings. rated loads 


signals 36! 


2100 Manchester Ave., Kansas City 26, Missouri 


Union Wire Rope 


Another of 
the Series of 
1961 Ads to 
786,534* 
Readers of 





National Safety News 

Plant Engineering 

Modern Materials 
Handling 

Factory 

Steel 

Purchasing 


* Total circulation 262,178 
Audience estimated at 3 
readers per copy 


Hundreds of 
requests for these 
two books are sent 
to UNION TUFFY 
DISTRIBUTORS 


Some of these 
inquiries are from good 
territories where 
distributors are 
needed. Write for 
information on the 
Union Distibutor Plan. 
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A pro uct Ideal gives you a full line with a product to sell 


on every call. And every Ideal product has the 
advantage of the extra-sales potential Ideal offers 


you. Remember .. . every plant you call on has 
a need for some Ideal product. 


Ideal pre-sells for you with heavy advertising, direct 
mail and technical literature. Your job is made 
easier because Ideal has already given your 
customer the Ideal product story. And colorful 
catalogs like these, show him exactly which Ideal 
product will serve him best. You pick up the order! 


IDEAL INDUSTRIES, Inc. 


1000-F PARK AVENUE., SYCAMORE, ILLINOIS 


SOLD THROUGH AMERICA’S LEADING DISTRIBUTORS IN CANADA; IRVING SMITH LTD. CANADA 
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ACME STEEL SLOTTED ANGLE pre-cut, ready-to-assemble 
in most needed structures, most popular sizes 


What a door opener! An array of first-of-their-kind 
kits .. . easy to stock and easier to sell. They're made 
from AIM Brand Slotted Angle—the nationally adver- 
tised framing from Acme Steel. Storage units, special- 
purpose racks, benches, tables and carts . . . all are 
profit packages in styles and sizes wanted most. We 
know, because we found out in a nation-wide survey. 





Acme Steel’s AIM Brand Slotted Angle Kits offer all 
the precision engineered quality, assembly ease and 
strength of standard lengths—in pre-cut, ready- 
to-assemble form. Everything's included: accessories, 
nuts, bolts and instructions. Perfect for “first try” 
customers or those with limited use for slotted angle. 
Simply stock the hottest numbers, then add others 
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your customers demand. No inventory problems with 
the Acme Steel system. 

Standard lengths of Acme Steel Angle, packaged in 
10, 12 and 15 ft. pieces, meet all framing requirements 
for large structures and volume applications. Call your 
Acme Idea Man for full facts, or return the coupon. 


IDEA LEADER IN 


FRAMING 
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ACME STEEL COMPANY, Fabricated Materials Division 
Dept. IHD-61, 135th St. & Perry Ave., Chicago 27, Ill. 


Please send copy of new 24 page booklet, “Creative Framing”, and 
complete distributors’ information on Acme Steel Slotted Angle Kits 


NAME 
TITLE 
FIRM 
ADDRESS 


CITY 








WHATEVER YOUR CHUCKING PROBLEM 


Cushman har the reuswer 


Cushman, A World Standard for Precision, manufactures a complete line 
of Air and Manually Operated Chucks to meet the work-holding require- 


ments of modern machine tools. 


Whatever your chucking problem, Cushman has the answer . . 


. it may 


be one of the standard chucks briefly listed below, or a special chuck 
designed and engineered specifically for one or more complex machining 
operations. Cushman has a tremendous background of experience in 
solving chucking problems such as those recently encountered in machin- 
ing jet engine components. This experience is always at industry's service, 
through Cushman’'s Engineering Department. Consult Cushman for the 


answer to your chucking problem. 


AIR OPERATED 
CHUCKS AND CYLINDERS 


ALUMINUM BODY CHUCKS 

Styles: 2 and 3-jaw. 

Sizes: 6” to 15”. 
ACCRALOCK* SERRATED 
ADJUSTABLE JAW CHUCKS 

Styles: 2, 3 and 2-3 jaw. 

Sizes: 8” to 24”. 
MANUFACTURING CHUCKS 

Styles: 2, 3 and 2-3 jaw. 

Sizes: 8” to 24”. 

SCREW ADJUSTABLE JAW CHUCKS 

Styles: 2 and 3-jaw. 

Sizes: 8” to 24”, 
COMPENSATING JAW CHUCKS 

Styles: 2 and 3-jaw. 

Sizes: 8” to 15”. 

TWO-JAW GIB-TYPE AND 
ROUND BODY CHUCKS 

Sizes: Gib-Type — 84%,” to 18”. 

Round Body — 6” only. 
COLLET CHUCKS 

Styles: 3 and 4-jaw. 

Holding capacity: 1%” to 544”. 
ROTATING AIR CYLINDERS 

Styles: Aluminum Body High 

Speed — sizes 3%,” to 14”. 

lron Body — sizes 8” to 20”. 


Also Accessory Equipment for operation 
and control of Air Operated Chucks and 
Cylinders, 
* Reg. T.M. 





CUSHMAN 
MISSILE AND 
JET ENGINE CHUCKS 


A Cushman answer to particularly difficult 
problems, these chucks were designed for 
machining missile and jet engine com- 
ponents of small cross section without strain 


or distortion 
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MANUALLY OPERATED 
CHUCKS 


INDEPENDENT CHUCKS 
Styles: 4-jaw Light, Medium and Heavy 
Duty. Sizes: 442” to 36”. 


SELF-CENTERING CHUCKS 
Styles: 2, 3 and 4-jaw. Light, Medium 
and Heavy Duty. 
Sizes: 4” to 28”. 
COMBINATION CHUCKS 
Styles: 3 and 4-jaw, Medium Duty. 
Sizes: 8” to 18”. 
COLLET CHUCKS (Nose Type) 
Collet styles: Round, Hexagonal or 
Square. 
Holding capacity: 1” to 3%”. 
ACCRA-SET CHUCKS 
For ultra-precision chucking. 
Sizes: 6”, 8”, 10”, 3 or 6-jaw. 
AIR-TIGHT CHUCKS 
For wet or dry grinding. 
Sizes: 10” min., 3-jaw. 





THE CUSHMAN 
POWER WRENCH 


For opening and closing jaws on 
heavy chucks . . . constantly exerts 
predetermined uniform pressure. 
Reduces operator fatigue and 
speeds production. Bulletin Nos. 
211D and 216 sent on request. 





Catalogs No. PO-66 and No. 67 
fully describe the chucks listed 
above and will be sent on re- 
quest. 





Special chucks and larger sizes 
on application. 


Accra-Set Chucks 


4-Jaw Independent 
Chucks 


3-Jaw Self-Centering 
Chucks 


Power Wrench 


THE CUSHMAN CHUCK CO. 
806 WINDSOR STREET, HARTFORD 2, CONN. 
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Announcing 


CARMEF 


” Series C utting Grades 


to boost production-extend tool life up to 200% 


If you're tooling-up for a really tough cut, try Carmet’s new 
700 Series Cutting Grades. Make one super-duty tool do 
the work of two or three—on any steelcutting job, includ- 
ing superalloys. 

Carmet’s 700 Series is a new, premium group of carbide 
gtades just released after exhaustive field trials. Results were 
conclusive. These carbides stood up under the roughest 
interrupted cuts going. They gave longer tool life than com- 
petitive grades in the same application class. And, they 
produced exceptionally fine finish cuts, even in C-8 preci- 
sion boring classifications. 

Here are the 700 Series Steelcutting Grades, and their 
applications: 

CA-704 Hard and dense for the ultimate in finish cuts 

and precision boring. 

CA-711 Ideal for medium to finish cuts in the general 

purpose category. 

CA-720 Tough and thermal shock-resistant for medium 

and heavy cuts, including interrupted cuts. 

These new Carmet Grades combine edge wear and crater 
resistance with an unmatched ability to endure shock. The 
700 Series will outperform other groups of tools in any C-5 
to C-8 application. Take a look ata few customer trial reports: 





> CARMET 700 SERIES CATALOG SUPPLEMENT NOW AVAILABLE 


There's a new Supplement to the Cormet Catalog C-16-B, listing 
tool and insert styles, ond prices for the new 700 Series. Contact 
your local distributor, or write Carmet direct. 
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“Turning tapered, slotted, forged SAE 4140 valve plugs ... 
formerly got 8 finished pieces per cutting edge. Now get up to 
25 pieces with CA-720 on a tough, interrupted cut!” 


“Turning OD of universal joint ears . . . now getting 177 pieces 
with CA-720 against 135 with former tool.” 


‘On SAE 1035 rotor shafts . . . got 7 more shafts per tool with 
CA-711. And K Monel shafts . . . got more from 9 CA-711 tool 
corners than 12 corners on triangular inserts formerly used.” 


“On SAE 4320 forgings . . .a whopping 242 pieces with CA-720, 
against 209 with previous Carmet 600 Grade, 198 with best 
competing tool.” 


Remember, for less demanding operations, the 600 Series 
Cutting Tools will continue to be sold by Carmet. But 
for the really tough cut . . . when you've got to make chips 
on a mean, tool-buster of a job . . . this kind of performance 
from the 700 Series will save you time. And, cost you less 
than competing premium grades! 

They're doing just that in shops all over the country . . . 
right now! Try them, just once, on your job. Your local 
Carmet Distributor has them in stock. Contact him for more 
information, or write: Carmet Division, Allegheny Ludlum 
Steel Corporation, Ferndale, Detroit 20, Michigan. Dept. 
ID-6. 


CARMET ty 


CEMENTED CARBIDE - DIVISION OF ALLEGHENY LUDLUM 





JOHNSON AIR 
COMPRESSORS 


45 QUALITY-BUILT MODELS 


The right equipment 
for every job— 
fete} le] me telallal> B 
rey-lisi Mel leistielem 
oT Uiiteitalet-mer- tale. 


roi me] islet Meaat-liali—jal-lalet —e 


POWER AIRE — compact, self-con- 

fofe>4-Jal- Mel Mme) isl tak tained unit has % hp direct-drive 
capacitor-type motor. Delivers 1.8 
cfm and 50 psi. 


THE “600J" SERIES — 2'.” single THE “200” SERIES—large-capacity 
cylinder, air cooled, single stage %4 piston-type units handle any air re- 
hp unit. Delivers 70-80 psi. Vertical quirement up to 1.0 cfm at 90 psi. 
or horizontal 30 gal. ASME tank. Storage tank optional. 


THE “400” SERIES — heavy-duty 
piston-type Compressors deliver up 
to 2.8 cfm of air, up to 125 psi. Hor- 
izontal or vertical tank. 


THE AIR SULKY — new portable 
compressor delivers 1.0 cfm of air 
at 100 psi. % hp, 115 v motor oper- 
ates from any handy service outlet. 


Johnson’s wide line of compressors and accessories provides you with one 
dependable source of air for nearly all plant applications. 


And, you get the extra advantage of proven-quality design and construction, 
for every Johnson air compressor is built to the same quality standards that 
have made Johnson pneumatic equipment famous for 76 years, This is your 
assurance of unquestioned performance and unmatched value, 


JOHNSON COMPRESSORS 


JOHNSON SERVICE COMPANY 

. Compressor Division, Dept. DK 

Write today for new 1961 Milwaukee 1, Wisconsin 
catalog covering all 45 
Johnson air compressors. 
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NOW !...JOINT ONLY HALF AS OFTEN WITH 
SIMONDS NEW SI-CLONE THIN PLANER KNIVES 


New Premium Grade Steel at Regular Prices 

Here, for the first time in many years, is a startling 
new development in Thin Planer Knives. 

Simonds New Si-Clone Knives are made from a brand 
new kind of steel, developed by Simonds metallurgists. 
They not only stay on the job far longer than regular 
knives but require jointing only half as often! 

Tougher, more abrasion resistant, these new Si-Clone 
Knives have exceptional edge-holding qualities. They 
handle knots easily and produce a more uniformly 
smooth surface. And work equally well in all types of 
timber and any planer head location. 


Furnished in perfectly balanced pairs, Simonds New 
Si-Clone Knives are now available in all popular sizes. 
Feature them in your selling and cash in on the money- 
saving difference. 


SIMONDS 


SAW AND STEEL CO 


FITCHBURG, MASSACHUSETTS 


The Simonds line of fine cutting tools offers — Steady Profits - Repeat Sales — Regular Turnover. 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portland, Ore. « Canadian Factory in Granby, Que. « Simonds 
Divisions: Simonds Stee! Mill, Lockport, N. Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Can. 





Another big distributor profit-maker: 





BRISTOL socket screws with NYLOK* 


Now, Bristol brings you the opportunity to sell its complete 
line of socket screws with famous Nylok self-locking inserts. 

Included are: Bristol Multiple-Spline and hex socket set 
screws, socket-head cap screws, flat-head socket cap screws, 
button-head socket screws, socket shoulder screws, and 


1. Bristol Nylok socket screws LOCK: 


The patented Nylok principle relies on a. 


tough nylon pellet—permanently em- 
bedded in the body of the screw—that 
must be compressed when the screw is 
inserted, setting up a counter force and 
creating a strong metal-to-metal engage- 
ment of the threads opposite the pellet. 


And remember, the entire Bristol socket screw line is now offered 
with this sales-making Nylok feature . . . Hex, Bristol-originated 
Multiple-Spline sockets . . . set and cap screws (1960 or ’36 Series 

. miniature button-head and flat-head screws . . 


2. Bristol Nylok socket screws SEAL: 
With ordinary screws, fluids can leak 
along the threads, following a spiral path 
between the thread faces which are not 
subjected to load. This can't happen with 
Nylok screws because the nylon pellet 
completely fills the gap between thread 
faces, acting as a dam to fluids. 


. everything. 


socket pipe plugs. 

You can recommend Bristol socket screws with Nylok 
for your customer’s critical applications— where extra hold- 
ing power and extra reliability are required. Mention these 
big Nylok features to your customers: 


3. Bristol Nylok socket screws ADJUST: 
Nylon pellet provides same locking action, 
regardless of whether the screw is seated. 
Nylok eliminates lock or jam nuts and 
their wrenches or keys. Resiliency of the 
nylon pellet makes it possible to change 
adjustments with ease and accuracy, time 
after time. 


It’s a continuation of Bristol’s long-standing ACCcOoO 
program for more distributor sales and profit 
possibilities and greater customer satisfaction. 


A.0.10 


*T. M. Reg. U.S. Pat. Off., The Nylok Corporation 


Distributor opportunities are still open in a few localities. Inquiries welcomed. The 
Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...by the makers of famous Bristol Precision 


<> 
i i; 


THE 


BRISTOL 


COMPANY 


w Divisior 


 »ocket Screé 
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For more profits, stock Johnson Bronze 
GP standard stock bearings 


Aggressive distributors looking for 

new ways to build business and increase 
profits stock Johnson Bronze General 
Purpose Standard Stock Bearings. 


Customers prefer GP’s because of their 
economy (see table) and because they meet 
close tolerance requirements. Johnson 
GP’s have the quality of special bearings 
but eliminate the tooling and 
machining costs. 

Customers profit from savings and you 
profit from the sales. 

Choose from more than 900 quick-to-move GP 
stock sizes in 214 different ID-OD 
combinations and 21 lengths. GP’s also can 
be supplied graphited or with slots, 
oil grooves and holes—whatever is needed 
to serve your customer needs. 

Write today for GP distributor information on how 
you can realize more business and profit. 


Show Your Customers How Much Can Be Saved 
By Using Johnson GP’s . . . Not Costly Specials 





10 Bearings "s x % x 1 


Operations Required 
Special Beerings Johnsen GP Bearings 








Rough Bore Yes 





Finish Broach Yes 





Rough O.D. Yes 





Semi-Finish O.D. Yes 





Cut Length Yes 


Chamfer O.D., 1.D. Y 
on two ends oat 


Grind Yes 











Stamp Yes 





Total Cost 

















Delivery Date 





Johnson Bronze Company 


New Castle, Pa. 
West Coast Plant: Oakland 8, Calif. 


GRAPHITED — GENERAL PURPOSE UNIVERSAL BRONZE BARS POWDER METALLURGY ELECTRIC MOTOR (EM) 
over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 
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Show Your Customers HOW TO 


BREAK COST BARRIERS 
«in ty BRIGHTBOY 


RUBBER CUSHIONED ABRASIVES 


You. Mr. Dealer. You Mr. Salesman, can render today’s Excellent selection. in all textures, extra fine to extra 
coarse, in soft, semi-firm, firm and tough rubber binders, 


many cost-conscious customers an outstanding service by exactly the right items to perform given jobs. No dress- 
Brightboy. ing or special preparation required. Fill customers orders 
‘ from your stock or for quick delivery from our complete 
More, you can write substantial new business, promote factory stock. 
Revolutionary Brightboy, the only complete stock line 
‘ . of soft rubber bonded abrasives, is saving money for 
multi-use Brighthoy—exactly what they need NOW. countless users NOW ! 


recommending versatile, time-saving 
accelerating repeat sales, by providing customers with 


a i = Fie nee cian Write us now for the Brightboy Sales Proposition— 
THE REVOLUTIONARY NEW CONCEPT just as inviting as the merchandise itself.—and for 


OF ABRASIVE APPLICATIONS THE BRIGHTBOY 

Replacing older, costlier methods in working CATALOG MANUAL 
ALL METALS + WOOD «+ GLASS « FIBERGLASS features: 

* LAMINATED MATERIALS « SOME PLASTICS ® Methods and Ap- 


’ ‘ , F , plications 
Brightboy’s unique, simultaneous rubber-and-abrasive 


action must be seen to be believed. Achieves * Machine Speeds 


BURRING ® CLEANING @ FINISHING © POLISHING ¢ Job-Matched, Stock 


in one operation Wheels, Sticks, 
Rods, Blocks & Points 


Bridging the gap between the grind and the buff : 
*? Ba} ” 7 e Wheel Sizes—com- 


READILY AVAILABLE, JOB-MATCHED STOCK TEXTURES plete Range 


oN VTP 


_ ~\ ae Sy tg us 

~.3Z eau «=8BRIGHTBOY INDUSTRIAL DIVISION 
B | b WELDON ROBERTS RUBBER CO. 

rig 1tb Oy 95 North 13th Street Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 














NATIONALLY KNOWN @ NATIONALLY DEMANDED @ NATIONALLY ADVERTISED 
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extra sales S opportunities with with the 
high-quality, eS profit «eenaee line 


7 é. 


Knockout Punches Hydraulic Knockout Punch 
for %"-5" Conduit Driver and Punch Sets 








Ratchet Knockout One-Shot Hydraulic 
Punch Drivers Knockout Punch Drivers 


[LIT LAL 


Solid-Center Expansive Ship Auger _ Electricians’ Brace Bit Flat-Type Electricians’ 


Unispur Ship Auger Power Bit 
Extensions Power Bits Power Bits Power Bits Power Bits Extensions 


ee se 


Auger Bits Bits Car Bits Auger Bits 


Hollow Hollow Double-Flute Single-Flute Doudle-Spur Multispur ® Dowel Dowel Spur Adjustable 
Chisels Chisel Bits Routers Routers Machine Bits Machine Bits Bits Drills Machine Drills Countersinks 


Write for catalogs and prices on Greenlee 
tools. Catalog 37-E ... knockout tools and other time- 
saving tools for electricians. Catalog 37-H ... hand and e 


power bits. Cafa/log 36-M .. . mortising, boring, and 
i i 1963 COLUMBIA AVENUE, ROCKFORD, ILLINOIS 


routing tools for woodworking machinery. 
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Performance proves it, year after year—you can 
count on Powell Valves to help you solve the toughest 
flow control problems of handling water, oil, gas, 
steam, air or corrosive fluids. 

This truly dependable performance results from 
many things—among them Powell's engineering 
know-how, accumulated during 115 years of valve 
manufacturing . . . and skillful use of the widest 


YOU CAN COUNT ON POWELL VALVES 


selection of quality materials—bronze, iron, steel 
and alloys. 

Then, too, you can count on getting the Powell 
Valve you need, when you need it. That’s because 
Powell maintains a network of distributors backed 
up by factory inventories, warehoused “ready to go.” 

Get the full story from your nearby Powell Valve 
Distributor, or write us direct. 


he 


POWELL DEPENDABLE VALWES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 
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NEWS 


Products 100 
Niarkets 132 


People 142 





MANUFACTURERS WIN ADVERTISING AWARDS 132 


This is the 10th year that the two distributor groups—National and Southern 
Industrial Distributors’ Associations—have presented awards to manufacturers 
for promoting in their advertising the benefits of distributor services. Some of 
this year’s award winners are reproduced and discussed to show what elements 


the judges chose as doing a good job of promoting the distributor function. 


TEXAS A&M DISTRIBUTION SEMINAR 146 


Distributors and students discuss the growing importance of distribution in 
today’s complex economy. Members of the Houston Industrial Distributors’ 
Association addressed Texas A&M’s distribution students at a dinner meeting. 


ELECTRIC MANUFACTURERS COMPILE STUDY 147 


Allis-Chalmers, Westinghouse Electric Corp., General Electric Co. and Inger- 
soll Rand Corp., four manufacturers charged with price-rigging, have compiled 
a study to show that the purchasers of this equipment were not overcharged. 


INDEX OF FEATURE ARTICLES 154 


\ listing of all the feature articles written for our readers and appearing in 
INDUSTRIAL DisTRIBUTION during the period January to June 1961. All articles 


are listed under general categories with a short summary of contents for each. 





NEW PRODUCTS ON THE MARKET Wew and 





HANDTRUCK 


Handtruck features “roller conveyor 
the 


loaded and unloaded 


action” which allows load to 
be more easily 
than with conventional trucks, maker 
stacking of 


and boxes is possible with the truck, 


claims. Closer cartons 
have to be shoved 
Truck is 


welded steel tub- 


as loads do not 
by hand 
built of electrically 
ing and fitted with ball bearing rub- 
Vig., Inc., 
Wis. 


after unloading. 


ber tires. Southeastern 


P.O. Box 535. 


Waukesha. 


SELF-LOCKING SOCKET SCREWS 


Line of multiple-splice and hex socket 
stock in all 


common sizes, feature company’s Ny- 


screws, available from 
loc self-locking insert and are identi- 
fied by a red nylon pellet. Screws are 
made in a wide variety of sizes and 
are applicable to all types of ma- 
tools, instruments, 


chines, machine 


electronic components etc., partic- 


ularly where the fastener must resist 
vibration. Bristol Co.. Waterbury 20, 


Conn. 


LONG-HANDLED RATCHET 


Long-handled version of company’s 
“400” ratchet, designed for greater 
pull, is a ¥%-in square drive model. 
15-in long, with a non-slip, oil-proof, 
synthetic rubber grip. Of premium 
alloy steel, ratchet contains no screws 
to work loose, has large bearing area 
from 


which prevents _ it 


Ratchet 


getting 
“sloppy”. can be palmed 
Wright Tool & 
Forge Co., 42 East State St., Barber- 
ton, Ohio 


without reversing. 


Speed reducer is fully enclosed, 
may be mounted in any position 


Type 2-5<A speed reducer provides 
speed ratios from 5 4/5 to 1 up to 
100 to 1, handling inputs of 14 to 
2 hp at 1800 rpm and 1/6 to 11% hp 
at 1200 rpm. Right angle drive, hori- 
zontal worm gear speed reduction 
unit is built for continuous duty in 
stokers, conveyors, agitators, spray- 
ing equipment etc. Unit is made with 
case hardened and ground alloy steel 
worm integral with its shaft. Also has 
nickel bronze worm wheel, ball bear- 
ings throughout, oil-tight semi-steel 
housing. Units may be furnished with 
shafts projecting 
from either side of the housing, or 
from both sides. Abart Gear and 
Vachine Co., Dept. 1D-7, 4834-36 W. 
16th St., Chicago 50, Iil. 


input or output 


Squeegee attachment speeds, eases 
cleaning of large floor areas 


Automatic floor squeegee, called Trot- 
Mop, has a big 30-in spread and a 
large two-inch hose intake, resulting 
in fast action, wide track pick-up of 
any solution. Designed for use with 
company’s 300 and 400 series vac- 
uums, squeegee is mounted behind 
rear wheels to eliminate wheel tracks. 
Breuer Electric Mfg. Co., 5100 N. 
Ravenswood Ave., Chicago 40, Ill. 


VERTICAL AIR GRINDERS 


Line of vertical air grinders available 


in two series: the 505, a regular duty 
6000 rpm 9-in depressed center wheel 
tool and the 532, a heavy duty 6000 
rpm 6-in flared cup wheel grinder. 
Either tool can be operated as de- 
pressed center wheel grinder, flared 
cup wheel grinder, wire brush tool or 
throttles give 
momentary action and quick shut-off ; 


disc sander. Lever 
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Improved Products with Sales 


Possibilities for Industrial Distributors 





throttle safety lock provides positive 
off for 


Magnesium 


shut safety when changing 
housings for 


A full-flow 


throttle and lack of restrictions in air 


wheels. 


ligthweight ruggedness. 


passage assure maximum power out- 
put. The 505 is available with speeds 
of 6000, 4500 or 7000 rpm; the 532 
in 6000, 4500, 3500 


& Co.. Inc.. Sioux City. lowa 


rpm. Albertson 


AIR-POWERED OPERATORS 


Line of air-powered operators pro- 


vides automatic or pushbutton re- 


ball 


valves. Vertically mounted type op- 


mote control of company’s 
erators for valves from !4 thru 8-in 
sizes are totally enclosed to protect 
all moving parts from atmosphere. 
When a series of automated valves 
are mounted side by side, this type 
of operator permits closer spacing. 
cy linder-and- 


Horizontally mounted 


lever type operators are available for 


? 


all valves from 3 thru 8-in sizes. 
Their overall height is less so they 
will fit easier where overhead is re- 
stricted. Both types are sold integral 
with the valves or separately for in- 
stallation on valves already in serv- 
ice. Hills-McCanna Co., 4600 W. 


Touhy Ave., Chicago 46, Ill. 


June 1961 


Air impact wrench eliminates 
conventional rotary air motor 
A% 


impact wrench, Model W-37, features 


-in square drive industrial air 


controllable torque delivery through 
a unique oscillating impact mecha- 
nism, maker claims. Elimination of 


conventional rotary air motor per- 
mits torque output to be controlled 
directly from trigger to mechanism, 
through an_ infinite from a 
light 


blow. Oscillating construction elimi- 


range 


rotary tap to a heavy impact 
nates chipping and breaking of ham- 
mer due to partial engagement im- 


Wrench is 


*.-in bolt size capacity, with 


pact blows. nominally 
rated at 
14-in square drive standard and ,- 
in hexagon ball lock spindle (W-37S) 
Thor Tool Co., 


il. 


optional. Power 


furora, 


jig saw has two speed 
feature for cutting wood, metal 


Heavy duty jig saw, Model 160, has 
a high speed cutting speed of 3200 
strokes per minute for wood, plastic 
and composition materials, and a low 
speed of 2600 for cutting metal. For 
industrial saw can cut 


heavy use, 


214-in in wood, *4-in in aluminum 
and 14-in in steel. Features: thumb- 
tip control switch makes it easy to 
off’ 


position; adjustable, three position 


select high or low speeds or 


horizontal foot adjust saw blades for 
smooth cuts in plywood and composi- 
materials, general 


tion purpose 


cutting of lumber and bevel cuts to 
15 deg. right or left, two inches deep. 
Skil Corp., 5033 Elston Ave., Chicago 


30, Jil. 


SPROCKETS 


Fibre-Lite Table Top sprockets are 
made of a molded, macerated fibre, 
phenolic plastic, and are used in con- 
junction with company’s chain in a 
Fibre-Lite 
sprockets offer long, full life with or 


variety of applications. 


without lubrication, maker claims, 
and are especially suited for bottling. 
canning and other applications where 
Said 


to wear as good as, or superior to, 


wet corrosive conditions exist. 
gray iron carbon steel and stainless 
steel sprockets, they weigh consider- 
ably less—only 1.5 lbs. In addition 
to sound damping characteristics, 
sprockets also resist corrosion from 
water, weak acids, bases, salt solu- 
Available 
with either carbon or stainless steel 


Belt Co., Mil- 


tions, organic solvents. 
guide rings. Chain 


waukee 1, Wis. 








ALLOY STEEL 


A.S.M.E. Approved 


SSS-100 is approved for use in the 
construction of welded pressure ves- 
sels according to the requirements 
of Section VIII of the ASME 

Boiler & Pressure Vessel Code 
(Case No. 1298—Special Ruling). 


Sheffield’s New SSS-100 Meets 


(Triple S-100) 
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Growing Need For Tougher Steel 


Quenched and Tempered Alloy Constructional Steel With New Weight-Saving Strength — 
Greater Durability Under Punishing Loads— Excellent Weldability for Easier Fabrication. 


Here it is! Your answer to the challenging need for 
steel with new qualities to meet the pressures of today’s 
construction: 


New Sheffield SSS-100 


Tensile Strength . . . 115,000 psi minimum 

Yield Strength . 100,000 psi minimum 

Elongation (in 2 inches) 18% minimum 

50% minimum 
SSS-100 may be furnished to requirements of ASTM 
A-300 at -50°F in firebox or higher quality levels 


Reduction in Area 


SSS-100 is the steel to recommend for storage tanks 
and pressure vessels, bridges, earth movers, heavy 
construction machinery, transport equipment, tank 


— - 
ARMCO 


V 
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trucks, TV towers, fabricated structural shapes, missile 
ground-support equipment—-any application that calls 
for a versatile combination of high strength, toughness 
and excellent weldability. 


Sheffield SSS-100 is available in plates from ;, to 2 
inches thick, in blooms and billets for forging and sub- 
sequent heat treatment. Heat-treated bars can be fur- 
nished on inquiry. Also supplied heat treated to 321 
minimum Brinell for use where resistance to impact 
abrasion is required. 


For complete information and technical service, write 
Sheffield Division, Armco Steel Corporation, Attention 
Alloy Sales, P.O. Box 3129, Houston 1, Texas. 


Sheffield Division 





Designed for use 
with fork lift trucks 


Non-tipping (head on or head off) 
drum lifting attachment will lift and 
carry any drum with its two drum 
clamps, plus any other object from 
shackle. 
locks itself when slipped 
forks, 


when load is released. 


its centered Device auto- 
matically 
onto the easily disengages 


Merrill Broth- 
ers, Artic St., Vespeth, a a 


Requires only a quick quarter 
turn of handle to open or close 


Forged naval bronze valve, Fig. BL- 
300. is rated at 300 lbs. for oil, water 
or gas service at a maximum tempera- 
ture of 250-deg. F., 


sizes Yo to 2-in 


is available in 
Stated 


seats 


inclusive. 
features include “auto-mating” 
to assure positive sealing in either 
two “O” 


leak-proof stuffing 


flow direction: ring stem 


seals to assure 
box; body cap, stem, dise and ball of 
naval bronze for maximum strength, 
safety. R-PC Valve Div., 
Chain & Cable Co., Inc., Reading, 
Pa. 


{ merican 


Minimum proof test in series 
varies from 5600 to 40,000 pounds 


Line of full-closing, super duty C- 
Clamps, in sizes to 124in, includes 
nine clamps with capacities ranging 
to from 0-1%4-in in smallest clamp, 
to 0-1214-in in largest. Frames are 
forged carbon steel and heat treated. 
Each screw is machined from a 
single piece of cold drawn alloy steel. 
Wilton Mfg. Co., Inc., 9525 Irving 


Park Rd.. Schiller Park. Ill. 


For light milling, tapping, 
grinding and assembly work 


No. 120 drill 


press vise is provided with mount- 


Lug-type Palmgren 
ing lugs for convenience in bolting 
to a machine table. Vise has 114-in. 
jaw width, opens 114-in. with retaov- 
able ground steel jaw plates 1-in. deep. 
One plate is plain; the other is V- 
grooved horizontally and _ vertically 


for holding round work. Chicago 


Tool & Engineering Co., 8383 South 
Chicago Ave., Chicago 17, Ill. 


Change of workpieces is quick 
since nut, collet form a unit 


“Perman”™ expanding collet mandrel 


can be used for internal chucking on 
I.Ds from $ to 44-in. with a maxi- 
mum runout of .0004-in. Standard 
shanks include NMTBA, Morse, B&S 
and straight. Homestrand Machine 
Tool Corp., 392 West Putnam Ave., 


Greenwich. Conn. 


- wo 
Built-in adhesive holds 
dispenser in place on wall 


Dispenser for 


Poly-D 
(polyethylene disposable) gloves con- 
tains 72 gloves, each mounted lightly 


company’s 


on paper for easy removal from the 
which glove is 
mounted can be used to dispose of 
the used glove. Wilson Rubber Co., 
Canton Ohio 


box. Paper on 


All wetted parts are 
of 316 stainless steel 


Two types of stainless steel pumps 
include (1) Series 1522 pumps, of 
compact Uni-built design, in thirty 
six different models, with capacities 
to 150 gpm, heads to 120 ft., and suc- 
tion and discharge connections from 
3% x 1% to 14 x 2-in. (2) Series 
1512 


pumps with capacities to 220 gmp, 


long coupled construction 
heads to 120 ft, equipped with deep 
grooved ball bearings and standard 
flexible couplings. All pumps as- 
semble and disassemble easily, have 
dynamically balanced impellers to 
prevent shaft vibration and extend 
seal life. Bell & Gossett Co., Morton 


Grove, Ill. 
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Double-acting hydraulic cylinders 
have choice of stroke length 


Line of 10,000 psi double-acting hy- 
draulic cylinders, the YDS series, are 
available in bore sizes of 114, 2, and 
214-in, with “push” capacities of 8, 
15, and 25-tons at 10,000 psi. Cyl- 
inders are designed primarily as 
“push” cylinders but with sufficient 
“pull” (piston return) force to return 
the ram from such work as punching, 
forming, broaching etc. Although not 
designed for continuous “pull” duty 
beyond 3000 psi, they will withstand 
10,000 psi safely in occasional use. 
Precision Hydraulics Div., Owatonna 
Tool Co., 373 Cedar St., Owatonna, 


Vinn. 


Threaded insert in 
miniature sizes 


Line of expanded inserts—which pro- 
vides durable brass threads in molded 
plastic—now included miniature in- 
serts for screw sizes 0-80 through 
3-48. Insert is especially suited for 
molded plastic parts requiring minia- 
ture size threads, such as instrument 
cases and components, switch com- 
ponents etc. Insert is a one-piece 
brass insert that works equally well 
in molded or drilled holes in plastic 
components. As downward pressure 
is exerted on the top of the insert, the 
cone section at the base breaks free 
and is forced up into the main portion 
of the insert. This causes knurled 
portion of insert to expand, forcing 
it into the wall of the molded or 
drilled hole and permanently anchor- 
ing insert. Phelps Mfg. Div., Heli- 
Coil Corp., Danbury, Conn. 
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Plunger pump offers high volumetric 
capacity in simple, compact design 
PT-4, 


70 hp input at 400 rpm, is recom- 


Plunger pump, operates at 
mended for water flood and salt water 


dispersal, chemical, refining and 


processing etc. applications. Low 
pressure range is from 510 to 1563 
psi, high pressure minimum 3000 psi. 
Plunger sizes are 31% down to 114-in 
by 4-in stroke and plunger load is 
4910 pounds. Gardner-Denver Co., 
Quincy, Ill. 


FLOATING DISC STEAM TRAP 


Line of floating disc stream traps, en- 
gineered with only one moving part, 
have removable heat-treated stainless 
steel seat and disc for lower cost 
When 


tically, with outlet downward, trap is 


maintenance. installed ver- 
self draining and freezeproof. Called 
“FD”, trap is an intermittent dis- 
charge trap covering a range of 10 
psi to 600 psi without adjustment. In 
carbon steel or stainless steel. Clark 
Vig. Co., 1830 E. 38th St., Cleveland 
14, Ohio 


Hard surfacing electrode resists 
severe wear under high stress 


“Hardalloy 55”, a high alloy, low 
hydrogen hard surfacing electrode, 
has good out-of-position character- 
istics and operates either AC or DC 
reverse polarity. Deposits retain hard- 
ness at relatively high temperatures. 
They cannot be forged at any tem- 
perature and will not respond to heat 
treatment. Available in %, 5/32, 
3/16, and 14-in in sizes in standard 
14-in lengths. Each pound of electrode 
covers from 21 to 24 square inches, 
1-in thick. McKay Co., 1005 Liberty 
Ave., Pittsburgh 22, Pa. 





on Fast Turnover 


selling KENNEDY 


Distributors sell 

ing Kennedy 

Tool Boxes, Tool 
Chests and Roller Cabinets get above 
average turnover, and more profit. 
Because this top quality line is 
known and preferred by industry, 
maintenance shops and garages. 
Add up Kennedy's profit making 
benefits 


1. A complete line of premium 
quality tool kits. 


4 Buyers know Kennedy top 
quality value—recognize that 
Kennedy is the best buy. 


3. Nationally advertised in leading 
automotive and industrial trade 
journals 


4. Kennedy's fast service protects 
you against lost sales of out-of-stock 
items. 


5. Kennedy backs up distributors 
with practical sales promotional ma- 
terial that makes it easy to display, 
sell and reap the profits. 


More information? 
Write us today. 


Kennedy Kits 


High Quality Tool and Tackle Boxes 





Pioneer manufacturer of metai tool kits 
and fishing tackle boxes 


KENNEDY MANUFACTURING CO. 
VAN WERT 9, OHIO KM32 
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0211-6C—Cutters at tip 
set ot 45° angle. 


Profit from Selling 


KLEIN 


Electronic 


204-6—Cutters at tip. 
Ideal for electronic wiring. 


in almost every section of the country you 
will find manufacturers of electrical and 
electronic components who offer an im- 
portant market for Klein specialized elec- 
tronic pliers. These manufacturers offer 
a profitable source of business for every 
industrial distributor. 
If you now handle Klein pliers, be sure 
your salesmen are going after quantity 
plier orders in the electrical and elec- 
tronic field. We shall be glad to supply 
them with catalogs. If you do not sell D0S2-C—Specially de- 
Klein pliers, mail the coupon below. pai naan 


Sold only through distributors 


The Klein line includes a complete 

range of pliers, side cutters, oblique 

pliers, long nose pliers, as well as the 

selected electronic pliers shown here D207-5C — Replaceable 

—over 150 different sizes and styles. blede shear cutter. Will 
cut dead soft wire or ex- 
tremely hard wire. 


WELTER exo WO LE EN xo & Sons 


7200 McCORMICK ROAD, CHICAGO 45, ILL 


Mathias Klein & Sons, 7200 McCormick Road, Chicago 45, Ill. 
Please send me the Klein Plier Catalog and information. f 
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Stencil holder-spray ink 
combination cuts stencil mess 


Stencil holder-spray ink combination 
offers a fast, clean, economical stencil- 
ing method which requires no brush, 
involves no splatter, demands no 
clean-up and eliminates stencil wear. 
\ stencil is clipped into the holder, 
pressed against carton and sprayed 
with quick-drying stencil ink. Method 
allows re-use of stencils up to 2000 
times because no brush is used to 
break down edges. For safety mark- 
ings and export shipments requiring 
colors, company’s maintenance and 
touchup paints can be substituted for 
stencil ink. Crown Industrial Prod- 
ucts Co., Dept. [D-7, 936 Amsterdam 
St.. Woodstock, Ill. 


BAR STOCK FLO-BALL VALVES 


Bar stock. bi-directional Flo-Ball 


valves, in sizes from 1 to 2-in diam., 


have two Teflon seats that seal flow 
in both directions. Rated at 600 wog, 
with 1000 psi test, valves are avail- 
able with NPT and AND threaded 
ends in carbon steel, 303, 316 stain- 
less steel, brass, and in 14, 4%, 4, 1, 
11% and 2-in sizes. Feature self- 
lapping and_ self-cleaning action. 
Hydromatics, Inc., 5 Lawrence St., 


Bloomfield, N. J. 
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NEW * 
ARMSTRONG 


CATALOG 


Quality Tools for Industry 


New ARMSTRONG General Catalog #700, 
showing the complete ARMSTRONG Line, has 
been released. is catalog lists approximately 
330 tools that have not been included in previous 
ARMSTRONG Catalogs. 


Additions have been made in the following 
categories: 


Tool Hoiders 
Set-Up-and-Hoild-Down Tools 
Tool Bits 

Wrenches 

Ratchet Wrenches and Sockets 
Miscellaneous Hand Tools 

Pipe Tools 


Armstrong Distributors 
Ads similar to this one are now running in 
twenty-four leading industrial publications. 
Tool users throughout the country are being 
asked to contact their local Armstrong Dis- 
tributor for the new ARMSTRONG General 
Catalog “No. 700’. Capitalize on this national 
advertising by having your salesmen carry and 
distribute the ARMSTRONG Catalog No. 700. 


ARMSTRONG BROS. TOOL CO. °223.%:AMsONcAv" 
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SPACE-SAVING 


fast delivery 


Don’t fool yourself . . . your stocking space costs money, especially when 
it can be more profitably used for seasonals. 


Our phenomenal (really!) delivery has enabled some wholesalers to turn 
their heavy hand tool stock 7 and 8 times, compared to their previous 3 or 4. 


if you wouldn't mind saving some cold, hard cash (and keep your cus- 
tomers happy, too) why not give us a call, or better still, send an order 
... then sit back and count the hours it takes us to deliver. 


WARREN TOOL CORP. 
WARREN, OHIO 





TRUCK WHEELS AND CASTORS 


Line of industrial truck and caster 
wheels includes Durothane (an im- 
proved polyurethane elastomer) 
wheels; Formica Phenolic molded 
wheels in heavy duty and regular 
design; Dutex (Phenolic molded with 
macerated filler) wheels and Canvas 
cushion tire wheels. Wheel designs 
include rubber, iron, steel, “V” 
grooved and low-profile rubber tread 
wheels. Divine Bros. Co., 200 Seward 
fve., Utica, New York 


Side arm attachments 
combine safety caps, goggles 


Lightweight side arm attachments, 
for combining safety caps with 
goggles, enable quick connect-discon- 
nect through a minor adaptation of 
the standard “Quick-Lok” attach- 
ment (a kind of universal joint that 
can interchange the goggle or goggles 
with most other of company’s welding 
helmets, face shields or face masks). 
Telescoping aluminum side arms are 
adjustable as to tension for full com- 
fort, with goggles resting easily on 
face. Fibre-Metal Products Co., 5th 
and Tilghman Sts., Chester, Pa 


GROUND THREAD TAP 


Tap has true-tangent cutting edges 


and other major design improvements 
which, together with the chip remov- 
ing advantages of steep-spiral flutes. 
make it possible to tap at 20 to 50° 
faster speeds than conventional taps 
with lower torque, greater accuracy. 
maker claims. In ductile materials. 
these “Hi-Spi” taps will produce uni 
formly accurate threads at extremely, 
high rates of speed. Standard sizes 
from No. 3 to 5-in diam. in stock. 
Hanson-W hitney Co., Hartford, Conn 
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NEW WAY TO CUT PIPE 
MAINTENANCE COSTS! 


RIBBON DOPE wasemax Thread Sealant 

by Permacel—the self-lubricating, universal 
sealant made of pure Teflon* for all 
threaded connections, metal or plastic 


.. including oxygen breathing apparatus. 


*Du Pont trademark 


‘PeRmAcet 


NEW BRUNSWICK, NEW JERSEY « TAPES + ELECTRICAL INSULATING MATERIALS «+ ADHESIVES 


| PERI ACEL 








How SEVENeering with R/M eliminated costly packing 
replacement problem on revolving head spray machine 


Poor packing life once was a major 
cause of a spray painting problem on 
the acoustical tile production-line at 
Wood Conversion Company, Cloquet, 
Minn. The packings in the revolving 
head spray machines required frequent 
takeup, were damaged by the water- 
soluble clay and latex paint, failed in 
5-7 days. 

In the search for better packings, 
Wood Conversion Company consulted 
Modern Distributors, Duluth, Minn., 
an authorized R/M distributor. R/M 
No. 363, a new braided asbestos pack- 
ing with a neutral, graphite-free lubri- 
cant, recently introduced by R/M, was 
recommended. Following tests in its 
own plant, the company adopted this 
packing, and with outstanding results. 

Packing life has increased as much 
as 500%, fewer adjustments are made, 


Switch to new R/M 
No. 363 Packing Rings 
increased packing 


life up to 500% 


shafts wear longer. To sum it up: 
An R/M packing that costs less than 
the one it replaced has not only solved 
a vexatious problem for Wood Con- 
version Company, but has also brought 
the big positive advantage of more 
profitable operations. 

The company has been using R/M 
packings for a number of critical ap- 
plications, all with complete success. 

Both R/M distributor salesmen and 
their customers believe implicitly in 
Seveneering with R/M. They know 
that R/M Big 7 Packings do a quality 
job every time, reduce inventory and 
give long, trouble-free service. 

An R/M Big 7 Packing Selection 
Chart will help your customers choose 
the right type quickly. Write for a 
supply of this powerful selling tool 
today. 


R/M's Big 7 Packing Types meet 95% of all packing needs, 
are sold exclusively through authorized R/M distributors 


RAYBESTOS-MANHATTAN, INC. 


BIG 7 PACKINGS 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 





INDUSTRIAL GLOVES 

Pylox-coated, jersey lined work glove, 
No. 510, is designed with a single- 
seam, one piece hand and gauntlet 
construction for tailored fit. Curved 
fingers and unusual thumb design 
adjust comfortably to contours of 
hand. Outer covering of Pylox resists 
abrasion, snagging, tearing and is 
puncture-proof, maker claims. Won't 
deteriorate on contact with oils, acids, 
caustics, harsh substances. 
Glove stays flexible under extreme 


other 


temperature conditions. Pioneer Rub- 


ber Co., Willard, Ohio 


Triplex pumps offer a 50 per cent 
increase in GPM displacement 


Line of outside packed triplex pumps, 
Series 7000, features a re-designed 
fluid end that increases pump’s rated 
capacity to 1 to 9014 gpm at operat- 
ing pressures from 100 to 10,000 psi 
at fluid temperatures to 500-deg. F. 
Pumps also feature “slip-in” cylinde: 
and valve covers and valve seats for 
easy maintenance. X forged stainless 
steel, cast iron and steel and alu- 
minum bronze and 304 or 316 stain- 
less steel may be specified for fluid 
end, depending on liquid to be 
handled. /ndustrial Sales Dept., John 
Bean Div., Food Machinery & Chem- 
ical Corp., Lansing, Mich. 
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Boost profits by selling 
related items 


Spray guns need... 


NOZZLES 


a 





SPRAY BOOTHS 


COMPRESSORS 











OIL & WATER 
EXTRACTORS 


Each sale of a Binks spray gun 
is a golden opportunity for extra 
profits, simply by suggesting re- 
lated items. The more items you 
mention, the more chance for 
added sales. 


There are countless products in 
the Binks line related to the spray 
gun. Suggest them... you'll be 
amazed at the results. Your cus- 
tomers will thank you, too, for 
helping them remember. 


Ask about our spray painting school. Open to all... NO TUITION ... covers all phases. 





Binks Manufacturing Company 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES - 


3146 Carroll Avenue, Chicago 12, Ill. 
SEE YOUR CLASSIFIED GER viRECTORY 


1228 


Binks ) Everything for spray painting 
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Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 


Edward Va/ves, /nc. 


Chances are you are carrying 
in stock thousands of products 
produced by hundreds of com- 
panies. Did you ever ask your- 
self, “why am I carrying this 
particular product?” If you have, 
perhaps the answer was “great 
demand” or “best of its kind”’ 
or “‘good service.’’ There are a 
lot of good reasons. 

But we think there may be 
some reasons you haven't seri- 
ously considered . . . reasons why 
having Edward valves in your 
inventory makes good sense. 

EDWARD VALVES, INC., 
has been, for over 50 years, a 
pioneer in the research and de- 
velopment of forged and cast 
steel valves from '% to 18 in. for 
high-pressure services in many 
industries. At our research center 
in East Chicago (see illustration 
above) are assembled more skilled 
technicians and research tools 
than in any other laboratory in 
the world devoted exclusively to 
cast and forged steel valve re- 
search, From this laboratory has 
come a consistent stream of valve 
pioneering developments to make 


working parts last longer, to 
make safer, tighter closing, easier 


operating valves. This kind of 


consistent research and develop- 
ment makes for leadership. And 
leadership makes for a better 
product and increased sales. 

WHAT EDWARD RE- 
SEARCH MEANS TO YOU: 
When you carry a complete stock 
of Edward cast and forged steel 
valves you are taking advantage 
of the leadership and pioneering 
research for which Edward Valves 
is known throughout industry .. . 
a reputation that means more 
valve sales for you. This is just 
one of many good reasons why you 
should make Edward Valves the 
leader in your line too. 

Edward builds a complete line 
of forged and cast steel valves 
for pressures to 10,000 Ib. in 
pressure-seal, bolted, union or 
welded bonnet construction from 
Lé to 18 in. for power, petroleum, 
marine and technological serv- 
ices. Edward Valves, Inc., 1222 
West 145th Street, East Chicago, 
Indiana. Subsidiary of Rockwell 
Manufacturing Company. 





One of a series of informal reports to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiary of Rockwell Manufacturing Company 











CLOSE CENTER DRILL HEAD 


Adjustable two spindle drill head 
has capacity of 1%-in in steel, is de- 
signed for close center multiple drill- 
ing and tapping work. Model “200” 
Multi-Drill may be mounted on any 
drill press or drill unit to drill or tap 
two holes at one time. The two spin- 
dles may be adjusted to drill or tap a 
wide variety of hole patterns in a 2-in 
diam. circle. Adjustable depth spindle 
permits holding of fine adjustments 
thru a range of *s-in in steps of .001- 
in. Commander Mig. Co., 4225 W. 
Kinzie St.. Chicago, Ill. 





Pressure regulators give immediate 
response to changes in pressure 


Line of American pressure regu- 


lators, in direct and reverse acting 
types, feature a friction-free packless 
valve that permits immediate re- 
sponse to the. slightest pressure 
change. Regulators are for use with 
steam, air, water, and gases that 
are non-corrosive to bronze, iron or 
neoprene. Regulators are designed 
to provide, and maintain, accurately 
controlled pressures over a broad 
range of industrial processes with 
the widest varieties of equipment. 
Available in single seated, and double 
seated, designs, and furnished in all 
sizes from 1-in thru 2-in. All double 
seated, and l-in thru 2-in single 
seated valves can be reversed in the 
field. Repeat settings are easily made 
and held. Manning, Maxwell & 
Voore, Inc., Stratford, Conn. 
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DISTRIBUTOR 
Topics 





) Limited 


You can) | Distribution 
by 


: 4 count on Al Tucker 
' Increased Sales In previous comments on distribu- 


tion, the word “promiscuous” was 


and Greater Profit used. In addition to its usual con- 


h \ notation, the word also a 

“mixed and confused” ... and no 
when you sel industrial distributor can be happy 
when he is part of a “mixed and 
confused”’ group. By contrast, 


Thompson’s distributor policy is ex- 
plicit, leaving no doubt as to our 
relations with distributors. 


Because we know it is the most eco- 

nomical method of reaching indus- 

trial consumers, we have committed 

ourselves to reaching our market 

through industrial distributors and 

a policy of limited or exclusive dis- 

tribution, depending upon the poten- 
brand name for tial of each territory. 

. Our effort to help the distributor at- 

Metal-Cutting Products by tain volume sales is not the “shot-in- 

the-arm” type show, but a soundly 

TH oO M FP S oO N conceived, professionally planned 

and sustained program. Thus, offer- 


Of NEW HAVEN, 5 invrere reasire more of them. Bu 
Cc oO N N E CTl Cc U T culation echoe aaa oak eaiiee 


support of our merchandising plans. 


and Here's Why MiLrorp distributors rightfully ex- 
pect us to offer products that are 


second to none in quality; that are 


© THE THOMPSON SALES POLICY .. . diversified and practical enough to 


is designed, written and interpreted to pro- meet product competition. Our dis- 
tributors know we have the resources 

tect your sales efforts and your share of the to serve them promptly and eco- 
market on every important point ... to help nomically; that we have demon- 

; strated the desire and the skill to 

you sell more and make more money! plan for the future through product 
improvement and development. Also, 

we offer an alert, fully trained, and 


© THE THOMPSON DISTRIBUTOR adequate field staff of salesmen — 
ADVISORY BOARD... yes, I mean salesmen — men who 


. ° . k the ‘ 
which is consulted before making sell it. no poomuct and knew Row to 
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any important decision or change We ave peng Ao warehouse 
re a a ae acilities to serve MILForp distribu- 
that affects sales policy, is a tors better . . . not to compete with 
truly representative body... Son Soon pick-up orders from 
‘ non-MILFORD distributors. Estab- 
composed of both large lished MILFORD distributors know 
and small distributors. through experience that our State- 
ment of Sales Policy is a living, ac- 
tive, daily performance. They know 
Available only through by their daily contacts with 
Selected Industrial Thompson that what we say is true. 
Distributors But, in case it has been forgotten, we 
also believe our distributors should 
make a profit, and we will help them 
do so. 


SERVING 
INDUSTRY 


ECONOMICALLY Cia \ om ‘ 


HAND & POWER HACK SAW BLADES 
BAND SAW BLADES e HOLE SAWS 
GROUND FLAT STOCK 
MIST COOLING SYSTEMS 


LOOILIANNOO 'S NAHAVH MAN 
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1200 line items per operator per day is easy, 
when you... 


amgarove impoud offcieacy 40% 


ViSirecord’s split-second record location has gained inter- 
national recognition as ‘‘the world’s fastest record-keeping 
system.” 


ViSlrecord speed and convenience, minimizes floor space 
requirements, operator fatigue — and increases productivity 
and accuracy. 

When applied with IBM input equipment VISIrecord com- 
plements their speed—and improves the production and ef- 
ficiency of the operator. Punched cards are instantly refiled 
in their determined position, excluding misfiling and elimi- 
nating idle machine time. 

Your ViSlrecord Systems Specialist is ready and able to 
provide proof of related accomplishments achieved by thou- 
sands of satisfied customers. 

Meanwhile write for Case Histories and list of satisfied 
companies in your industry. 


*ViSirecord User Report furnished on request. 


gsirecq,, 
ViSlrecord, inc. 


375 PARK AVENUE, NEW YORK 22, N. Y. 


© 10961 
ViStrecerd, inc. 


Systems Specialists in Principal Cities 





Miniature directional valves 
for oil-hydraulic systems 


Line of miniature directional valves, 
for oil hydraulic systems, are de- 
signed for use in small volume 
systems typically used for jig posi- 
tioning and clamping, hydraulic gear 
shifting and clutching on machine 
tools, and venting on hydraulic 
system relief valves. Valves are 
suitable for operation to 1000 psi and 
have a maximum capacity of 2 gpm. 
Long life a-c and d-c solenoids, with 
low current consumption, available in 
all standard voltages. Designated 
DIL, these gasket mounted valves are 
said to be only units of this type 
offered as 4-way valves in both single 
and double solenoid models. Vickers 
Ine., Div. Sperry Rand Corp., Detroit 
32, Mich. 


Magnetic sweeper promotes plant 
Safety and good housekeeping 


Low-cost, multi-purpose, rotary, non- 
electric magnetic sweeper, called 
Sweeperette, is maintenance-free, 
lightweight, and hand-propelled. Rec- 
ommended to clear factory aisles, 
floors, walks and drives of dangerous 
ferrous contaminants including sharp 
metal chips, filings, nails and tacks. 
Unit’s powerful magnetic tube picks 
up along its entire length to a depth 
of 34-in. Tube can be detached and 
used as a magnetic retriever in other 
operations such as in tanks of water 
or in hard-to-get-at-places. Collection 
pan, mounted at base of handle 
speeds unloading. Eriez Mfg. Co., 
Erie, Pa. 
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You can’t beat Alemite for convenience! You can 
order everything you need from Alemite—Surge- 
pruf hydraulic reusable couplings, hose and hose 
assemblies for high, medium-high and low pres- 
sure applications! No need to send here for this 
.. there for that... then wait. Fully stocked 
Alemite factory branches are all across the country 
. always nearby ready to fill your order imme- 
diately. Handy, speedy service reduces the inven- 
tory you have to buy and store! And when you 
handle Surgepruf hydraulic accessories your cus- 
tomers enjoy the same good “single-source service” 
Alemite offers you. 


You can’t beat Alemite for quality! Alemite Surge- 
pruf Non-Skive hose and Shur-Lock reusable coup- 
lings provide a superior fluid seal with no wire 
braid exposure. They’re easy to install, easy to re- 
place—offer fastest field assembly, require no spe- 
cial tools of any kind. 


You can’t beat Alemite for convenient ordering, 
quick delivery, quality products. For more informa- ALEMITE 


tion about Surgepruf see your local Alemite Com- rie NHAMA 
pany Representative or write: STEWART-WARNER mee O oc 
[Excellence| 


CORPORATION 


in Canada: Stewart-Warner Corporation of Canada, Ltd., Belleville, Ont. Dept. AF-61, 1850 Diversey Parkway, Chicago 14, Illinois 
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New “Profitunity” 


for Distributors! 


Now you can tap the profitable O.E.M. 


market competitively! 


DALTON distributors can offer precision- 
made Dalton gears, sprockets, couplings 
and torque limiters to OEM at OEM price 


levels. 


DALTON’S sound “DISTRIBUTOR-TO- 
OEM” policy was originated and success- 
fully developed for distributors by dis- 
tributors. It offers you the opportunity to 
serve your market completely while 


maintaining favorable profit margins. 


DALTON meets the highest OEM quality 
standards, and adheres rigidly to all 
specifications. Guaranteed workmanship 
and dependable delivery assure con- 


tinued customer satisfaction. 


Inquiries welcomed! Complete 
DALTON stock catalog 
and discount schedules 


available. 


gear company 
212 COLFAX AVENUE NORTH, MINNEAPOLIS, MINN. 


° 





Universal joints are designed 
for severe service duty 


Line of booted universal joints are 
designed for severe service applica- 
tions, including heavy loads, high 
speeds, high heat, contact with dust 
and other contaminants and _ situa- 
tions where lubrication with oil is 
difficult or impossible. Line includes 
both standard and heavy duty types. 
Standard duty joints available from 
*y to 24%4-in. O.D., with statics torque 
range from 220 to 30,000 in-lbs., HP 
from .35 to 120 and speeds to 1500 
RPM. Heavy duty booted joints come 
in same O.D.’s, static torque range 
from 540 to 48,000 in-lbs., HP from 
.86 to 230 and speeds to 1750 RPM. 
Lovejoy Flexible Coupling Co., 496) 
W. Lake St., Chicago 4A, lil. 
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Rising blocks cut costs of cross 
supports on flame cutting tables 


“Flame-Clear” rising blocks fit onto 
cross supports of any flame cutting 
table holding steel plate clear of table 
and preventing flame from cutting 
and damaging table bed. Blocks are 
of cast-iron for greater flame resist- 
ance and longer life, and are said to 
give a firmer, more uniform working 
surface, prevent distortion, hold 
heavy plate or thin sections, prevent 
“fall-away” of finished piece and re- 
duce blow back. In two standard slot 
sizes: 3°, and %¢-in, plus specials for 
any application. Brown & Sharpe 
Mig. Co., 235 Promanade St., Prov- 
idence Z R. I. 
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Another Clayton Mark Exclusive! 
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HIGH PRESSURE=-POSITIVE SEAL 


PETRO SHUT-OFF VALVE 


With these Superior Features... 


Corrosion-resistant 18-8 stainless 
steel body 

Leakproof Teflon seal and seat 
Positive high pressure sealing at 
10,000 PSI 

Opens and closes easily under 
maximum pressure 

Stem packing replaceable under 
pressure 

Monel stem eliminates galling of 
threads under load 

Sizes available 4%” through 4%” 





New Clayton Mark PETRO SHUT-OFF 
VALVE, with its many features, is 
suitable in chemical, hydraulic, refin- 
ing, fuel and steam applications as 
well as for use in air (gas) and vacuum 
systems. See your distributor for 
demonstration or write Clayton Mark 
for literature. 


POSITIVE SEALING 

















2 


Swivel cage attached to free turning Monel : ; , 
stem anys forming die when valve stem Distriovterships available. 
is screwed down. During closing operation, Please inquire on your 
the stem forces the Teflon from cage to form : letterhead. 

a bubbie-tight, Teflon-to-metal seal. 


CLAYTON MARK 


& COMPANY 
1900 DEMPSTER STREET - EVANSTON, ILLINOIS + U.S.A. 


7> - ey ee = TD, — 
Pumes ~ WATER WELL SUPPLIES ~~, CONDUIT (>) UNIONS —/ TUBING 
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Turnover Slow? 


Volume Low? 
Profits So-So? 


Master vernier height gages combine 
balance, weight, for easy handling 


Master vernier height gages are avail- 
able in 12 and 18-in sizes, feature a 
long, 50-division vernier with widely 
spaced, easy-to-read graduations. 
“Open-face” design permits half as 
many bar graduations as conven- 
tional vernier tools. Vernier scale is 


For consistent sales, sure profits . . . sell the best, lush-fitted in same plane as main 


FRANKO Solid Woven Belting. You always satisfy, 
because there is a type or size for every need. Available 
in 1” to 96” widths . . . Three popular types... 

“INNERLOK” for Industrial Conveyors. Famed dense 
weave assures minimum stretch, keeps belt true longer. 


scale for exact alignment of match- 





ing lines on bar and vernier. Features 

No-glare “Satin-Chrome” finish, 

hardened and stabilized master bar. 
Also announced: Series of microm- 


eter depth gages featuring a short half 


Lightweight flexibility cuts power costs. 
“FINETEX” for Biscuit & Cracker Industry. Super-fine 
texture, for bakery and confectionery product uses. 


“SUPER-CORRUGATOR” for Corrugated Box Industry. 


Non-peeling, minimum stretch, strong and flexible. 


base to facilitate measuring depths 
of holes and slots located close to 
shoulders or between obstructions 
where full base gages won’t go. In 
three size ranges: 0 to 3 inch; 0 to 
6-in and 0 to 9-inch. L. S. Starrett 


The original interwoven belting. Makes better board 
at lower cost. Co., Athol, Mass. 


Write for details and samples today. 


Ree Remote control switch adds 
Builders ‘ 
of Better Belting convenience to power tools 


Since 1875” . , Remote control switch kit permits 
; power tool users to select the most 
convenient location for on-off con- 
trols. Kit comes complete with ex- 
tension cord, hardware and fitting, 
ready for use on company’s single 
phase motors. On makes of single 
phase motors that can’t contain 
built-in switches, addition of a toggle 


tae FRANKLIN 


1118 Central Parkway 
Cincinnati 10, Ohio 


switch permits installation of the re- 
mote control switch. Delta Power 
Tool Div., Rockwell Mfg. Co., 487 
V. Lexington Ave., Pittsburgh 8, Pa. 
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DURING 
PRODUCTION 


@ stock this new product for 


«++ LARGE VOLUME 
» + « REPEAT BUSINESS 
-- + FAVORABLE MARK-UP 


CRC 3-36 drives out moisture from grain boundaries, cracks and 
pores and leaves a thin molecular film to protect the metallic 
surface from the re-entry of moisture. It offers an effective, low 
cost method of preventing rust and corrosion. This formula is 
equally effective on iron, steel, aluminum, magnesium and plated 
and painted surfaces. It will not affect tolerances and is suitable 
for use on precision equipment and sub-assemblies as well as 
machined surfaces, castings and raw material stock . . . CRC 3-36 
lifts corrosive scale and facilitates cleaning . . . does not have to 
be removed. 

CRC 3-36 distributors everywhere are telling the same story 
... high turnover—excellent profits. They are stocking only CRC 
3-36, a multi-purpose formula that replaces many slow-moving, 
single purpose items. Investigate now. 

FOR FURTHER INFORMATION on where and how to sell CRC 3-36, 
write or call CoRROSION REACTION CONSULTANTS, 
116-3B Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. 


Ty, 


FORMULA ~ 


@ RUST AND CORROSION 


PREVENTION PROGRAMS 


METALS INDUSTRY 


ry 
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TORQUE-ARM SPEED REDUCERS 


Addition to company’s line of torque- 
arm speed reducers is a size 17 single 
reduction unit with a 5:1 gear ratio 
capable of transmitting 50 per cent 
more hp at output speeds to 400 rpm. 
Reducer, shaft mounted, can accom- 
modate 60-hp motors in the top range 
of output speeds based on class | 
AGMA ratings. Reducer may be ap- 
plied to equipment operating in the 
speed range above that of company’s 
15:1 and 25:1 double 


reducers and in the hp range exceed- 


reduction 


ing that of the No. 6 reducer, which 
is designed to accommodate motors 
to 40 hp. Dodge Mfg. Corp., Mis- 
hawaka, Ind. 


LUBRICANT 


Chain roller “Dri-Loob”, for con- 
struction, farm and industrial equip- 
ment where roller chain driven 
equipment needs maximum protec- 
tion from friction, rust etc., does not 
collect dust and dirt and applies by 
spraying at area to be protected. 
Corp., P.O. Box 


a ee 


Spray Products 


1988. Camden 1. 
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Distributors really have something to shout about! The & HOW 


new OI C Partnership Plan is full of intriguing new features 

ready to be integrated into this year’s sales campaigns. 

Valve distributors, like yourselves, have developed effective 0 { C 
marketing ideas which will be focused on your markets by 

OIC. If you plan maximum growth in tomorrow’s profitable replace- : 

ment markets, now is the time to know all the details about O I C’s BUILDS 
plan for successful distributors. It costs nothing to look it over. 


The entire plan is explained in this easy-to-read booklet. ENTH USIASTIC 


Send coupon for your free copy today. 


THE FINEST VALVES AND DISTRIBUTOR SERVICE FROM OIC DISTRIBUTORS! 


The Ohio Injector Company 
243 Main Street, Wadsworth, Ohio 


10262-O1C 
BRONZE, IRON, Please send me a copy of the 01 C Partnership Plan. 
ALVES FORGED STEEL, 
Name onaunit _Title__ 
CAST STEEL AND y 


DUCTILE IRON VALVES Company 


Street 





THE OHIO INJECTOR COMPANY, WADSWORTH, OHIO 
City 





“THAT'S THE NAME TO REMEMBER” 


The Dependable 
QUALITY 
BRUSH LINE 
that gets business 
and keeps it! 


@ The Milwaukee Industrial Brush line 
consist of power driven and hand brushes 
to meet practically every requirement of 
industry both for general production and 
maintenance work. 


Make Milwaukee your source of supply and give your 
customers the kind of service that builds business for you. 
We are in a position to make prompt deliveries on orders 
of all sizes 


® Production Brushes for power use 
* Production Brushes for hand use 


*® Brushes for various maintenance needs 


_ —.< 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 





Fastener features head design that 
can be adapted to screws, sems etc. 


Industrial fastener, called Torqtite, 
has a head with three equally spaced 
driving slots on its outer periphery, 
which makes it necessary to use a 
special tool for driving and for 
loosening, making the fastener 
tamper proof and suited for fasten- 
ing assemblies where unauthorized 
tampering might be dangerous. Unit 
offers greater driver contact area and 
helps eliminate driver slippage. Eaton 
Mig. Co., Cleveland 10, Ohio 


CYLINDERS 


Line of “Economair” cylinders, for 
air or hydraulic service to 200 psi, 
have following design improvements: 
“Adjust-O-Stroke” which provides 
easy adjustment of stroke lengths in 
one-inch increments to fractional- 
inch stroke length requirements: 
cushion kits which can be installed 
without disassembly to convert non- 
cushioned cylinders to adjustable 
cushions; built-in metallic rod wipers 
with automatic wear compensation. 
Mounting brackets are interchange- 
able. Called series R. cylinders are 
available in 14g, 14%. 2. 3 and 4-in 
sizes. Modernair Corp., 400 Preda 


St., San Leandro, Calif. 


Coating can be applied directly 
to bare galvanized metal surface 


White galvinoleum coating, Ne. 
1390, may be applied by brush er 
spray directly to bare galvanized 
metal surface and dries to a tough. 
durable semi-gloss white on gutters, 
downspouts, roofs, buildings, duct- 
work etc. May be applied to new un- 
painted galvanized metal without 
etching or weathering of surface. 
Coating may be tinted with colors-in- 
oil to achieve pastel shades. Rust- 
Oleum Corp., 2799 Oakton  St., 
Evanston, Ill. 
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Left to right, Owner 


“We had our pick and chose the 
Dayton Industrial Hose line...” 


Pat Tyree, President, Industrial 
Rubber, Inc., Milwaukee, Wisconsin 


“‘When Earl Roy, Bob Grossmann, and myself organ- 
ized Industrial Rubber, Inc., we were unanimous in 
our choice of the Dayton Hose Line—and we had 
our pick of every major hose producer in the country. 
Here’s why we picked Dayton then and why we dis- 
tribute Dayton Hose today: 


1. Dayton is leading the way in the development of 
exclusive, high-profit hose items. This gives our sales- 
men a big competitive edge—helps them get ‘clean’ 
orders with built-in repeat potential. 


2. Dayton knows how to sell through distributors. 
Their hose-user preventive maintenance program and 


their OEM technical meetings help to make our cus- 
tomers hose conscious. Our men spend their time 
selling—not educating. 

3. Dayton adheres to a policy of not taking user busi- 
ness directly. When you sell the Dayton Hose line— 
there’s no home office competition to worry about. 
4. Dayton salesmen are trained specialists. Their knowl- 
edge of hose and salesmanship techniques go a long 
way in helping our salesmen sell more efficiently.” 


©0.C. 1961 
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Dayton Industrial Products Co. Div. Melrose Park, Illinois 








NOW POSITIVE PROTECTION for 
MOTORS and MACHINERY 


Limit switch 





Adjusting nut 

















Removable cover Gear Shaft rotation — 


As long as applied torque is within pre-determined limit, spring bears 








against end of worm and holds it centered on gear. Excessive torque 
causes worm to move axially along splined motor shaft, compressing 
spring and bringing cam surface in contact with limit switch which 
cuts power, stopping motor. 


.» JANETTE Adjustable Torque Overload Cutout 


Here’s dependable protection for drive units, driven mech- 
anisms, personnel, and work in progress . . . and a sure-fire way 
to reduce down-time. 

Janette Adjustable Torque Overload Cutout is far more 
sensitive than conventional shear pins, or friction clutches and 
similar devices. Its sliding worm on a spline shaft (described 
above) assures shutdown of the driving motor within closely 
controlled torque overload limits. Unit is easily reset when 
cause of overload is removed. 

Color-coded, interchangeable springs permit selection of a 
wide range of torque limits. Each spring has a simple linear 
adjustment over its own range. Protect your equipment and 
avoid costly downtime the positive way ... with Janette 

Adjustable Torque Overload Cutout. 
Write today for Bulletin 5-7. 


SINCE 1910 GEAR MOTORS 
MOTORS 
SPEED REDUCERS 


Division of National Pneumatic Co., Inc., Boston 19, Mass. 





Heavy-duty jig saw offers new 
approach to flush-cut, miter sawing 


Heavy-duty jig saw, called the Saw- 
zitt, features an adjustable pivoting 
head which allows the tool to remain 
upright even on 45-deg. cuts. Saw 
also features a turn and lock shoe 
which assures correct blade clear- 
ance for straight, miter and flush 
cuts. Other features: powerful 14 
HP motor; full ball and roller bear- 
ings; vibration-free mechanism; saw- 
dust blower. Tool weighs 5 lbs., is 
said to cut straight lines, curves and 
intricate scrolls in practically any 
sawable material at a rate of 3500 
*4-in strokes per minute. Milwaukee 
Electric Tool Corp., 5316-20 W. State 
St., Milwaukee 8, Wis. 


sai Az ig He 


Modular small parts conveyor 
fits any production layout 


Modular small parts conveyor, 4-in 
wide, can be quickly adapted to any 
bench layout, is said to cost about 
half the price of bulkier, cut-down 
units. Has variable or fixed speed 
drive with rubber feet to absorb 
vibration. Tracking can be done from 
both ends; incorporates a spring- 
loaded automatic tension device. 
Mounting can be at front, top, or 
under bench. Speeds range from 1% 
fpm to 30 fpm. Widths from 2 to 
6-in. Products For Industry, Inc., 
1704 Summer St., Stamford, Conn. 
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"More Sales per Day” .. . 
—offer your customers ALLFLEX HOSE 





Stock Allflex Hose, and you will have an exclusive all-purpose con- 
struction to meet almost every customer’s requirements! Point “MORE USE PER DOLLAR” 
out these “More Use per Dollar” features: FOR CUSTOMERS ... 
“MORE SALES PER DAY” 
ALL-PURPOSE—lesigned for use with air, water, oil and gases— FOR DISTRIBUTORS 
even mild chemicals! 
FLEXIBLE AS A ROPE—yet strong, light and kinkless—coils and un- Each of these basic R/M prod- 
uct lines include constructions 


to meet every customer re- 
PRECISION BUILT—inseparable tube-to-cover bond assures long serv- quirement ... each has ex- 


coils freely in any direction! 


ice life under toughest conditions! clusive service advantages to 
SAFER, EASIER COUPLING—uwuniform inside and outside diameters, build distributor sales: 


permit unrestricted flow! “ R/M Conveyor Belts 

¢ R/M Rubber Hose 

¢ R/M Poly-V“ Drives 
Increase your hose sales—make more profit per sale. Stock a single all- and V-Belts 

purpose construction to cover most customer needs with a longer- ¢ R/M Flat Transmission 
lasting hose. Call your R/M representative if a customer has a prob- Belts 


MANDREL-MADE—the first horizontally braided, mandrel-made all- 


purpose hose at a popular price! 





lem requiring special hose, flexible rubber pipe or expansion joints. 








RAYBESTOS-MANHATTAN, INC. 
MANHATTAN RUBBER DIVISION + PASSAIC, N. J. 
ENGINEERED RUBBER PRODUCTS 
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TEMPLETON, KENLY & CO. 2523 GARDNER ROAD « BROADVIEW. ILL. 
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S LEVER TYPE 


models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLEX 


SINGLE 
ACTING, 
RATCHET 
LOWERING 

11 Models, 5 to 
20 tons capacity. 
Full capacity 

on toe or cap. 


——— 


@eeeteeee 


POLE PULLING 
4 & STRAIGHTEN- 

ING JACKS 

3 Models (One 

aluminum alloy) 

5 to 15 tons 

capacity. Standard 

of Bell System. 


GEARED 
JACKS 
3 Models, 25 to 


35 tons capacity. 
Side toe lift, 


TRACK (TRIP) 
JACKS 

13 Models (Five 
aluminum alloy) 
Single and 
double acting. 


1 
sy 
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LEVER 
JACKS 


1 . EMERGENCY 


& BRIDGE 
JACKS 
2 Models, 15 


tons capacity. 
Pivot on base. 


REEL 
JACKS 


3 Models (One 
Aluminum alloy) 
5 to 10 tons 
capacity. 

“T" Base. 


) Ree eee eee eee © | 


MINE TIMBER 
JACKS 

4 Models (One has 
trip mechanism). 
Single and 

double acting. 


BELT 

TENSIONING 

JACK 

5 ton capacity. 
>= 


ere eee eee eee eee eee 


Also Lever type, Cable & Wire Tensioning, Pipe Pushing & 
Pulling, Tie Remover, Tie Replacer, and Siding & Flooring 


SOGMB . i 


Look for further information on Hydraulic and 


Screw Jacks in other advertisements. 





Pneumatic hole grinder grinds 
tough materials to close tolerances 


Pneumatic hole grinder, with high 
power and speeds to 30,000 RPM. 
can be inserted in a boring head and 
used on a vertical or horizontal mill, 
boring machine, lathe or jig borer 
to jig grind any size hole—before or 
after heat treat—as well as male cyl- 
indrical members. The set-up is sim- 
ilar to that of other offset boring 
work with hole grinder substituted 
for boring bar. Maker claims ex- 


treme accuracy in operation with 


maximum run-out to .0005 on all 
collet-type grinders. Available in two 
sizes with motor speeds of 25.000 and 
30.000 RPM. Doeden Tool Corp., 


Hicksville, Ohio 


= 
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THREADLESS CLAMP 


Finger-tip control, threatless clamp, 
of high tensile strength aluminum 
alloy, is quick closing and opening, 
has a threadless spindle to eliminate 
frame twisting from tightening. Anvil 
and spindle don’t turn while pressure 
is being applied so materials held are 
free of clamp marks. Clamps fur- 


nished with either anvil or vee 


spindles and are available in 2, 4 and 
United Associates, 1605 


V. Hercules Ave., Clearwater. Fla. 


6-in sizes. 


INDUSTRIAL DISTRIBUTION 





Temperature indicators for space 
exploration, jet propulsion fields 


“Tempilstiks” determine tempera- 
tures in the 2000 to 2500 deg. 
range, are calibrated for 50-deg. 
intervals instead of every 100-deg. 
Accuracy of temperature level deter- 
mination is within one per cent, 
maker claims. Tempil Corp., 132 


West 22nd St., New York 11, N. Y. 


ULTRASONIC VIBRATION TABLE 


Ultrasonic vibration table, for de- 
structive and non-destructive testing 
of electronic and- mechanical com- 
ponents, semiconductors and missile 
hardware covers the frequency range 
of 20 ke’s to 100 ke’s with the flat 
amplitude of motion curve through- 
out. Accelerations of 4000 G’s can be 
obtained. Recommended for prede- 
termining the durability and 
operating characteristics of complex 
components under simulated operat- 
ing conditions. Ultrasonic Industries, 
Ames Court, Plainview, L. 1., N. Y. 


Dial micrometer measures moving 
material in rolling mills etc. 


Extremely fast, quick-acting, easily 


read dial micrometer is recommended 
for use in rolling mills, for gaging 
sheet stock thickness while the mill 
is in operation and other manufactur- 
ing situations where part to be meas- 
ured is in movement and time allowed 
for measurement is minimized. One 
full turn of micrometer’s spindle 
covers entire .250-in operating range. 
Available with standard .270-in diam. 
terminals or large *4-in diam. ter- 
minals. J. 7. Slocomb Co., South 


Glastonbury, Conn. 





Meet George 


he helps you do more with DELTA 


Satisfying the needs of users is a big part of George Groya’s job as 
Woodworking Products Manager for Rockwell’s Power Tool Divi- 
sion. George knows from experience that these needs have led to 
the development and introduction of new and improved Delta 
machines—for woodworking as well as metalworking. 

Today, Delta manufactures a line of power tools for industry, 
schools and home workshops that include 61 machines in 302 
models and over 1400 accessories. Because it is the most complete 
line made anywhere, it gives Delta Industrial Distributors these 
advantages: 

It’s easier to build business with customers (old or new) when 
you can match the tool and the price to the need. It’s easier to give 
prompt service and delivery when stocks of replacement parts and 
accessories are readily available from a single source. And it’s 
easier to sell new products when they carry a name backed by an 
established reputation for quality and dependable performance. 

Delta Distributors benefit from another phase of George’s activi- 
ties, too. He conducts product training sessions with their. sales- 
men, holds clinics on tool use, care and maintenance for shop 
teachers and effectively demonstrates Delta tools at trade shows. 

Continued growth in sales and profits has proved one thing to 
leading Delta Distributors—you can do more with Delta. For 
information on how easy it is to do business with Delta, write: 
Rockwell Manufacturing Company, Delta Power Tool Division, 
634F North Lexington Ave., Pittsburgh 8, Pennsylvania. 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 








a good catalog 
lats the ball 


Yet, unlike the rest of us, allows itself 
no time off to watch even one ball 
game. It is always on the job. If it’s a 
Donnelley-built catalog, it sticks to the 
full-time and expert work of bringing in 
orders. 

Built-in expert experience is an extra 
you get when you turn your catalog 
over to a Donnelley man for compila- 
tion and printing. All you need do is 
select the items you want to include, 
and he does the rest. 

Why not call him in today—no ob- 
ligation, of course—you’ll be surprised 
how much time he can save you. You 
might be able to take in a few ball 
games yourself! 


Catalog Compiling Department 


R. R. DONNELLEY & SONS COMPANY 


The Lakeside Press 
350 East Twenty-second Street 
Chicago 16, Illinois 


CAlumet 5-2121 





END-MILL SHARPENING FIXTURE 


“Air-Flo” fixture, an ultra-precise 
end-mill and milling cutter sharpen- 
ing fixture, has a sensitive, jerk-free 
spindle that floats on less than .00015 
film of air. Other features include a 
finely graduated goose-neck tilt, 
graduated swivel base, fine blade-rest 
adjustment, hard chromium inlay, 
indexes and components to grind 
tapered end-mills, as well as straight. 
Air bearing speeds sharpening of end 
mills, routers, most types of milling 
cutters. Air flow inhibits entrance of 
grinding dust and eases the sharpen- 
ing of tools as small as 1/32 up to 
114-in shank capacity. Milling cutter 
sharpening range is thru 6-in in diam. 
Harig Mfg. Corp.. 5757 W. Howard 
St., Chicago 31, Il. 


Spray outfit wheels to 
the job in home or shop 


Spray outfit, 44 HP, delivers 2 cu. 
ft. of clean, oil-free air per minute at 
30-40 lbs. pressure. Unit has long life 
diaphragm, never needs lubrication. 
Has automatic safety valve set at 45 
lbs. Sprays all materials, can be used 
as vacuum pump and for inflating 
tires. Operated by any 14 or 14 HP 
1750 rpm motor. W.R. Brown Corp., 
Chicago 35, Ill. 
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Distributors! Here's what we tel/ your 
customers about you 


“We've been buying from 
National Tube Distributors 
for almost 25 years—and 

they've never let us down.” 


So says Mr. Stanley Carter, President, 
Stanley-Carter Company, Mechanical 
Contractors, Detroit, Michigan. ‘“‘Good 
distributor service is tremendously im- 
portant to our profit margin. That’s why 
we've been working with National Tube 
Distributors as long as we have. 

**We’ve never had a single project held 
up because of a late delivery from a 
National Tube Distributor—men and 
equipment tie-ups because of late ship- 
ments can waste a lot of money.” 


‘We kept a big job right on schedule 
in Nashville, Tennessee, when the USS 
National Pipe arrived exactly at the time 
they promised it. 

“It looked like we were headed for 
trouble on a big Detroit job this year. We 
needed a lot of pipe in a hurry. All it took 
was a few phone calls. We received the 
pipe within 24 hours.” 


June 1961 


**National Tube salesmen and distrib- 
utors back us with technical assistance. 
They not only keep us abreast of changes 
in specifications but offer recommenda- 
tions if specifications need to be changed.”’ 


“On this job, the distributor worked 
with the architect when a spec change was 
needed—the new specification was just 
as good for this particular job, and it 
saved us serious delays. 

““A National Tube salesman helped 
recommend a specification equal to the 
original spec but for a less expensive 
material on a plant expansion job we 
were doing. Cut the cost about 10%.” 


* om 


“Another thing we like. These Na- 
tional Tube Distributors carry a complete 
stock of pipe sizes. 

“And the quality is excellent. In the 
past 20 years, we’ve had no trouble with 
USS National Pipe. If trouble were en- 
countered, we know help is as close as 
our telephone. We can call our National 
Pipe Distributor or National Tube, and 


the team goes into action immediately.” 
USS and NATIONAL are registered trademarks 


This mark tells you 
a product is made of 
modern, dependable Steel. 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco 
Pacific Coast Distributors 


United States Steel Export Company, New York 





Serving American Industry 
for 41 Years 


WITH A SALES POLICY SOLD 
100% THROUGH DISTRIBUTORS 


We are keeping it that way, we consider our distributors and 
their men the important part of our sales force and will 
continue our FULL CO-OPERATION and PROTECTION. 


We make a full line of Hack Saws and Band Saws for 
every type of metal cutting. Accepted by industry for 
41 years which proves their quality. 


Advertising is constantly before your trade, bringing 
out our SPARTANIZED advantages, and, that you can 
furnish from your stock. 


‘ys 


ey /' , * 
Here's Your Opportunity 

We have a few open territories. If any Distributor wants 

to tie up with a proven metal cutting line, write us today. 


and dont forget 


WE DON’T OVERLOAD TERRITORIES. 


partan. 


SAW WORKS INC. Other Spartans SPRINGFIELD, MASS. 


Hole Saws - Hacksaw Frames - Flat-Ground Steel - Tool Bits 


SO MUCH SAWING AT SO LITTLE COST 








' 
Pistol grip blow gun provides safe, 
comfortable, easy-to-control use 


Pistol grip blow gun is adaptable to 
a wide variety of uses, from fast dry- 
ing of work to clearing chips from 
work tables and removing dirt or oil 
from dies. Of lightweight aluminum 
construction (only 64 ounces), gun 
can be used continually on produc- 
tion lines without fatigue. Large 
hang-up hook helps keep it out of 
operators way when not in use. Non- 
slip grip assures safe handling even 
when operators hands are greasy and 
non-pinch trigger action provides 
positive metering of air flow. A. 
Schrader’s Son, Div. Scoville Mfg. 
Co., Inc., 470 Vanderbilt Ave., 


Brooklyn, N.Y. 


Vibration damping tape applies 
easily on thin sheet metal 


Vibration damping tape, called 
“Scotchfoam” No. Y-9052. consists 
of foam, plastic and high-tack adhe- 
sive. Tape is designed to reduce 
resonant vibration and accompanying 
noise by converting vibration energy 
into heat. Conformable even to rough 
and irregular surfaces, tape can be 
rapidly applied with just finger pres- 
sure against its plastic backing, re- 
quires no application tools. Tape is 
moisture and flame resistant. has high 
fatigue resistance. Suggested ap- 
plications on jets, autos, washers, 
metal cabinets, etc. 3M Co., 900 Bush 
Ave., St. Paul 6, Minnesota 
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Prime Contractor: Westinghouse Electric Corporation; Architect-Engineer: Gilbert Associates, Inc 


Bethlehem wire rope slings handle 


27-ton steel dome for containment vessel 


This hemispherical dish, made of 11/32 in. steel 
plate, is the dome of the containment vessel for a 
reactor constructed for Saxton Nuclear Experimental 
Corporation, a non-profit subsidiary of the General 
Public Utilities System. To support the huge dome 
while it was being lifted into position, they used 


four 1 in. by 60-ft Bethlehem slings, each made of 
Purple Strand wire rope. 

Your customers are sure to like Purple Strand 
because it’s so strong and tough, so easy to handle. 
For plenty of repeat business, make it a point to 
carry Bethlehem Wire Rope and Slings. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. Export Sales: Bethlehem Steel Export Corporation 


g Bethlehem Rope is readily available from our nationwide network of wire rope mill depots. ae 
a te 


for Strength 
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Economy BETHLEHEM STEEL ia 





NEW IDEAS IN MARKETING / ha Manufacturers Are 





Overall Excellence awards went to Boston Gear and B. F. Goodrich for magazine advertising, two classes of direct mail, catalog 


AD WINNERS PROMOTE DISTRIBUTOR 


Exhibits of some of manufacturers’ advertising 


and sales promotion show various ways of 


mentioning benefits of buying through distributors 


This is the 10th year that the two 
distributor groups—the National and 
Southern Industrial Distributors’ As- 
sociations—have presented awards to 
manufacturers for promoting in their 
advertising the benefits of distributor 
services. According to the judges who 
studied the entries from 72 manu- 
facturers, these past 10 years have 
forward in 


seen strides 


this kind of advertising effort. The 


great 


« becomes, in conse- 


yearly judging 
quence, a more exacting task. 
The purpose of the annual com- 


petition is twofold: (1) to illustrate 


how promotion of the distributor 
closes the gap between manufacturer 
and customer, and (2) to express 
official distributor appreciation to 
manufacturers dis- 
tributor services in their advertising. 

The NIDA-SIDA advertising and 
awards committee makes clear, how- 
ever, that it is not asking manufac- 
turers to their 
product advertising to the promotion 


of the The 


constantly reminded manufacturers: 


who mention 


subordinate own 


distributor. committee 


“First sell your product, then sell 
As the 


your distributors’ services.” 


committee points out in an instruction 


booklet to contestants: “If you market 
products through industrial distrib- 
utors, capitalize in your advertising 
and sales promotion programs on the 
added values consumers receive by 
through 


procuring products 


distributors.” 


your 


Awards are given for five classes 
of winning entries: 

Class A—Magazine advertising that 
states one or more benefits to users 
buying from industrial distributors. 

Class B—Direct mail 
facturer’s voice, making clear to user 


in manu- 


that manufacturer is stating the bene- 
fits, not the distributor. 

Class C—Direct mail advertising 
in distributor’s voice, with distributor 
stating the benefits of users’ channel- 
ing purchases through distributor. 
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Doing to Help Distributors Build Profitable Sales Volume 





YOUR 
RIPLE-S- SERVICE 


CATALOG OF WOOD CUTTING TOOLS 


Simonds Means Savings Whetever You Cut! 


ee ee ee 


RFECTIONEERS LVERY ORDER 
yo yom rh he Destribute s Trgle S Service 


= —s 
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Simonds advertising won overall excellence. 


FUNCTIONS 


Class D—Catalogs in current use 


that contain a statement of one or 
more benefits of buying from dis- 
tributors. 


Class E—Overall 


carrying out competition’s objectives 


excellence in 


in all four of the above categories. 
The committee also names a num- 

(this 

year 17 were named) to recognize 


ber of “honorable mentions” 
runnerup advertising efforts. 
This year’s recipents of overall ex- 


cellence awards are Boston Gear 


Works, B. F. Goodrich Industrial 
Products Co., and Simonds Saw & 
Steel Co. Each company submitted 
entries in all four classes. 

The Boston Gear entries (see illus- 
tration above) all promoted product, 
but kept the “call your distributor” 
theme running strongly throughout. 
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In its magazine advertising, Boston 
referred readers to the telephone book 
“Yellow Pages” to locate the nearby 
industrial distributor, and employed 
the distributor emblem. The fact of 
the distributor having the firm’s prod- 
ucts in stock was stressed in the ad- 
vertisement copy. 

Boston’s direct mail in manufactur- 
er’s voice left room for distributor’s 
imprint, while its direct mail in dis- 
tributor’s voice left the first page to 
be made up with the distributor’s 
letterhead and a message simulating 
a letter from the distributor’s sales 
the 


catalog devoted a full page to the 


manager. Again, company’s 
advantages of dealing with distrib- 
utors: 

“To make Boston Gear products 
available to any buyer anywhere, 
distribution facilities must be as big 
as all industry, expanding with it. For 
this reason, Boston Gear products are 
sold through industrial distributors.” 

Then follow 
describing the 
stocks, factory-trained 


access to Boston’s own engineers, 


several paragraphs 


full 


specialists, 


distributor’s 


prompt delivery service. 

Simonds Saw & Steel pieces dis- 
played the distributor emblem. Copy 
in its magazine advertising pushed 
the distributor and also effectively 
sold product. Example: “Back of the 
‘controlled 


conditions’ quality of 


every Simonds cutting tool is the 
‘Triple-S-Service’ of your local Sim- 
onds distributor.” The “Triple S” the 
company defined in the headline as 
“local skill, local stock, local speed.” 
The company’s catalog showed the 
distributor emblem prominently, and 
left ample space for the distributor’s 
imprint. 

B. F. Goodrich’s well-known series 
of advertisements describing applica- 
tions of its products highlighted the 
distributor’s part in helping the cus- 
tomer solve a problem: “When a 


B. F. Goodrich distributor heard of 


the problem, he recommended a 
BFG belt .. .” And further on: “In 
this foundry, the purchasing agent 
had a good rule. Instead of accepting 
the high cost of frequent replace- 
ments, he called in a BFG distrib- 
utor...” It is reported that Goodrich 
distributors actively participate in 
collecting case history information 
for this series of advertisements. 
The back cover of Goodrich’s 
catalog carries a prominent message 
in favor of the distributor: “It pays 
to make your B. F. Goodrich distrib- 
utor your chief supplier . . . for fast 
delivery on most items from local 
stock, for top quality products, to 
save buying time, for a dependable 
source of supply.” On the front cover 
was room for the  distributor’s 
imprint. 
There 
given Class A awards—Acme Chain 
Co., Chain Belt Co., Republic Steel 
Corp., Henry G. Thompson & Son, 


were four manufacturers 


Co. The magazine advertising of 
each company was judged not only on 
the 


sistency with which it cited benefits of 


its content, but also on con- 
buying from distributors. Each com- 
pany making entries in this category 
had, therefore, to submit a schedule 
showing where and when his adver- 
tising appeared. 

Both Acme Chain and Chain Belt 
emphasized the ability of distributors 
to serve customers with large local 
stocks. One of Chain Belt’s adver- 
tisements for its “Rex” line showed a 
map of the United States with fac- 
tories, district sales offices, ware- 
houses, and distributors plotted, over 
the headline: “Twenty-four hours 
off-the-shelf service . . 


An inquiry coupon attached to this 


. anywhere.” 


particular advertisement addresses 
the prospect’s request to the com- 
pany: “I am interested in learning 
more about the plus value services 
Rex 


provided by my distributor. 


continued 
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ACME vs reeucoes 
ARE BLADY TO Stevi vou 


Winning business magazine advertisements, besides pushing product, stressed availability through distributor stocks. 


Send me his name and address.” 
Republic Steel Corp. submitted a 
advertisements 


series of magazine 


stressing product application and 
quality, ending with “For complete 
information, check with your Repub- 
lic distributor or write Republic Steel 
Corp.” 

award- 


Henry G. Thompson’s 


winning ads concentrated on the 
product story, ending with: “Avail- 
able only through your local indus- 
trial distributor.” 


The advertising and awards com- 


this established 


awards for direct mail, recognizing 


mittee year two 
that in addition to pieces written from 
the manufacturer’s standpoint, many 
a manufacturer has long prepared 
pieces in which the distributor can, 
in effect, speak for himself. 
Submissions of the two winners 
in Class B—Belmont Packing & 
Rubber and Simonds Abrasive Co. 
achieved what the judges were look- 
ing for. The Simonds mailing pieces 
carried strong sales messages for the 


product, stated benefits of buying 


from distributors from manufactur- 
er’s standpoint, and provided space 
for distributor’s imprint. One of the 
Belmont pieces listed the firm’s in- 
dustrial distributors geographically, 
stating: “Select the distributor near- 
est you, and let him assist you.” 

One of the two Class C winners, 
SKF Industries, showed a mailing 
piece with copy written from the dis- 
tributor’s viewpoint: “We've solved 


some real posers in our day by de- 


livering the right product at the right 


continued on 136 


Cleveland Twist, Dumore, Illinois, and Lunkenheimer (not shown) catalogs spell out how distributor service aids buyer. 
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YOU CAN HELP YOUR CUSTOMERS 


© cut their caster replacement costs 


NOW 


YOU CAN SELL THE 


© simplify their caster inventories 


® © select casters more accurately through 
planned standardization 


Rapistan Casters make steady sales. Because they have such 
wide application, these 5 standardized series enable you to 


STANDARDIZED 
CASTER LINE 


sell 90% of all caster requirements. And, for special re- 
quirements, Rapistan also offers you a full line of hot forged 
and other special construction casters. 


alelacMmelFiialelihiels 
profits 


SSSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSSSSSSSSSSSSSSSSSSSESSSSESESSCESESCSESE 


THESE 5 STANDARDIZED CASTER SERIES SERVE MOST REPLACEMENT NEEDS 


BUSS 


Heavy Duty 

5400 Series—COLD- 
FORGED construction, suit- 
able for power towing and 


Medium-Heavy Duty 

§200 Series—COLUD- 
FORGED for many manu- 
facturing and ware-housing 
applications, involving rugged non-powered 
loads to 1200 Ibs. per equipment, loads to 2,500 


General Duty Light-Medium Duty 
3100 Series—a new, eco- 4000 Series—-COlLD- 
nomical, cold-formed caster FORGED, a versatile “jack- 
—the only true “no-king- of-all-trades” for loads to 
pin” design. Handles loads 500 Ibs. per caster 

to 600 Ibs 


Medium Duty 

4300 Series—COlLD- 
FORGED, rugged construc- 
tion, ideal for general 
factory and warehouse ap- 
plications to 800 Ib. loads 


caster Ibs 


MORE PROFITABLE FOR YOU TO SELL 


June 


Rapistan offers you a full program of sales aids 
and sales promotion, geared to the needs of 
industrial distributors, to help you sell more 
Rapistan casters — profitably. 


Selling Assistance 

Rapistan factory specialists are available to work with 
your salesmen, introduce Rapistan casters to new 
users, help develop applications with your present 
customers. Local engineering facilities are available 
in many areas to assist you with special applications. 


Sales Training 

Practical caster application training is available for 
your sales force through training schools conducted at 
the Rapistan factory, at regional locations, or in your 
own establishment. 


Rapid Deliveries 

Rapistan’s standardization program eliminates need 
for you to inventory large stocks. Rapistan will de- 
liver the casters you need fast. “Rapidstock” service 
is available on emergency orders, from large factory 
stocks and regional warehouses. 


1961 


Distributor-approved Sales Policies 

Rapistan’s distributor sales policies are designed for 
your profit and protection. Your sales territory is 
protected — Rapistan will not sell directly to your cus- 
tomers or appoint directly competitive distributors. 
Price structure provides high gross margins, yet lets 
you sell competitively. 


Aggressive Sales Promotions 
Your sales efforts are made more effective by a full 
program of sales and advertising support. Product 
samples are furnished. Complete literature is avail- 
able. Rapistan casters are nationally advertised by 
direct mail, in leading national business and industrial 
magazines,at important trade shows. You get effective 
local tie-in advertising materials 
For detailed information about a profitable Rapistan 
caster sales franchise, write to The RAPIDS- 
STANDARD CO.), Inc., Dealer Products, 655 Rapistan 
Bidg., Grand Rapids 2, Michigan. 


‘Kapialan- 


CASTERS AND WHEELS 





_ 
| INDUSTRIAL DISTRIBUTION I want my own copy of every one of INDUS- 
| 330 W. 42nd Street, TRIAL 


How many of your distributor friends, 


employees, associates, know the facts 
behind these stories? 


(If they have any difficulty, pass along this issue of 
INDUSTRIAL DISTRIBUTION and suggest mailing 


the subscription order form below right away!) 


[ | “Stockless Purchasing’—How do you answer your cus- 
Laid 


tomers’ questions about this hold new idea? 


How does an efficient salesman “research” his customers to 
improve his skill in solving customer problems? 


What is decision-making simulation? 


How can you use distribution cost accounting figures to 
set company profit goals—and reach them! 


What are the major markets and industries for industrial 
products? How can you adopt the “creative selling ap- 
proach” to these markets? 


What were total distributor sales last year? Was gross 
margin maintained? Were sales-per-salesmen up or down? 


Regular readers of INDUSTRIAL DISTRIBUTION should be 
familiar with these subjects. They were all covered in articles 
during the past year. (We'll be happy to tell you which articles, 
if you want to double-check your ID “I.Q.”—or if you became 
a new ID subscriber since January, 1960.) But here’s the point: 
every issue of ID is fresh, useful, vitally important to everyone 
interested in cutting costs, improving sales technique, building 
better profits. If you know someone who can cash in on ID's 
profit making articles each month, pass along this issue today! 


INDUSTRIAL 
DISTRIBUTION 


OFFER GOOD FOR INDUSTRIAL DISTRIBUTORS ONLY 


DISTRIBUTION’s helpful monthly 
issues. Enter subscription: [] Two years, $7 


| New York 36, N. Y. One Year, $4. 


136 


Payment enclosed ....Send bill 


NAME POSITION 
}] Home 


Send to . 
|] Business 


CITY (P.O. ZONE) STATE 
COMPANY NAME 


NATURE OF BUSINESS 
* Abort tes are for U.S eign your, $2 wo yours, $30. U.S. Dollars) 





time . . . from our complete stocks 
of SKF ball and roller bearings and 
pillow blocks . . .” Parker-Kalon, the 
other winner, prepared similar pieces. 

The award-winning catalogs em- 
ployed space to advantage in pro- 
moting distributors’ services. The 
Lunkenheimer Co. catalog, a hard- 
cover, 423-page book containing 
product, selection, and engineering 
information, starts off in its first 
pages with this: “For dependable 
service you can’t match a Lunken- 
heimer distributor. Along with a 
superior product, valve users need 
dependable suppliers. Sources of 
supply must be strategically located 
and staffed by training sales-engineer- 
ing minded men, capable of rendering 
the kind of service required. Lunken- 
heimer distributors form a sales-engi- 
neering and dependable service net- 
work that covers the leading markets 
of the world.” 

This particular copy goes on to 
mention the company’s advertising 
and sales promotion program in 
support of distributors and its train- 
ing sessions for distributor salesmen. 
It points out, also, that 60% of the 
company’s distributors have held 
their Lunkenheimer franchises from 
30 to 90 years. 

The Dumore Co.’s catalogs cover- 
ing its various power tool lines 
devotes the back cover to urging cus- 
tomers to buy “with confidence” from 
an industrial distributor. Displayed 
are Dumore’s circular trade mark 
and the distributor emblem flanking 
the cover of the firm’s sales policy. 
Copy states in part: “The relationship 
of the Dumore Co. and the Dumore 
distributor is outlined in a written 
statement of policy . . . This policy is 
based on forthright business prin- 
ciples and on a mutual determination 
to meet industry’s tool requirements 
quickly, effectively and courteously 
with the finest industrial prod- 
ucts...” 

Illinois Tool Works’ catalog lists 
seven advantages of dealing with dis- 
tributors, and spots further references 
to distributors in other parts of the 
publication. 

Cleveland Twist Drill, in its big 
catalog, gives a page to enumerating 


continued 
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Rapid outside temperature variations require reliable heating systems to protect delicate carnation plants. Here, a six-inch main line 
feeds off to two-inch feed lines. Over 34,000 ft of Spang Steel Pipe was used to provide overhead heating in four Denver greenhouses. 


@ SPANG Steel Pipe installed in new type 
heating system at 4 Denver greenhouses 


Until recently, greenhouse heating pipes were usually in- 
stalled under growing benches. Flower growers believed 
that maximum root action could be obtained through 
alternately sprinkling the soil and drying it with heat 
from the pipes. 

Today, in Denver, this has changed. In four new green- 
houses in the Denver area, controlled air moisture pro- 
vides just the right humidity throughout the greenhouse. 
And SPANG Steel Pipe has been installed over the growing 
areas to provide uniform steam-heat temperatures the 
year around. 


Denver weather creates heat 

control problems 

Raymond Petty, co-owner, Petty Greenhouse Construc- 
tion Company, Denver, reports: “About 90% of green- 
house production here is in carnations, and these plants 
are very susceptible to cold weather. We get rapid tem- 
perature variations, and it takes an efficient and depend- 


able heating system to protect the high investment in 
plants. We must guarantee a 50°F inside temperature at 
minus 10°F outside. 

“We know with SPANG we have a good, uniform, re- 
liable pipe in the heating systems. The pipe arrived in 
excellent condition—no burrs or interior obstructions, 
no holes or leaks at the threaded joints. It has excellent 
welding characteristics. We installed about 34,000 ft of 
SPANG in the four greenhouses, and we expect it to give 
at least 20 years of service.” 


Let SPANG uniformity work for you 


. .. to help you make fast, trouble-free installations. See 
your local SPANG Distributor for service. SPANG Steel Pipe 
is one of the many fine products 
produced by National Supply Divi- 
sion, Armco Steel Corporation, Two 
Gateway Center, Pittsburgh 22, Pa. 
SPANG Distributor: Central Pipe & Supply Co., Denver, 


Steel’s Symbol 
of strength, 
long life, 

and economy 


Colorado 


€ ? ; sicula 
ARMCO National Supply Division 
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MANUAL IMPACT 
WRENCH 


SWENC 


Cuts Machine 
Downtime from 
36 hours to % hour 


Machine downtime was 36 hours when 
a hand wrench and sledge were used. 
SWENCH did the job in just 30 minutes. 


Here’s why industrial tool distributors are selling SWENCH wrenches 
in practically every type of industrial plant. It saves machine down- 
time . . . saves man-hours . . . and reduces the equipment required 
for the job. 

Downtime for the removal of hex nuts on moulding machine injection 
nozzles at Sun Plastics Company, in Cuyahoga Falls, Ohio, was 36 
hours. Maintenance man-hours cost $90. Total cost for the job was 
about $5,400. 

With a SWENCH Manual Impact Wrench, the entire job was com- 
pleted in just 30 minutes, for a saving of more than $4,000! 

Savings like these are typical of what you offer your customers when 
you demonstrate the SWENCH wrench. On the toughest loosening 
jobs . . . and for precision tightening, you can show him how a 
SWENCH wrench will save time . . . save money . and do more 
jobs with greater safety. The completely portable SWENCH requires 
no outside power source — all of the impact power is built into the 
wrench. There is a SWENCH wrench for practically every job. Sizes 
range from 42” to 1'2” square drives, delivering from 250 to 7,000 
ft.-Ibs. of torque. 

Demonstrate and sell a SWENCH wrench to your customers today. 
It’s priced to make a profit for him — and you, too. 


MARQUETTE DIVISION 


CURTISS @ WRIGHT 


1145 Galewood Drive, Cleveland 10, Ohio 
Distributed in Canada by Canadian Curtiss-Wright Ltd. TORONTO & MONTREAL, CANADA 
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SKF’s winning direct mail piece addresses 
distributor's message to customer. 


the services of distributors. Some of 
the copy reads: “The Cleveland Twist 
Drill Co. has always sold through in- 
dustrial distributors who stock our 
products and provide efficient cus- 
tomer service at lowest possible cost 

To you, as buyer, this offers 
many advantages. It means that your 
distributor can give economy, speed, 
reliability, and personal contact to a 
degree that would be impossible 
under any other method.” 

There were 17 manufacturers given 
honorable mention for their entries 
in the various classes, but space 
doesn’t permit discussion or display 
of their advertising. Their efforts, 
along with those of the main award 
winners, leave little doubt of a close 
partnership existing between manu- 
facturers and their distributors, of a 
marked effort by manufacturers to 
sell through and not to distributors. 


Crane Reorganizes Its 
Valve Servicing and Repair 


Crane Co., Chicago, has announced 
the formation of a new valve serv- 
icing and repair division with plants 
and offices throughout the country. 
to expedite the overhauling and re- 
conditioning of industrial valves and 
specialty piping machinery. 

The first of the new division’s 
network of facilities is now in op- 
eration in Chicago, Houston, and 
Los Angeles. 
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While the new facilities are pri- 
marily set up for the repair of Crane 
valves, other brand-name valves can 
be handled by the company’s tech- 
nicians. At present, repairs are 
limited to iron and steel valves as 
follows: steel valves, series type, any 
make; iron valves, four in. and 
larger, any make; Crane specialty 
valves and piping machinery. 

As an additional service to cus- 
tomers, an experienced valve special- 
ist will estimate the repair charges 
before proceeding with the job. If 
the charges exceed 40% of the cur- 
rent replacement price of a new valve, 
the specialist will guide the customer 
in re-appraising his valve control 
system, and outline a more efficient, 
low-maintenance valve system. 

Every valve reconditioned by the 
new division will be covered by the 
same product warranty applying to 
new Crane valves. 


Beaver Tool Issues 
New General Catalog 


Beaver Tool & Engineering Corp., 
Gaylord, Mich., has issued a new gen- 
eral catalog containing full data on 
“Ogesto” and “Beaver” quick change 
shank milling, drilling, and boring 
accessories; adjustable tools designed 
for tape control or conventional ma- 
chines; “Calibore” boring units and 
boring insert units for semi-flush 
and finishing boring operations; bor- 
ing bars, heads, and bar blanks with 
various shanks; arbors, spacing col- 
lars, bearings, and nuts; taper-shank 
milling, drilling, and boring acces- 


sories; and inserted blade cutters. 


Link-Belt Issues 
Coupling Folder 


Link-Belt Co., Chicago, has issued 
a six-page folder on its “Type MC” 
geared flexible motor couplings. The 
publication brings together pertinent 
data on the firm’s motor couplings. 

It includes, also, three new 
features added to the line: new cor- 
rosive-duty cover; new spacer adapter 
for easier maintenance; and a larger 
size added to the line. 
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Equple —a complete line of storage equipment - 


ALL 

from 

ONE 
SOURCE 


EQUIPTO is the only complete line 
sold only thru you — the Distributor 
— never direct. Don’t sell just half a 
line, sell the full line. Save time, save 
effort . . . only one catalog to handle, 
one purchase order to make, one lower 
combined freight rate, only ome in- 


voice to handle. 


EQUIPTO’s ability to provide prompt 
service, quality merchandise and a fair 
and impartial dealer policy, plus 
consistent advertising in national pub- 
lications, and generous supplies of 
free literature, makes EQUIPTO 
products a leading line with aggres- 
sive distributors. If you are not han- 
dling the EQUIPTO line, it will pay 


you to get full details now! 


Crple 
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Bay State has just completed a concentrated research 
and engineering program designed to make Bay State 
mounted wheels the finest available anywhere. Results are 
paying off for users in more uniform grinding action... 


x Au 
Sl 


set a new 


POSITIVE WHEEL-TO-MANDREL BOND Deeply 
knurled mandrel ends andspecially formu- 
lated bonding material weld wheel and 
mandrel into a single, rock-solid unit. Con- 
stant, rigid quality control tests are made 
to check this Bay State feature. 


standard 


easier operation ...and virtually complete elimination 
of defective materials and workmanship. These wheels 
are as nearly perfect as the most advanced abrasive 
technology can make them 


SUPER-ACCURATE CONCENTRICITY Every 
wheel is molded oversize and then ground 
to shape on its own mandrel so that it auto- 
matically becomes perfectly symmetrical 
and is perfectly concentric with the cen- 
ter of the mandrel itself. Result: Every 
wheel runs true from start to finish ... no 
breaking in required ... no hard spots, no 
soft spots, the whole wheel does a 100% 
job of grinding right down to the mandrel. 


BAY STATE 





diameters are uniform to very close toler- \ Bay State Abrasive Products Co. 

ances. No fumbling when operator changes Westboro, Mass. 

wheels because new wheels can be locked .\ I , ; 

into place with a minimum change in the iicones interested m= the advantages of 

collet or chuck setting. ' being a Bay State distributor. Please have 
your representative contact me. 


COMPLETE INVENTORY IMMEDIATELY AVAILABLE Hundreds of 
different combinations of shape, grit, size, porosity, bond and 
mandrel size are in stock, ready to be shipped to users im- . 
mediately. Bay State’s 30-page catalog makes it simple to wee Name 


choose the specs you need for any job. Add 

Bay State’s leadership in mounted wheels illustrates but one oxtaue 

of the many competitive advantages enjoyed by Bay State : City State 
distributors. If you would like to discuss these advantages in 
detail, just fill out and mail the coupon. 


ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices: Chicago, Cleveland, Detroit, Los Angeles, Pittsburgh. Distributors: All principal cities. 


Company 








NEWS OF PEOPLE AND EVENTS To Keep You 





ASMMA Sponsors Distribution Conference 


ASMMA Will Invite Industrial Distributors To A Two-Day Meeting 
In Cleveland On Problems Of Interest To Members Of The Industry. 


Plans are almost completed for a joint conference between leading manufac- 


turers of industrial machinery, equipment and supplies, and leading industrial 


distributors of their products. The meeting will be held at the Statler-Hilton 
Hotel, Cleveland, on September 11 and 12, 1961 and sponsored by ASMMA. 


Highlights of the conference will be 
reports on: The Impact Of Foreign 
Competition On Industrial Distribu- 
tion, The Robinson-Patman Act, An 
Make 
Money, and Why My Company Does, 
and Why Not, 


Buy Through Industrial Distributors. 


Industrial Distributor Can 


My Company Does 

In addition there will be panel dis- 
cussions of each subject by panels 
indus- 


made up of manufacturers, 


trial distributors and purchasing 
agents. 

The Conference is sponsored by the 
100 manufacturing members of the 
American Supply & Machinery Manu- 
ASMMA will 
distributors includ- 
National 


Southern Distributors’ Association to 


facturers’ Association. 


invite industrial 
ing members of the and 
join with them in the conference. 


Leading figures in business and 
t P 

finance will be featured speakers at 
the luncheons during the two-day con- 


ference. 


Cummings Elected President 
Of Lowell Wrench Co. 


Henry S. Cummings, Jr., was elected 
Wrench Co., 


Massachusetts manufacturer of indus- 


president of Lowell 
trial ratchet wrenches. 
Mr. Cummings has served in sev- 
eral management positions since he 
joined Lowell Wrench in 1954, 
Prior to joining the firm he was 
division chief in the U. S. Army Ord- 
nance Guided Missile School and was 
employed as an engineer with Singer 


Material Handling Distributors 
Elect Ferguson President 


Don 5S. Ferguson, vice president and 
of Robert H. Co., 


Los Angeles, was elected president 


secretary Braun 
of the Material Handling Equipment 
Distributors’ Association at the As- 
sociation’s national convention. 

Mr. Ferguson, the fifth president 
of MHEDA, has been with the Braun 
Co. since 1942. 

After serving in the Navy during 


WWII, he 


was 


returned to the firm and 
elected secretary-treasurer in 
1947. Since then he was appointed 
vice president and secretary, and 
put in charge of sales operations. 
Mr. Ferguson has been a member 
of the Los Angeles Chapter of the 
American Material Handling Society 
since its organization. He is cur- 
rently a member of the board of di- 
rectors. He is now serving as 


MHEDA director of Region 10. 


Don S. Ferguson 


Walter L. Wise, Jr. 


Walter Wise Elected President 
Of Henry G. Thompson & Son Co. 


Walter L. Wise, Jr., was elected pres- 
ident of The Henry G. Thompson & 
Son Co., at the annual meeting of 
the firm’s board of directors. 

Other elected 
Thompson, 


Fel- 


president ; 


officers were, 


lowes vice 
A. W. Tucker, vice president, sales; 
J. T. Barrett, secretary-treasurer, and 
R. N. Whelahan, assistant secretary- 
treasurer. 

Mr. Wise was executive vice pres- 
ident of the company. Prior to join- 
ing Thompson, he was general man- 
ager of the Hand Tool Division of 


Sargent & Co. 


Rose And Smith Promoted 
By Colorado Fuel & Iron Corp. 


Leonard C. Rose was elected execu- 
and Rudolph 
Smith, executive vice president-op- 
erations, by the board of directors 
of Colorado Fuel & Iron Corp. 


Mr. Rose was serving as director 


tive vice president 


of purchases since 1947. He joined 
CF&I in 1929. 
Prior to this he was with Ford 
Motor Co. and Algoma Steel Corp. 
Mr. Smith was works manager of 
CF&I’s Pueblo, Colorado plant since 
1951. He joined the firm in 1927. 
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Informed of News Developments Among Industrial Distributors and Manufacturers 





P.A.’s Urged to Develop 
Local Sources of Supply At Meeting 
Of Houston Purchasing Agents 


The purchasing agent should realize 
he has another broader duty—that 
is to help develop the economy of the 
area where his firm does business. 

This point was emphasized by 
Arthur V. Wiebel, president of 
United States Steel’s Tennessee Coal 
& Iron Div., Fairfield, Ala., in a talk 
before members of the Houston Pur- 
chasing Agents Assn. 

Mr. Wiebel questioned the advis- 
ability of buying cheaply made goods 
from distant sources. He suggested 
P.A.’s carefully weigh whether the 
supplier is prepared to service the 
goods he sells or is content merely 
to deliver the goods, collect his pay- 
ment and retire from the field. 

He urged P.A.’s to find and de- 
velop Southern sources of supply, 
both to improve their service to their 
own companies and to give impetus 
of the South. 
“that as the 
continues to 
the 


to the economic growth 
“We know,” he added, 
of the South 
we shall 
of that growth.” 

There are two ways a purchasing 


economy 


grow, share in fruits 


agent can aid in the industrial de- 
Wiebel 


knowing 


velopment of a_ region, 
First, by 


sources of supply intimately and be- 


pointed out. 
ing immediately aware of the avail- 
ability in his area of materials his 
company needs. Second, by helping 
to develop nearby sources of supply. 


ANDERSON REJOINS DRESSER 


Former Secretary of the Treasury, 
Robert B. Anderson, rejoined the 


Hendrie & Bolthoff Marks 20 Years Of Service 


Hendrie & Bolthoff, Denver, is mark- 
ing its 100th year of service to its 
many customers. 
The 


merce devoted an entire program as 


Denver Chamber of Com- 
a testimonial, to Herbert G. Andrews, 
president, and to the 100th anni- 
versary of the founding of the firm. 
Hendrie 
foundry and machine shop in Cen- 
tral City, Colo., in 1861. By 187 

when Henry Bolthoff joined the op- 
the 


booming and no longer could the 


Charles established his 


eration, mining industry was 
Central City plant meet the demands 
of its customers for more and better 
machinery. 

As a result, the firm became a dis- 
tributor, representing manufacturers 
of mining supplies. In 1876, the firm 
opened a branch office in Denver, 
1880 of the 


was transacted there. 


and by most business 
On a second 
move, present facilities were pur- 
chased at 17th and Wazee. By 1915, 


H&B set up an automotive division. 


In 1932, the firm began establish- 
ing branch stores, the first one open- 
ing in Pueblo, Colo. Since then, 18 
additional outlets were established in 
Colorado, New Mexico, Nebraska 
and South Dakota. In addition, 
H&B’s sister firm, The Casper Supply 
Co., operates nine outlets in Wyom- 
ing and Montana. 

Mr. Andrews became president in 
1958, 
through secretary and treasurer. He 
joined the firm in 1935. Since 1951, 
he has been a director. 


advancing from auditor, 


ARO CHANGES NAME 


At the annual meeting of The Aro 
Equipment Corp, stockholders voted 
to change the name of the firm to 
The Aro Corp. The new name, as 
explained at the meeting, will iden- 
tify the firm more clearly and sig- 
nify its expansion into a wider range 
of products and markets. 


W. C. DuComb Honored For 25 Years Service As A Chain Belt Distributor 


; 


William F. DuComb, president, W. C. DuComb Co., Detroit, accepts a plaque marking 
his firm’s 25-year association as a distributor for Chain Belt Co. At the presentation 
are L. B. Burgeson, DuComb sales manager; Lyman Kenney, Chain Belt’s Detroit sales 
engineer; Regis A. Seidenstricker, Jr., Chain Belt distributor sales manager; William 
F. DuComb, president; John C. Toomey, manager of Chain Belt’s Detroit office. 


board of directors of Dresser Indus- 
tries, Inc. Prior to his appointment 
to the Treasury, he served as Secre- 
tary of the Navy. 
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Wholesalers Praise Kennedy's Tax Message, 
But With Certain Reservations 


Inventory And Accounts Receivable Not Included In Measuring Credit 


In The New Tax Law Based On The Reinvestment-Of-Earnings Principle 


The National Association of Whole- 
salers praised President Kennedy's 
tax message for its endorsement of the 
reinvestment-of-earnings tax credit 
the 


pressed concern at the lack of inclu- 


principle. However, group ex- 


accounts 
the 


inventory and 
the 
amount of the credit. 


NAW president W. D. Jenkins 


said: “The nation’s wholesalers and 


sion of 


receivable in measure of 


customers have long advocated a tax 
credit, or adjustment, based on the 
reinvestment - of -earnings principle. 
The President's endorsement of this 
tax philosophy and his statement of 
the compelling reasons therefor are 
most welcome news. It will now be up 
to the Congress to decide what the 
for the 
credit should be.” 

The 


then added, “The President’s recom- 


exact formula measuring 


wholesale association head 
mendation is lacking in recognition 
and understanding of the capital 
problems of the vast majority of dis- 
tribution and service businesses, in 
that it ignores the necessity of in- 
creased capital investment in inven- 
tory and accounts receivable, if these 
businesses are to grow.” 

Mr. Jenkins then explained that the 
recommendations of the Administra- 


the the 


amount of credit for investment in 


tion confine measure of 
growth, to expenditures for plant and 
equipment. “This means that only 
when a retail, wholesale or service 
establishment reinvests earnings in 
new plant and equipment will it earn 


Mr. 


Jenkins. “New capital expenditures 


a growth-tax credit,” said 
in inventory and accounts receivable 
are absolutely necessary to any expan- 
sion or growth in the economy,” the 
wholesale association executive added, 
“and growth in gross national prod- 
uct and employment is what we are 
all seeking.” 


“The most efficient mass produc- 
tion plant and equipment is absolutely 
useless unless it is backed up by an 
equally efficient mass distribution 
system. The distribution and service 
segments of the economy must be 
adequately financed to acquire mod- 
ern plant and equipment, of course,” 
said Mr. Jenkins, “but they must also 
have sufficient capital to buy and hold 
the output of our factories, mines and 
farms at or near the point of con- 
sumer demand until that demand is 
satisfied by a final sale to the con- 
sumer or business user. In a vast 
majority of cases,” he said, “that final 
sale must be financed by the seller. 

“Capital invested in inventory and 
accounts receivable, therefore, can 
readily be seen to be just as important 
to national economic growth as capi- 
tal invested in plant and equipment.” 

The NAW president then suggested 
that the appropriate Committees of 
the Congress should give careful 
consideration to the reinvestment of 
earnings tax credit formula contained 
in the Ikard-Curtis-Sparkman bills, 
which the NAW and over 199 other 
national business associations have 
been supporting. 

“We welcome the support of the 
new Administration, for this long 
overdue, new concept in tax policy,” 
concluded Mr. Jenkins. “We urge 
only that the President’s recommenda- 
tion be broadened to include inven- 
tory and accounts receivable in the 
measure of the amount of tax credit, 
in addition to plant and equipment, 
in order that the application of this 
very sound tax policy may be of 
greatest good to the greatest number 
of all businesses. This will assure its 
maximum stimulation of employment 
and of the whole economy.” 

The National Association of Whole- 
salers is a federation of 32 national 
wholesale associations. 


George W. Levering, Jr. 


Levering Elected President 
Of North Texas Distributors 


The North Texas Industrial Distrib- 
utors’ Association named George W. 
Levering, Jr., president for 1961. Mr. 
Levering is president of Engineering 
Supply Co., Dallas. 

The Association’s new slate of of- 
ficers also includes Travis Tucker, 
Airsco Rubber Products, first vice 
president and chairman of the pro- 
T. Blevins, Jr., 


Stanco Co., second vice president and 


gram committee; J. 


chairman of the program committee, 
and Joe L. Dunlap, Engineering Sup- 
ply Co., secretary-treasurer. All the 
firms are in Dallas. 


Marshall Steel Appoints Rittger 
General Sales Manager 


Herman M. Rittger was appointed 


general sales manager of The Mar- 
shall Steel Co., by Alan C. Hen- 
derson, vice president. 

Mr. Rittger has represented Mar- 
shall Steel since 1956 in New York, 


Ohio and Michigan. 


Herman M. Rittger 


INDUSTRIAL DISTRIBUTION 





Purchasing Executives Report 
Definite Improvement In April; 
Business Now In Recovery 


Substantial improvement is noted by 
purchasing executives in their April 
reports, according to the composite 
opinion of purchasing agents who 
comprise the Business Survey Com- 
mittee, National Association of Pur- 
chasing Agents. 

According to the results of the 
monthly survey, there can no longer 
be doubt that the dynamics of busi- 
ness recovery have been set in mo- 
tion. The upturn, first signaled : by 
reporters in January, shows further 
strength in the current reports. 

Only once in the last 51% years 
has so large a percentage (58%) re- 
ported improvement in new orders, 
and that was in September, 1958. 
Since October, 1955, only once has 
so small a percentage (9% ) reported 
a worse new order situation, and 
that was in May, 1959. 

Production is keeping pace with 
new order placement. The 48% re- 
porting higher production levels is 
the largest number since the pre- 
steel strike month of May 1959; and 
the 12% reporting lower production 


levels, is the lowest since July, 1959, 


the month the steel strike started. 
While these percentages indicate 
that recovery is under way, the re- 
marks of reporters to the NAPA’s 
monthly survey warn us not to get 
A definite note of 
the 
some reporters are keeping 


on cloud 9 yet. 
comments ; 
their 
fingers crossed for a fair second 
quarter and a better third quarter, 
while others point to the possible 
automobile strike and the pending 
July-August vacation shutdowns as 


caution permeates 


potential dampers on the economy. 

Purchasing executives persist in 
holding a tight hammer-lock on 
inventories. In spite of the improve- 
inventory con- 


ment in business, 


sciousness is apparent. Further re- 
ductions are reported in April. The 
survey shows that 18% of the re- 
porters have added to inventory, up 
from 16%; and 27% report lower 
figures, down from 30% last month. 
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Robert L. Hamilton (left) Dumore president, chats with Klem Vakos, dinner chair- 


man, State Street District Business 


Men’s Association; Elroy Bastian, president. 


Dumore Co. Honored For Distinguished Service By Local Businessmen’s broup 


The Dumore Co. of Racine, Wiscon- 
sin, was honored at an annual dinner 
of the Racine Wisconsin State Street 
District Business Men’s Association. 
Robert L. Hamilton, Dumore presi- 
dent, was presented with a gold 
plaque “in recognition of 48 years of 
distinguished service to the industrial 
and civic development of Racine.” 

Each year, the Association selects a 
company from the area for outstand- 
ing contributions to the community, 
and awards a plaque to that company 
in recognition of its civic activities 
within the community. 

At the dinner, a special program 
was prepared by the Association, 
giving highlights of the firm’s history. 

Founded in 1913, the Dumore Co. 


Middleton Elected President 
Of Fafnir Bearing Co. 


Keith T. Middleton was elected pres- 
ident of The Fafnir Bearing Co. at 
the annual directors meeting. He suc- 
ceeds Clarence G. Rosenweig, who 
was elevated to vice chairman of the 
board. 

Mr. Middleton was formerly ex- 
ecutive vice president and secretary. 
He becomes chief operating officer 
and the sixth president of the firm 
in its 50-year history. 


has been an important factor in estab- 
lishing Racine as the “small electric 
motor capital of the world,” accord- 
ing to the firm. Mass production of 
small, high-speed motors was made 
possible through manufacturing meth- 
ods and processes developed by 
Dumore’s founders. 

In a letter sent out to Dumore’s top 
50 distributors, Mr. Hamilton said 
“Part of any honor given The Du- 
more Company belongs rightfully to 
our distributors, because our success 
is only as great as their cooperation 
and loyalty have made it. We have 
sent you this program to give you 
a chance to share this honor with 
us. Thanks for helping to make it 


possible.” 


According to the firm, Mr. Rosen- 
weig’s post is a new one and was 
created to allow the firm the benefit 
of his advice and experience while 
fulfilling his plan to be relieved of 
responsibility for operations. He will 
work with Mr. Middleton and Board 
Chairman Stanley M. Cooper, who 
continues as chief executive officer. 

Randolph B. Robert was elected 
secretary-treasurer. He with 
G. Fox & Co. before joining Fafnir 
in 1951. He was elected treasurer of 
the company in 1959, 


was 





Panel on distribution: J. E. Condon, buyer, Shell Pipe Line; Chris H. Groneman, 
Texas A & M; G. Levering, Engineering Supply Co.; H. C. Moses, Thomas & Betts Co. 


TEXANS STRESS DISTRIBUTION’S BIGGER ROLE 


College candidates for industrial dis- 
tribution careers were given a three- 
dimensional view of the industry at 
student-distributor confer- 


A & M College. A 


supplier-manufacturer, an industrial 


a recent 
ence at Texas 
buyer and distributors from Houston 
were featured speakers. They stressed 
the growing importance of distribu- 
tion in today’s complex economy. 
The annual 
fourth one held for the benefit of the 
A & M Industrial Distribution 
distributors 


conference was the 
Texas 


course and Texas who 


have backed it. A busload of mem- 
bers of the Houston Industrial Dis- 


tributors Association journeyed to 
College Station for the three-hour 
dinner meeting. Several members of 
the North Texas Association attended 
from Dallas. 

H. C. Moses, vice president of The 
Thomas & Betts Co., Chicago manu- 
facturer, was the principle speaker. 
“The more complex the economy be- 
comes, the more important the in- 
told the 


and _specifica- 


dustrial distributor is,” he 
group. “Advertising 
tion selling pave the way, but distri- 
bution does the job . . . A manufac- 
turer may have the best product in 
the world, but it will not do him or 


good if he does 


not have it where it is needed at the 


any one else any 


time it is needed.” 


Mc ses 


who sell direct have not eliminated 


said most manufacturers 
distribution; they have simply be- 


His 


own firm, he said, had reduced its 


come distributors themselves. 
selling costs by using independent 


“We have 


in every market in the country—our 


distributors. a warehouse 


distributors’ warehouse. And still we 
keep our prices low enough to com- 
pete with the direct seller.” 

The distributor, Moses pointed out, 
is in a position to spot needs and 
trends much sooner than a manu- 
facturer can. He credited distributors 
with suggesting product changes that 
led his firm to the development of 
solderless connection in World War 


“Tf 


we had been direct sellers and had 


Il, when tin was unobtainable. 


not had the suggestions and requests 
of our distributors, we could never 


have completed this and other de- 


velopments as quickly as we did.” 
J. E. 


chases 


Condon, manager of pur- 
Shell Pipe 
Corp., told the students who hope 


and stores for 


to be salesmen that a sense of re- 
sponsibility is the primary requisite. 
“It’s the quality that keeps the sales- 
man from dropping the ball on a 
customer and then trying to dodge 
the issue,” he declared. 

He also stressed product knowl- 


edge. “The time is getting more crit- 


ical when the salesman must know 
what he sells, and there is much the 
distributor can do to educate his cus- 
tomer on products too.” He pointed 
out that Shell, like other firms, has a 
technical services department which 
Purchasing can use “to help dig in- 
formation out of salesmen where 
necessary.” 

He scored some salesmen for fail- 
ure to ask for orders—“At least 50 


of those who 


Even 


percent call on me 


do not. worse, | sometimes 
have to excuse myself to go out to 
ask the receptionist what company 
the salesman works for.” 

Bob Snipes, sales manager of En- 
gineering Supply Co., Dallas, pre- 
sented the distributors’ point of view. 
He advised students on job hunting: 
“Ask yourself, What do I have to 
offer an employer? Do I have any- 
thing to sell besides a degree in In- 
dustrial Distribution? Industrial 
selling is big league selling, involving 
millions of dollars worth of products. 
If you can’t anticipate slow balls, 
curves and hits, you will strike out.” 

Distributors and 


roundtable on various aspects of the 


students held a 


business. 

Jack Cunningham, Cunningham 
Bearing Co., Houston, described a 
novel training experiment in his firm. 
After collecting 33 manufacturers’ 
taped catalog descriptions (as part 
of the Anti-Friction Bearing Distrib- 
utors “talking library” program), 
Cunningham had a beginning sales- 
man listen to 20 of the tapes as his 
sole source of product information. 
He said it was “amazing” how much 
the salesman absorbed through listen- 
ing to the tapes. 

Presiding were Leland V. Dolan, 
Dolan Industrial Sales Co., Houston, 
HIDA president; Tom M. Nelms, 
Wessendorff, Nelms & Co., Houston, 
and Dr. Chris H. Groneman, head of 
Texas A & M’s Industrial Education 
Department. 

The meeting between distributors 
and students is one of two annual get- 
togethers. Each fall the distribution 
students go to Houston as guests of 
the HIDA for a tour of three repre- 
sentative distributor operations. 
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Garrett Supply Observes 
Silver Anniversary 


The Garrett Supply Co., Los Angeles, 
Division of Garrett Corp., observed 
the 25th anniversary of its founding 
in May. 

The firm began in 1936. The aim 
of the founder, J. C. Garrett, was 
to provide Southern California’s air- 
craft industry with hard-to-get spe- 
cialty tools manufactured in the 
Eastern U.S., according to the firm. 
Since then the company has diversi- 
fied to serving all industry. 

Garrett Supply has been operat- 
ing from its present location, 3844 
South Santa Fe Ave., since 1942. 
Branch offices are in Phoenix, Ari- 
zona and Anaheim, California. 

Under Manager Frank Nelson, one 
of the original employees, it is a di- 
vision of the parent Garrett Corp., 
which was also established in 1936. 

Mr. Garrett has since expanded 
his firm into eight divisions and two 
subsidiaries covering the fields of 
space, missiles, aviation and diesel 


engine turbocharging. 


Fred M. Kastel, Jr. 


Pendleton Appoints Kastel 
To Northwestern Region 
Fred M. Kastel, Jr.. was appointed 


regional manager, Northwestern re- 
gion, for Pendleton Tool Industries, 
Inc. 

Mr. Kastel, formerly assistant re- 
gional manager, was closely identified 
with the company’s functional mear- 
keting concept, according to the firm. 

He joined the firm in 1957 as a 
P&C hardware specialist. 
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Victor's field men back up your selling efforts. They’re at your 
call for missionary work...to help you solve tough metal cutting prob- 
lems for your customers, to keep them sold on you and the quality 
Victor line. And here’s what else Victor offers: 


® Victor’s policy of selling only through dis- 
tributors protects your profits. 

® Victor’s ability to rush orders where you 
want them, helps you meet your prom- 
ised delivery dates. 

These, plus many other Victor benefits team- 

up to make an aggressive sales-winning com- 

bination. Put Victor to work for you and 

start cashing in on the sales this competi- 

tively priced, quality line produces. Write 

Victor for the details today. @ «150 


STOCK AND SELL VICTOR 


VICT@R 


VICTOR SAW WORKS, INC. 
Middletown, N. Y. 
Warehouses in Chicago, Los Angeles & Portland, Ore. 
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THE 
REPEAT DEMAND 
FOR OSBORN 
POWER BRUSHES 
MEANS MORE 
PROFIT TO YOU 


Selling from scratch can take time. Too much time. That's 
where the repeat demand for popular Osborn industrial 
brushes saves you valuable time. Pays off in more profit 
per call. Osborn brushes are backed by solid, pre-selling 
national promotion. It's the complete, top-quality brush 
line respected for value by both buyers and users. How 
can you take advantage? On every call—ask for an 
Osborn industrial brush order. The steady demand means 
repeat business, more profit to you. The Osborn Manu- 
facturing Company, 5401 Hamilton Avenue, Cleveland 


14, Ohio. ENdicott 1-1900. 


Power, Paint and Maintenance Brushes 
Metal Finishing Machines... and Finishing 
Methods « Foundry Production Machinery 
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Noble L. Davis 


Clyde J. Randall 


Parker-Kalon Names Engineers 
For New York, West Virginia 


Noble L. Davis was appointed field 
sales engineer for the New York and 
Pennsylvania area by Parker-Kalon 
Division of General American Trans- 
portation Corp. 

Prior to joining the firm, Mr. 
Davis was with Pheoll Mfg. Co. and 
General Electric Co. 


West Virginia Area 


Clyde J. Randall will serve as a fas- 
tener consultant contacting distrib- 
utors and their customers throughout 
West Virginia, western Pennsylvania 
and eastern Ohio. 

Prior to joining Parker-Kalon, he 
was Southern district manager for 


Osborn Mfg. Co. 


Ingersoll-Rand Enlarges 
Management Staff 


Two executive vice presidents and six 
vice presidents were appointed by 
Ingersoll-Rand Co. The promotions 
are in line with the firm’s diversifica- 
tion and expansion program, accord- 
ing to Robert H. Johnson, chairman. 
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Edward J. Parish, a board member 
and previously the only executive 
vice president, was given additional 


responsibilities. He will be in charge “There's a 


of the manufacture of general line 


products in the United States and 
“—< BIG MARKET 
Jacob J. Janzen and D. Wayne 


Hallstein were elected executive vice 


a pe By men were previously T 1 (| al M a C h n FE Le eS 


New vice presidents are: Herbert 
Cresswell, David C. Garfield, John G. 
Lutz, Maxwell L. McCormack, E. Ray- for 
mond Sheerin, Joseph A. Wiendl. LR 200 LEVEL-RITE 


UNISORB PAD 


Former positions of these men 


were: Mr. Cresswell, comptroller; 
Mr. Garfield, general manager-inter- 
national sales; Mr. Lutz, general 


manager-tool sales; Mr. McCormack, oo ee shen 
on the executive staff; Mr. Sheerin, ‘ 





treasurer; and Mr. Wiendl, general 
manager-domestic sales of general 
line products. 

An operating committee, consisting 
of Mr. Johnson, Lester C. Hopton, 
president, and Mr. Parish was named 
to direct the engineering, manufactur- LR LEVEL-RITE 





ing and sales policies of the firm, 
throughout the world. 


dequire Aldrich Pump Every industrial smoke stack in your territory UNISORB OFFERS: 


is a sales prospect for Unisorb. Every ma- @ Fast machine relocation — installa- 
; ; ; tion time and costs cut up to 80%. 

chine that grinds, cuts, polishes, = 4 © Fest, precise leveling (Level-Rite 

molds, drives, knits, weaves, punch Series). 

prints or performs one of over 100 more gper- @ Elimination of up to 85% transmitted 


4 : vibration — muffling of external in- 
ations needs the right type of Uniserb Pad duced vibration. 


or Unisorb Level-Rite Mount to co @ Increased machine life and effi- 


; ° , ‘kien ciency (better alignment). 
ing and vibration. Metalworying, agate @ Lowered noise levels (improved effi- 
and textile machinery aloné provide a big ciency). 

: ’ 5 7 @ Elimination of bolts, lag screws, 
epperanty. Here's wns drill-damaged floors. 


Directors of Ingersoll-Rand and the 
Aldrich Pump Co. approved a pro- 
posal to consolidate the operations of 
the two companies. 

Completion of the transaction is 
subject to negotiation of an agree- 
ment satisfactory to both of the 
parties. 


Indiana Cap & Set Screw Elects Many Markets + Many Machines = Big Profits 


Flickinger Vice President Yes, and the Unisorb line offers a long profit, low cost stocking plan and nay 
advertising to your customers in the trade publications they read. i 

Edward J. Flickinger was elected a Write for complete details — NOW. 

member of the board of directors and 5 

a vice president of Indiana Cap & Set Tt 

Screw Co., Franklin Park, IIl. LJ N } Ss O R B oe a Puke tuivaan cane 
Mr. Flickinger joined the firm in 

1960 as assistant to the president. He Please send me Unisorb “Profit Finder’ Selector listing over 150 places where 

now becomes director of marketing | can make money with Unisorb. 

and planning for the firm. 








Name 





Twin Cities Man Appointed 


Richard J. Gravelle joined the firm 
as salesman for the Minnesota terri- 
tory. He has spent most of his busi- Address 
ness career in and around the Twin City Seah State 
Cities. “at 


Position 





Company. 














June 1961 149 





big 
profit 
opportunity! 


New Alemite “707” 
5-Gallon Portable 
Hydrastat 
Paint Pump 


Here’s the product for profit! The Alemite “707” has the size, price, 
and performance paint contractors and maintenance supervisors 
want! It’s the one-man, one-gun pump that opens a whole new market 
for you to sell. There are hundreds of prospects for one or more of these 
units because the Alemite “707” can be carried anywhere, used any- 
where. It’s ideal for all jobs. This increased market opportunity means 
increased profits for alert industrial distributors. See your local 
Alemite Company for all the facts and place your order now for prompt 
delivery. Other Hydrastat models also available. 


*You can offer a complete Alemite 707" package consisting of pump, regulator assembly, 
filter, nylon hose with flexible static wire, gun and TC tip for less than $350! 


ALEMITE 


in Canada: a i) es A 
Stewart-Warner Corp. 


of Canada, Ltd CORPORATION 
Belleville, Ontario 
Dent. BF-61, 1850 Diversey Parkway, Chicago 14, Illinois 





U. S. Agency Rejects Bids 
On Transmission Line Materials 


The Bureau of Reclamation rejected 
as identical, the bids on 14 out of 
16 procurement schedules for trans- 
mission line materials. 

Commissioner of Reclamation 
Floyd E. Dominy said that 19 com- 
panies, including major producers 
and wholesale supply houses, re- 
sponded to two invitations for work 
worth about $11,-million. 

The materials, including reinforced 
aluminum conductors and suspen- 
sion-type insulators, were to be used 
on transmission lines being built in 
California and the five-state Colorado 
River storage project. 

Mr. Dominy said that the bids 
compared favorably with engineering 
estimates but were rejected because 
prices on individual items were iden- 
tical. He said that new invitations 
would be issued soon, with an added 
clause requiring certification that the 
bids were arrived at independently. 

Interior Secretary Stewart L. Udall 
said he was amazed that identical 
bids continue to be offered. “If sup- 
pliers are merely going to quote from 
identical price lists,” he said, “the 
whole concept of competitive bid- 


ding becomes a farce.” 


Christan F. Johnson 


Brammer Corp. Appoints Johnson 
Midwest District Manager 

Christan F. Johnson was appointed 
Midwest district manager for Bram- 
mer Corp. He will work out of the 
firm’s Chicago office. 
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a Egnest E. Randle 


Black & Decker Names Randle 
Los Angeles District Manager 


Ernest E. Randle was named Los 
Angeles district sales manager, indus- 
trial-automotive division, of The 
Black & Decker Mfg. Co. 

Mr. Randle succeeds Robert E. 
Stone, Jr., who will be sales repre- 
sentative for Master Power Corp., a 
subsidiary of Black & Decker. 

Mr. Randle joined B&D in 1946 
and has worked in various sales 
positions. 


Charlotte District Office 


A new sales district of the indus- 
trial-automotive division was formed 
with a district office at Charlotte, 
N. C. 

Floyd W. Cowan was named dis- 
trict sales manager. He was formerly 
sales representaitve in Atlanta. 

Under his supervision are sales 
representatives, Norris C. Keller and 
Steve J. Deviney. 


Norton Appoints Bates Supervisor 
For Masonry and Concrete Trades 


Kenneth L. Bates, formerly field 
specialist in the New England area 
for Norton Co., was appointed super- 
visor of sales of abrasive products 
for the masonry and concrete trades. 

He succeeds Joseph C. Danec, who 
was appointed head of the metal bond 
unit, research and development de- 
partment. 

Michael R. Parrott was appointed 
field specialist for grinding wheels, in 
the Chicago district office. He recently 
completed the company’s sales train- 
ing course. 
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‘“...adds up to 
steadily increasing 
sales and profits for us’’! 


\ 


| 
\ 
‘ 
\ 
\ 
\ 
\ 
\ 
\ 
/ 


yy, 


‘ 


E 
/ 
‘ 


UNITED 


‘POP’ 


Rivers 


MR. JOSEPH J. BONORA of the ENOS and 
SANDERSON COMPANY, BUFFALO, NEW 
YORK has this to say about UNITED “POP” 
RIVETS, “ ‘POP’ has a complete line of rivets 
and tools, backed up by trained factory rep- 
resentatives, an aggressive sales promotion 
program, a written wholesaler policy, and 
good ‘live’ sales leads. This adds up 

to steadily increasing sales and 

profits for us.”’ 


here are some of the ways 


“PO pr 


PROFIT-ABILITY 
will build YOUR 
sales and profits — 


ADDITIONAL BUSINESS WITH YOUR PRESENT 
SALES ORGANIZATION . . . because, as an es- 
tablished Industrial Distributor, your salesmen 
are already calling regularly on the people who 
buy fasteners. 


“POP” RIVETS WIN READY ACCEPTANCE AND 
STEADY REPEAT SALES .. . because they will 
help your customers improve product quality, 
speed assembly operations, and save money by 
reducing the installed cost of their fastenings! 


MARKETS ARE EXPANDING FAST. . . because 
every day “POP"’ Rivets are being used for 
more new types of products. Just a few of the 
many “‘POP’’ applications already include: ap- 
pliances; building construction and building 
specialities; show cases, displays and signs; 
vending machines; boats; trucks, trailers, and 
mobile homes; furnaces, air conditioning and 
duct systems; and many others. 


AGGRESSIVE BACK-UP . . . with the biggest 
program of advertising and sales promotion in 
the blind rivet industry. This program will pre- 
sell your prospects and produce good, live 
leads! 


IF YOU'RE AN ESTABLISHED DISTRIBUTOR 
. . . with an alert sales organization, you'll be 
interested in the complete ‘“‘POP’’ PROFIT- 
ABILITY story. Write today on your company 
letterhead to: Product Manager, ‘‘POP’’ RIVETS, 
United Shoe Machinery Corporation, Shelton, 
Connecticut. 


HERE'S HOW THEY WORK [-—) | Rwer cieemel 

“POP” Rivets are inserted and set from — 7 

the same side: (1) Rivet is inserted in 

the work. (2) Jaws of the easy-to-use 

setting tool grasp the mandrel. (3) fool T 

iS operated. Jaws pull back. Rivet is “| | PULL BACK 

set. Mandre! breaks and falls free | | MANDREL ’ 4 
| BREAKS AND FALLS FREE 


SETTING TOOL 
Peal 
T JAWS 


SHELTON DIVISION « UNITED SHOE MACHINERY CORPORATION 
1636 River Road, Shelton, Connecticut, U.S.A. 





big 
profit 
opportunity! 


New Alemite “707” 
5-Gallon Portable 
Hydrastat 
Paint Pump 


Here’s the product for profit! The Alemite “707” has the size, price, 
and performance paint contractors and maintenance supervisors 
want! It’s the one-man, one-gun pump that opens a whole new market 
for you to sell. There are hundreds of prospects for one or more of these 
units because the Alemite “707” can be carried anywhere, used any- 
where. It’s ideal for all jobs. This increased market opportunity means 
increased profits for alert industrial distributors. See your local 
Alemite Company for all the facts and place your order now for prompt 
delivery. Other Hydrastat models also available. 


*You can offer a complete Alemite “707” package consisting of pump, regulator assembly, 
filter, nylon hose with flexible static wire, gun and TC tip for less than $350! 


iSymbol of| of ALEMITE 


In Canada: S Li) = 
Stewart-Warner Corp 


ae geo SORT SRE SS 
Belleville, Ontario 
Dent. BF-61, 1850 Diversey Parkway, Chicago 14, Illinois 
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On Transeussion (ine Maternal: 


Flowd f lhominy sald that 19 com 
panies, including major producers 
md «wholesale supply houses, re 
sponded to two invitations for work 
worth about $1! ,-million 

The materials, ine luding reinforced 
aluminum conductors and suspen- 
sion-type insulators, were to be used 
on transmission lines being built in 
California and the five-state Colorado 
River storage project. 

Mr. Dominy said that the bids 
compared favorably with engineering 
estimates but were rejected because 
prices on individual items were iden- 
tical. He said that new invitations 
would be issued soon, with an added 
clause requiring certification that the 
bids were arrived at independently. 

Interior Secretary Stewart L. Udall 
said he was amazed that identical 
bids continue to be offered. “If sup- 
pliers are merely going to quote from 
identical price lists,” he said, “the 
whole concept of competitive bid- 


ding becomes a farce.” 


Christan F. Johnson 


Brammer Corp. Appoints Johnson 
Midwest District Manager 

Christan F. Johnson was appointed 
Midwest district manager for Bram- 
mer Corp. He will work out of the 
firm’s Chicago office. 


INDUSTRIAL DISTRIBUTION 





a Egnest E. Randle 


Black & Decker Names Randle 
Los Angeles District Manager 


Ernest E. Randle was named Los 
Angeles district sales manager, indus- 
trial-automotive division, of The 
Black & Decker Mfg. Co. 

Mr. Randle succeeds Robert E. 
Stone, Jr., who will be sales repre- 
sentative for Master Power Corp., a 
subsidiary of Black & Decker. 

Mr. Randle joined B&D in 1946 
and has worked in various sales 
positions. 


Charlotte District Office 


A new sales district of the indus- 
trial-automotive division was formed 
with a district office at Charlotte, 
N. C. 

Floyd W. Cowan was named dis- 
trict sales manager. He was formerly 
sales representaitve in Atlanta. 

Under his supervision are sales 
representatives, Norris C. Keller and 
Steve J. Deviney. 


Norton Appoints Bates Supervisor 
For Masonry and Concrete Trades 


Kenneth L. Bates, formerly field 
specialist in the New England area 
for Norton Co., was appointed super- 
visor of sales of abrasive products 
for the masonry and concrete trades. 

He succeeds Joseph C. Danec, who 
was appointed head of the metal bond 
unit, research and development de- 
partment. 

Michael R. Parrott was appointed 
field specialist for grinding wheels, in 
the Chicago district office. He recently 
completed the company’s sales train- 
ing course. 
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“..,. adds up to 
steadily increasing 
sales and profits for us''! 


MR. JOSEPH J. BONORA of the ENOS and 
SANDERSON COMPANY, BUFFALO, NEW 
YORK has this to say ebout UNITED “POP” 
RIVETS, " ‘POP’ has a complete line of rivets 
and tools, backed up by trained factory rep- 
resentatives, an aggressive sales 

program, a written wholesaler policy, and 
good ‘live’ sales leads. This adds up 

to steadily increasing sales and 

profits for us.” 


here are some of the ways 


“PO pr 


PROFIT-ABILITY 
will build YOUR 
sales and profits — 


ADDITIONAL BUSINESS WITH YOUR PRESENT 
SALES ORGANIZATION . . . because, as an es- 
tablished Industrial Distributor, your salesmen 
are already calling regularly on the people who 
buy fasteners. 


“POP” RIVETS WIN READY ACCEPTANCE AND 
STEADY REPEAT SALES .. . because they will 
help your customers improve product quality, 
speed assembly operations, and save money by 
reducing the installed cost of their fastenings! 


MARKETS ARE EXPANDING FAST .. . because 
every day “POP"’ Rivets are being used for 
more new types of products. Just a few of the 
many “‘POP"’ applications already include: ap- 
pliances; building construction and building 
specialties; show cases, displays and signs; 
vending machines; boats; trucks, trailers, and 
mobile homes; furnaces, air conditioning and 
duct systems; and many others. 


AGGRESSIVE BACK-UP . . . with the biggest 
program of advertising and sales promotion in 
the blind rivet industry. This program will pre- 
= your prospects and produce good, live 
eads! 


IF YOU'RE AN ESTABLISHED DISTRIBUTOR 
. . . with an alert sales organization, you'll be 
interested in the complete ‘POP’ PROFIT- 
ABILITY story. Write today on your company 
letterhead to: Product Manager, ‘“‘POP"’ RIVETS, 
United Shoe Machinery Corporation, Shelton, 
Connecticut. 
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MANY USES MEAN MANY SALES...W/TH NEW 
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LOADS 


boxcars, trucks, ships 


FILLS 


warehouses to capacity 


STOCK- 
PILES 


quickly, efficiently 


New Fort Worth Speed Loader handles grain, sand, sugar, 
coal, fertilizer and varied other free-flowing, dry bulk materials 
in granules or lumps up to 2”. High-speed endless conveyor 
belt (12” or 18” wide) throws material in compact stream. 
Direction and angle of trajectory are easily adjusted while 
Loader is in operation. Capacity up to 8,600 cubic feet of 
material per hour. 


Speed Loader is offered in various types, for mounting (1) 
on a hanger-type trolley under screw conveyor with multiple 
discharges, (2) on a railroad carloading spout, (3) at dis- 
charge end of belt conveyor, and (4) in various other installa- 
tions. Also, there’s a portable Speed Loader mounted on 
wheels. Get Catalog Section 480 for full details. Write Dept. 
ID, Fort Worth Steel & Machinery Co., Fort Worth 1, Texas. 


Fort WorTH 


SCREW CONVEYORS e SCREW ELEVATORS e BUCKET ELEVATORS INDUSTRIAL FANS 

Warehouse Stocks in Fort Worth, Jersey City, Memphis, Atlanta, Chicago, 

St. Louis, Kansas City, Houston, Oklahoma City, Denver, Los Angeles, 
San Francisco; Sales Office in High Point, N. C 


Inquire about Select Franchises Available Now 





Electrical Manufacturers Compile 
Study On Price-Rigging 


Four of the electrical equipment 
manufacturers, charged with price- 
rigging, have compiled a study de- 
signed to show that purchasers of 
the equipment were not overcharged 
by them. 

A report on the study released by 
Allis-Chalmers Mfg. Co. claims, 
while there were “modest” price in- 
creases in this type of equipment 
during 1954-59, the increases were 
“certainly less” than might have 
been expected, considering the rising 
costs of labor and materials and the 
standards set by prices of com- 
parably complex equipment. 

Participating in the study were 
Allis-Chalmers, Westinghouse Flec- 
tric Corp., General Electric Co. and 
Ingersoll-Rand Corp. 

The study is divided into two sec- 
tions, one covering large outdoor oil 
and air circuit breakers, metal-clad 
power switch-gear assemblies, power 
switching equipment and power 
transformers. The other section cov- 
ers steam condensors and steam tur- 
bine generators. Ingersoll-Rand par- 
ticipated only in the steam condensor 
portion of the study. 


Postmaster General Asks 
For Higher Parcel Post Rates 


Postmaster General J. Edward Day 


notified the Interstate Commerce 
Commission that he plans to seek 
higher parcel post rates. He also in- 
creased, on his own authority, fees 
for non-first class special delivery 
service and money orders, effective 
July 1. 

Day did not spell out the schedule 
of parcel post increases that he will 
seek, 

Though the ICC must pass on par- 
cel post rates, it usually grants what- 
ever the Postmaster General seeks. 
Under law, the Post Office is required 
to ask for increases on parcel post 
whenever costs exceed revenues by 
more than 4%. The last increase, 
granted in February, 1960, amounted 
to 17%. 

Special delivery fees on all classes 
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of mail except first class will go up to 
10¢ per letter or package. This 
means increases to 55¢ on items of 
2 lb. or less, 65¢ on items from 2 
to 10 lb., and to 80¢ on items weigh- 
ing over 10 lb. The increases are 
expected to yield $2.5-million. 

The money order increases are ex- 
pected to provide $5-million yearly. 
Under the new schedule, money or- 
ders up to $10 will cost 20¢; $10- 
$50, 30¢; and $50-$100, 35¢. 


A. Miles Oppenheim 


Alisco Appoints Oppenheim 
To Adhesives Branch 


A. Miles Oppenheim was appointed 
sales manager for the pressure sensi- 
tive tapes and adhesives branch of 
Alisco, Garden City, Long Island, 
New York, a division of Allmeta! 
Screw Products Co., Inc. 

Mr. Oppenheim will coordinate and 
develop Alisco’s national sales and 
marketing activities of pressure sensi- 
tive tapes and adhesives. 

Prior to joining Alisco, he was with 
Permacel, Division of Johnson & 
Johnson, as Eastern division sales 
manager. 


James Wheeler Joins 


4 powerful line 


DUFF-NORTON 
RAM-PAC 





HYDRAULIC RAMS AND PUMPS—12 RAMS, 5 PUMPS, CAPACITIES 10 TO 100 TONS 


sJsoloD Ol ee1ss 


The Duff-Norton Ram-Pac 
line is powerful both in capac- 
ity and in sales appeal. It has 
the versatility and range of 
capacities that will provide 
portable or permanently fixed 
sources of power for a wide 
range of applications in your 
customers’ plants. 

The Ram-Pac line has been 
designed to provide more travel 
for the same closed height than 
other rams now available. They 


have fewer parts which reduces 
maintenance. 


All rams are made of high 
strength material and are 
backed by Duff-Norton’s long 
established reputation for qual- 
ity and service. 


These and other features are 
proven sales points—stress 
them with your prospects. To 
have all the facts at hand be 
sure to have copies of Ram-Pac 
Bulletin AD-90 available. 





DUFE-NORTON JACKS 


DUFF-NORTON COMPANY 


Four Gateway Center, Pittsburgh 22, Pennsylvania 


Weller Sales Force 


James L. Wheeler joined the Weller 
Electric Corp., as a salesman, accord- 
ing to C. R. Robertson, vice president 
in charge of sales for the firm. 

Mr. Wheeler will work in Illinois, 
Wisconsin, Minnesota, and North & 
South Dakota. 


The Canadian Duff-Norton Co., Ltd., Toronto 6, Ontario 


COFFING HOISTS 


Ratchet Lever « Air 
Hand Chain « Electric 


DUFF-NQRTON JACKS 


Ratchet « Screw 
Hydraulic » Worm Gear 


DUFF-NORTON 





continued on page 158 
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ATLANTIC CITY CONVENTION 
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ANNUAL SURVEY 


ISTH ANNUAL SURVEY OF DISTRIBUTOR OPERATIONS 
1960 decreased by about 2% from 1959's 
sold and other factors remain 


sales volume level 


Inventory, costs of goods virtually 


inchanged 


SPECIAL REPORT 


DISTRIBUTION USA/CHALLENGES AND OPPORTUNITIES 
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future prospects of industrial marketing are presented in this spe- 
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cial 50 year report 
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If you sell sheaves, here’s a sure way of 
giving full value—just sell the Worthington 
sheaves with the Two Golden Screws. It 
takes both to make a sheave complete. 
The Golden Screw on the left is an ex- 
clusive Worthington feature that locks the 
hub securely on the shaft. It permits tight- 
ening the set screw without distorting the 
hub. And the two piece hub and rim de- 
sign makes installation fast and easy. 
The second Golden Screw, at the right, 
is the set screw. See how it turns down to 
lock the key securely in place? This pre- 
vents potentially dangerous key drift. 
How important are the Golden Screws? 
Decide their value in light of the maximum 
possible damage to equipment or per- 
sonnel caused by a loose key. And then 
remember this—your customers probably 
will pay no more for the Golden Screws in 
a Worthington sheave. 
Hubs with Two Golden Screws are 


supplied with all 
Worthington 
sheaves such as 
thoseshown here. 
And the full line 
of Worthington 
mechanical 
power transmission products ‘includes the best- 
selling Worthington-Goodyear belt line plus 
many important variable speed drive products. 
Yes, the Worthington line of mechanical 
power transmission products is sound and profit- 
able. For more information, write Worthington 
Corporation, Section 79-40, Oil City, Pa. 


Multi-Wedge Multi-V Positive Drive 


WORTHINGTON 


PRODUCTS THAT WORK FOR YOUR PROFIT 








EXTRA 
VALUE: 
FASTENERS 


DIAMOND 


SPRING TOGGLE BOLTS 


SS 
= 
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~ 


* PATENTED FEATURE: 
Wings Form Truss; 
Don’t Bear on Bolt. 


KEYSTONE® 
EXPANSION SHIELDS 


#Exclusive Nutstop 
Prevents 
Nut Pullout. 


DIAMOND-P-® 
LAG SCREW SHIELDS 


on 

Exclusive 4-Directional 
Expansion Fits 
Irregular Holes. 


PL) CL 
HOLLOW WALL 
ANCHORS 


*5 Times 
Greater Thread Area... 
No Stripping! 





DHD® HAMMER 
DRIVE ANCHORS 


# Exclusive Internal 
Ribs Provide 
Maximum Expansion. 


"Red Séal® 
CALKING ANCHORS 


Los 


*Exclusive Red Fibre 
Disc Keeps Dirt 
Out of Threads. 


PLUS 
More Than 
500 Other Items 
With “Built-In” 
Extras 
PLUS 
Exclusive Pole Line 
Hardware 


FREE SAMPLES 


> 


ely Ne), ie) 





Capital Spending 


starts on page 72 


96% 
devoting 33% of this year’s spending 


level, but it is, nevertheless. 


to expansion of capacity. 

* Transportation equipment makers, 
in anticipation defense 
orders, now expect sales upped 7% 
over 1960 rather than decline 4% as 
was widely held last fall. The capital 
spending figure is off 5%, down to 
$400-million from 1960's $420-mil- 


lion, but expansion represents 36% 


of larger 


of this. Actual rate of operation last 
year: 71%; preferred: 95%. 

* The automotive industry shows the 
greatest percentage increase (14%) 
in total outlay this year ($1.01-bil- 
lion) over 1960 ($.89-billion) than 
any other category covered by the 
Survey. By the same token, plans 
call for no less than $1-billion spent 
in each of the three years 1962, ’63, 
and *64. While sales are expected 
to drop 7% this year, auto executives 
see a big 28% gain (largest of any 
industry) in the 1961-64 years. The 
smallest percentage spent for capacity 
increase for 1961 (9%) of all manu- 
facturers is shown in this group. 

* Machinery makers, operating at a 
slow 70% of capacity last year, plan 
to up capital spending from $1.10- 
billion to $1.14-billion for a 4% in- 
crease, of which only 26% is slated 
for outright expansion. Sales are ex- 
pected to rise a modest 3% this year; 
another 24% by 1964. 

* Electrical machinery is seen upping 
its capital spending by 8% to $730- 
million this year; expanding its ca- 
pacity by 4% with 44% of total out- 
lay going for expansion of facilities. 
Last year, this industry operated at 
74% of capacity, 19% off from the 
preferred 93% level. 

¢ Other metalworking firms plan to 
spend a full 24% less on new plants 
and equipment than they did last 
year, dropping to $720-million. Sales 
are seen increasing by 5% this year, 
another 22% by 1964. Capacity is 
going up 2% this year, another 12% 
during 1961-64. 

*Paper & pulp companies enjoyed 
the highest rate (88%) of operation 
last year, off 12% from the preferred 
100% Their 1961 projected 


level. 


capital spending drops 9% to $680- 
million, but a nice 7% rise in sales is 
seen, plus 20% more by 1964. Plans 
for 1962-64 now call for an annual 
average capital outlay of $610-mil- 
lion, with capacity increasing about 
6% for each of these years. 

* Petroleum refiners, a giant among 
industries, has earmarked a huge 
$2.85-billion (up 8% from actual 
figures in 1960), but, like steel, ex- 
pansion has all but stopped. How- 
ever, tremendous spending is also 
planned for 1962 right through 1964 
since fighting obsolescence is of prime 
importance in this highly automated 
industry. Petroleum and coal prod- 
ucts plants operated at a respectable 
81% of capacity last year, but pre- 
ferred a rate of 97%. Sales are seen 
rising 3% in 1961, up 11% by 1964. 
*Textile capital expenditures will 
drop a hefty 26% this year, down to 
$390-million, and, simultaneously, 
expect a sales increase of only 1%, 
rising 15% during the next three 
years. Capacity abounds in this in- 
dustry, and last year’s rate of op- 
eration equalled 82%, off 15% from 
the preferred rate. This year, 80% 
of the total is going for moderniza- 
tion and replacement, and capacity 
will be increased by only 7% in 1964. 
* Food and beverages, as usual show 
great stability, and are increasing 
their capital spending by 8%, up to a 
husky $990-million, with similar out- 
lays planned in the years immediately 
ahead. Last year, plans operated at 
81% capacity (preferred rate: 93%), 
and are increasing this capacity 4‘% 
this year, another 11% by 1964. Sales 
are expected to increase by 5% this 
year, another 16% during the 
1961-64 period. 

* Railroads show the greatest decrease 
in capital outlay of any category, 
dropping a full 33% to $690-million 
from last year’s $1.03-billion, and 
remain at a lowered level for 62, 63, 
and "64. 

¢ Mining companies also indicate a 
relatively low investment level in the 
four years ahead, although current 
plans indicate an upswing in 1964. 
Planned 1961 capital spending: 
$1.03-billion, up 4% over 1960. 
*Electric & gas utilities show the 
greatest increase of any non-manu- 
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facturing group: a total outlay this 
year of a huge $6.13-billion, up 8% 
over 1960. Preliminary plans for 
1962-64 indicate a lowered level. 

¢Commercial sectors of the economy 
indicate spending $8.61-billion on 
on buildings and equipment this year, 
up 2% from last year’s $8.44-billion. 
1962 will remain high, while ’63 and 


64 will drop back. 


How the case turned out 


starts on page 74 





Abe made the call, although there 
were times during the sales meeting 
the next morning when he almost 
wished he hadn’t. He felt as if “I 
had been drugged, I was so tired.” 

MacKay was glad to see Abe, hav- 
ing had some slight trouble on the 
production line that very day. Ace 
Supplies would not be able to get in 
before Monday. Abe could do noth- 
ing about this, but did offer some 
stop-gap remedial help. 

Hitting the electric braking device 
again, Abe was surprised to learn 
that MacKay had checked into it in 
the meantime, and agreed to test the 
sample Abe had in the car, but gave 
no commitment. However, three 
weeks later, a $1200 order came 
through the mail for a dozen. 

Abe had known that Ace did not 
carry a similar item, nor were they 
capable of handling it. He thinks he 
convinced MacKay that he wasn’t in- 
terested in stealing the general supply 
business enjoyed by the local house 
and Ace, only that he was in a posi- 
tion to help. 





“Your paycheck, Harry. Consider “it a 
gift.” 
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World’s Fastest, Smoothest Hand Reaming 





























Self-Feeding 
Ribe.iD., 
No. 2=§$ 
Spiral 

Reamer 




















































... reams pipe, 
conduit, sheet metal 


and wood! 


Your customers will like the way this RIBAID 
Spiral Reamer quickly and effortlessly reams 
its way into pipe, conduit, metal holes or wood. 
Heat-treated cutting edges give maximum 
service life. Ratchet-action handle makes work 
easy in close quarters. 




















Now Available ... 

RIGID No. 254 Spiral Reamer 
for 22” to 4” Pipe and Conduit 

No more hand filing . . . here’s the time-saving, large- 
size hand reamer your customers have always 
needed. Light, hollow construction makes handling 
easy. Hand grip has large butt plate for body pressure. 





For your customers’ convenience, be sure to maintain a complete 
stock of Rit@mitl Work-Saver Pipe Tools and parts. 





SOLID CARBIDE TOOL 


ENGINEERING 
SERVICE 


HELPS KEEP 

DISTRIBUTOR 
ft yf CUSTOMERS 

SOLD! 


AND HERE’S HOW...... 


Trained Atrax Carbide Engineers are available to trouble-shoot 
production problems in users’ shops. 

Atrax Carbide Engineers will check tool selection and 
recommend the correct Atrax tool for even the most unique 

or troublesome operation. 

Atrax Carbide Engineers will make suggestions on machine 
set-up, speeds, feeds, tool modification or “special” tooling. 
Atrax Carbide Engineers not only represent the 

manufacturer of the finest in Carbide Tools but 

help users get the most out of their Carbide Tools. 


This 148 page catalog gives 
complete tool specifications and 
engineering tips on the largest line 
of Solid Carbide Tools and Burs 


Day St., Newington, Connecticut 








NEWS 


continued from page 153 





William W. Keys 


Stanley Appoints Keys 
Power Tool Representative 


William W. Keys was appointed sales 
representative in western Missouri, 
Kansas, Oklahoma and Fort Smith, 
Arkansas, for Stanley Power Tools, 
division of The Stanley Works. 

Prior to completing Stanley’s sales 
training course, Mr. Keys was with 
the Singer Sewing Machine Co. 


Everett Succeeds West 
As Secretary Of Deming Co. 


Walter A. Everett was elected secre- 
tary of the Deming Co. He succeeds 
Roy C. West who retired from active 
service with the firm. 

Mr. Everett joined Deming in 1941, 
in the advertising department. Since 
then, he worked in the sales engineer- 
ing, purchasing and export depart- 
ments. He was appointed manager of 
the export department in 1947 and 
appointed assistant secretary in 1958. 

Mr. West joined Deming in 1923, 
in the cost department. He was ap- 
pointed to the board of directors in 
1953 and was elected secretary in 
1958. 

Harold O. McConner was ap- 
pointed assistant secretary. He started 
with Deming in 1940, becoming office 
manager in 1958. He will continue 
as office manager. 
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Keystone Assigns Melsom, Hobbie, 
Bentsen, Manus To New Posts 


B. N. Melsom was promoted to sales 
manager, Albert Hobbie to assistant 
sales manager, and Arnold Bentsen 
to assistant field sales manager, by 
Keystone Lubricating Co. 

Mr. Melsom has been with the firm 
23 years in outside sales capacities. 

Mr. Hobbie, with the company 19 
years, will assume many of the duties 
formerly handled by the late Fletcher 
D. Street. He will be responsible for 
work coming into Philadelphia. 

Mr. Bentsen, assistant field sales 
manager, has worked with distrib- 
utors in outside sales for nine years. 

Robert Manus will assume many of 
the duties in sales administrative 
activities, formerly handled by Mr. 


Hobbie. 


Benton E. Warner, Jr. 


Schaberg-Dietrich Appoints 
Warner As General Manager 


Benton E. Warner, Jr., was appointed 
general manager of Schaberg-Die- 
trich Hardware Co., Lansing Mich- 
igan, a subsidiary of The George 
Worthington Co., Cleveland. 

Prior to joining the firm, Mr. 


Warner was with Milligan Hardware 


& Supply Co., East Liverpool, Ohio. 


WETTLAUFER ELECTED TREASURER 


C. Penn Wettlaufer was elected treas- 
urer of the H. D. Taylor Co., Buffalo, 
N. Y. He is the fifth generation of 
this family-owned firm, founded in 


1883. 
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NEW 
FINISH 


“BLU-KROME” FROM CAMPBELL 


Now—da silk-smooth, lustrous new finish that offers yo 


ni) oLolAcolalm@meolohcelaliolel-t Mm olelisMmeh ame [lle] lia amelale MM lele) CME a it -t 111-7 


you use chain in your plant or as part of your product 7 
Blu-Krome’’ finish prevents rust . . . resists corrosion and — o 
tarnish . . . wont chip, peel, crack or flake. To make it ao 
Tor t[—imimelalo Mme (-te1sl-1 am (oN) (ola Ome -1(0E) Grol! MT Moh Zell le] s)(-MTs > 1 

Proof and BBB Coil Chain in “Cam-Pails”’ or fibre drums and a! 2 


elala rom lUlimriilelilib mille lil-immislelamelgellalela ary-jbetae)lelg-te Ma slelia 
Get complete information from your Campbell Wholesaler, or write direct 
3 FACTORIES: York, Po.. West Bur ington, lowa; Union City, Calif 


WEN 1401@l10h: Medford Ma Atlanta. G Ps 6l ne 


Chicagg, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif 
5 


THE ONLY CHAIN COMPANY WITH FACTORIES AND WAREHOUSES COAST-TO-COAST 








New Order Index Of Industrial Supplies & Machinery Up 0.6% In March 
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The index of new orders placed by distributors with suppliers continued to increase 
in March, according to the American Supply & Machinery Manufacturers’ Association. 
The index rose one point or 0.6% to 182, continuing the recent upward trend. 


Community Pays Tribute To Orlando Industry Booster Paul Stine 


Paul Stine, president of Harry P. Leu, nized as being a primary motivating 


Inc., Orlando, Fla. distributor, was force in bringing the recent and over- 
recently named “Man of the Week” 
by the Orlando Sentinel. 

In its feature article, “Old-School 
Industrialist,” Mr. 


whelmingly successful Southeastern 
Industrial Exposition to Orlando, in 
which 130 major U. S. concerns par- 


ticipated. 


Stine was recog- 


Mr. Stine’s varied civic and indus- 
trial activities are described by the 
Sentinel: “His perception of prob- 
lems and how to solve them, and his 
ability to get the job done have 
earned him an industry-wide reputa- 
tion over the years as president of the 
Southern Industrial Distributors As- 
sociation (1955-56), president of the 
Associated Industries of Florida, 
chairman of the Orlando Industrial 
Board, director of the Central Florida 
Development Commission, and one of 
the governor’s Council of 100.” Mr. 
Stine is also a director of the Greater 
Orlando Chamber of Commerce, as 
well as a deacon of the First Presby- 
terian Church, a founder and past 
Boys Club of 


Orlando, and is also an 


president of the 
active 
Rotarian. 

In conclusion, the Sentinel says 
that Mr. Stine’s “life has made an 
indelible mark on the City of Orlando 
and the industrial Southeast.” 

Mr. Stine’s firm, Harry P. Leu, 
Inc., is the subject of a feature article 
in this INDUSTRIAL Dis- 
TRIBUTION. 


issue of 





Mr. Distributor: ’ 
Sell the 


SPRAYON LINE 
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@® FULL LINE-SINGLE SOURCE 


®@ GUARANTEED TOP-QUALITY 


@® PROFITABLE REPEAT BUSINESS 


@ 49 MOST WANTED AEROSOL 
MAINTENANCE AND PRODUCTION AIDS 
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Material Handling equipment orders in 
February fell less than two points to 
114.39, compared to 116.24 for Janw- 
ary. Robert F. Moody, president of 
MHI anticipates gradual and sustained 
business pickup for his industry. 





INDUSTRIAL FASTENERS INDEX 


The Industrial Fasteners Index of 
shipments for March is 76, according 
to Industrial Fasteners Institute. 
March shipments showed an im- 
provement of one point over January 
1961, two points over February. 


American Chain Opens New Center 
In Melrose Park, Illinois 


American Chain Division, American 
Chain & Cable Co., Inc., recently put 
a new sling chain center into opera- 
tion at 2040 North Hawthorne Ave., 
Melrose Park, Illinois. 

The new center will have complete 
facilities for the assembly of ACCO 
Registered and Kuplex sling chain 
and other chain assemblies, and the 
servicing and reconditioning of sling 
chains already in use. 


A. T. Supply Acquires 
Imperial Metallic Lubricants 


A. T. Supply Co., Buffalo, acquired 
Imperial Metallic Lubricants, Inc., 
Cleveland, Ohio, according to Andrew 
Thompson, president of A..T. Supply. 

According to Mr. Thompson, this 
company will be the exclusive stock- 
ing distributor of Molub-Alloy in the 
State of Ohio. 

John M. McChesney was appointed 
district sales manager. He was form- 
erly with Sumco Engineering, Inc., 
of Cleveland. 
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when it comes to PLASTIC PIPE CLAMPS 


compare Sure 


with the rest 


and see for yourself which value’s best! 


TWO TYPES—FOUR SERIES—ONE ENGINEERING DESIGN 


Write for Distributor Proposition Including.New Catalog PP-1160 


Quality for over 35 years 


WITTEK manufacturing co. 


4366 WEST 24th PLACE «+ CHICAGO 23, ILLINOIS 


CLAMPS 
for Every wi) 


Application 





COMPREHENSIVE COMMUNICATION 


Here’s how SPS puts Comprehensive Communications to work, helping distributors sell new products: 


PACE 


Each SPS audience has its own 
communications organ. SPS rep- 
resentatives get a weekly sales 
letter, in one issue of which the 
K 16, a new fatigue resistant 
socket screw, was announced. 
Pace, a unique distributor infor- 
mation service, followed the sales 
letter. Pace is designed to inter- 
pret inside product news to dis- 
tributor salesmen in a form they 
can use—ahead of national 
advertising. 














Preon — — H iy Sponsored 


j . DISTRIBUTOR PUBLICATIONS 
a q Through their own personal house 
: organ, many Unbrako distributo 
made the K 16 announcement t 
their local customers concurrent 
with national advertising. Now that 
= iC the results are in, SPS reports t 
=: eenvece.. ? this tie-in with national new pre 
—— uct impact increased their volum 











| Requirement: 


2 te 4 times sarnet saat 
(Old s PURCHASING WEEK 
Birnie Nt uti on: When the distributor is ready t 
sell, he gets the support of powe 
New Solution: ful advertising in a powe owerful publi 
UNBRAKD 118 Socket Heng n: cation, Purchasing Week.Compa 
a oa ion UNBRAKO K 16 ads also ra 
a == in other functional business p 
1 lications. 








Hive SpS DISTRIBUTORS strong suppor 


Suppliers in industry, in rapidly increasing should be bought through you. 


numbers, are advertising in PURCHASING 3. To support you local selling efforts. 
WEEK. Here are some of the reasons why: 


4.To help you to reduce sales costs and 

1. To make contact with 25,000 key Pur- to enjoy increased profits. 

chasing Executives throughout industry and These ore the very same reasons why it will 

business. : : 
benefit you to encourage your suppliers to 

2. To give sound reasons why their products advertise regularly in PURCHASING WEEK. 


Purchasing Week 


McGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


330 WEST 42nd ST., NEW YORK 36, N. Y. 





Automatically 
Retracting light 


and 
CORD LENGTHS TO FIT YOUR power 
NEEDS. HEAVY DUTY PISTOL- h 
GRIP PHENOLIC HANDLE waere 
HEAVY DUTY NEOPRENE and 
CORD. JUST PLUG INTO salle 
CONVENIENT OUTLET . 
needed 


OUTLASTS 25 ORDINARY DROP CORDS 


* MAINTENANCE 


REELS: Heavy duty drop light reels 
cable balance reels, do-it-yourself 
(portable tool) reels 





USES: Shop maintenance « Mate 
rial Handling Equipment « Stock 
Rooms «¢ loading Platforms « 
Warehouses ¢ Construction Work « 
Vehicle Maintenance etc 


PRODUCTION 


REELS: Heavy duty drop light reels, 
cable balance reels, electric bal 
ance reels, do-it-yourself (portable 
tool) reels 

USES: Bench Work «© Production 
Lines © Construction Work « Tool 
suspension etc 


SAFETY 


REELS Static discharge’ reels 
grounding type reels 
USES: Bulk transfer of combustible 
fuels ¢ Fuel servicing equipment « 
Fuel consuming equipment 
GROUNDING TYPES TO MEET 
ELECTRICAL CODES 
CUSTOM DESIGNED REELS TO 
MEET SPECIFICATIONS 
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CORDOMATIC REELS, PHILA. 32, PA 


PLEASE SEND COMPLETE INFORMATION ON 

C) 30 day trial ] Catalog & pricing 
offer data 

C) Plent survey ] Promotion campaign 


NAME TITLE 


COMPANY 


SSBB EBRE REESE SEE ES 


ADDRESS 


FPBVesVeseeeeseeeeeeeeaease 


BRASS BBBBE RE EE ES 


164 


FREE SURVEY 


FREE 30 DAY 
TRIAL 


@ FREE suRvEY 


On-the-spot free plant check-list 
survey will Selp your salesmen in- 
crease multiple sales of Cordomatic 
Reels. Survey shows how these 
versatile reels can be used for 
regular operations and economical 
uses often unobserved. 


@ FREE 30 DAY TRIAL 


Will se/l your customers and prove 
the functional value of Cordomatic 
Reels in maintenance savings, 
safety and convenience. 


8) 





ho sorbet 


/ 
a 


Will presell your prospects—ADS 
IN 14 TRADE PAPERS, direct 
mail campaigns and special pro- 
motions throughout the year, will 
start at once and stimulate thou- 
sands of inquiries for you. 


Move into volume sales with these highly 
profitable Cordomatic Reels. A reel for 
every purpose: Maintenance, OEM, pro- 
duction, safety. (See detailed informa- 
tion on reel types and uses in box left*). 


SEND COUPON TODAY! 





Edward L. Dreyer 


Young Presidents Group Elects 
Dreyer To Board Of Directors 


Edward L. 


Adamas Carbide was elected to the 


Dreyer, president of 


board of directors of the Young 
Presidents’ Organization. 

Mr. Dreyer has been vice president, 
Eastern Area, and chairman of the 
New Jersey Chapter of the YPO. 

Nearly 


activity is represented in YPO, with 


every form of business 
slightly more than half the members 
engaged in manufacturing. Members 
all became presidents before the age 
of 40. They are automatically retired 
from YPO at the age of 49. The 
average president’s company employs 
200 people and does $3.5 million in 


sales annually. 


Edwards Engineering Incorperates; 
Expands Operations 


Edwards 


New 


Orleans, is now a public corporation, 


Engineering Co., 


and is expanding its stock and fabri- 
cating operations. 

The firm recently opened a new 
9,200 sq. ft. headquarters and shop. 
This increases the firms space and 
warehouse capacity nearly 50%. 

Mrs. Annette Harden, president, 
says she expects that the new move 
will enable the firm to increase its 
business considerably. 

The company, formed by Joseph P. 
Edwards, who died four years ago, 
was organized to manufacture sugar 
mill equipment. 

An industrial marine department 
was organized in 1952 to specialize in 
the distribution of hydraulics and 
related lines. 
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THE FASTENER MARKET 
is as big and profitable as you... 


and PHEOLL make it! 


The urgency for more efficient fasteners places a higher burden than 
ever before on the fastener distributor and his manufacturing source. 


Pheoll meets this challenge head-on — putting fasteners to work in nu- 
merous new ways profitable to manufacturers in all kinds of industries. 


This ability to cope with the unusual — extends the profit potential of 
the Pheoll line far beyond your stocking abilities—far beyond one of 
the largest inventories of standard bulk and packaged fasteners avail- 
able from a single source! 


Here is an opportunity for the distributor salesman, with Phoell sales 
engineering support, to capture a bigger share of the growing fastener 
industry. 


The selective Pheoll Distributor Policy is your passport—to go after it! 


PHEOLL MANUFACTURING COMPANY, INC. 
5700 West Roosevelt Road . Chicago 50, Illinois 
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PHEOLL DISTRIBUTOR POLICY 


1. Selective Selling — mutual de- 
finition of OEM accounts, selec- 
tivity in geographical territories. 
2. Referrat Program — continued 
referral of inquiries and orders 
for all-sized accounts. 


3. Inventory Protection — annual 
review of fastener inventory 
based on turnover. 

4. Competitive Pricing — consist- 
ent, spelled-out pricing to sup- 
port Pheoll Distributors. 


5. Sales and Engineering assist- 
ance provided in the field with 
Distributor salesman. 

6. Cooperative Advertising and 
Sales Promotion — helps Pheoll 
Distributors—at the local level. 


7. Factory Training—available for 
Distributor personnel. 


8. Pheoll Distributor Advisory 
Council—provides mutual under- 
standing of distribution objec- 
tives and operating policies. 





HEADING THE FASTENER INDUSTRY FOR OVER 50 YEARS 








THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE? 


making DVicEM 
Dies and (|S KEN: 
Templates) FEL BL = 


KEM Stee! Bie 


1 With i 
Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 


prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 





HARRIS FLOATS 


Dependable Service 
and 
Top Quality 


on Copper 
and 
Stainless 
Steel 

Ball Floats 


2 to 12 Inch Diameters 
in stock at all times 
For more than a half century, leading indus- 
trial distributors have made Harris their first 
and principal source of supply for floats. 

A complete range of the most popular sizes 
of both copper and stainless steel ball floats 
is always in stock for prompt shipment. 

Harris builds special floats in a variety of 
shapes and sizes of Stainless Steel, Copper, 
Copper-Plated Steel, Aluminum, Nickel, Monel 
and Chrome-Plated Steel. 

Write for Complete Information 


ARTHUR HARRIS & CO. 


208 No. Aberdeen St. Chicago 7, Ill. 
Established 1884 








Product Applications Are Main Feature Of Recent Clinic By Babco, Inc. 


Distributor created “package” is discussed by Larry Olson, with Martin Klein, 
Robert Scaringi, representing customers. Jerome Barshov of Babco, Inc., looks on. 


Applications of electrical brakes 
and clutches were featured at a prod- 
uct clinic sponsored jointly by Babco, 
Inc.. Brooklyn, N. Y., and Warner 
Electric Brake & Clutch Co.. for key 
personnel from a food processing 
plant, and manufacturers of candy, 
electrical transformers, cosmetics, de- 
tergents, electrical equipment, chem- 
icals and paper. 

Featured in the discussion of 
brake and clutch applications was a 
compact variable speed clutch-brake 
package designed by Babco and uti- 
lizing Warner products as well as 
those of other manufacturer-suppliers. 

Working exhibits, including cut- 
away models were used for demon- 
strations by members of the Babco 
staffs. In 


various applications of brakes and 


and Warner addition, 


clutches were discussed with slide 


film illustrations featuring  dia- 
grammed layouts. 

Emanuel Barshov, Babco president, 
introduced the speakers who included 
Jerome Barshov, vice president, and 
Norman Barshov, Hicksville, L. L., 
branch manager, from Babco, and 
Arch Henry, distributor sales man- 
ager: John Givney, eastern regional 
manager, and Larry Olson, eastern 
sales representative, all of Warner 
Electric Brake & Clutch. 

Customers’ personnel present in- 
cluded: Hans Carlson, J. P. Frank 


Chemicals & Plastic; Martin Klein, 
The Zero-Max Co.; Vincent Calmone, 
Freed Transformer Co.; Robert Sca- 
ringi, The American Sugar Refining 
Co.; Henry Preusse, Helena Rubin- 
stein; John Cole and Frank Celardo, 
The Procter & Gamble Mfg. Co.; 
Dvorett, Columbia Cable & 
Electric Co.: Joe Shando, 
Rothman, General Foods Corp.; Nils 
Gravdal, American Chicle Co.; Mike 
Kimak and John Connolly, Charles 
Pfizer & Co.; Jack Dadd, Bill Shoen- 
lein and Harold Bouckhout, Columbia 
Ribbon & Carbon Co. Stanley Nied- 
zwiecki, The Zero-Max Co., a Babco 


supplier, was also present. 


Bernie 
Harry 


Emanuel Barshov said the clinic 
was one of several planned by his 
firm. Each clinic will be tailored to 
the requirements of dominant cus- 


tomer groups, such as contractors. 


E. COHN & SONS OPENS MOTEL 


E. Cohn & Sons, Cedar Rapids, Iowa, 
industrial distributor, is branching 
out into a new field. They will operate 
a Holiday Inn Motel in Cedar Rapids. 
Associated with the firm in the new 
venture are Harry, Sam and Joe Cohn 
and a number of other Cedar Rapids 
businessmen those who are interested 


in diversifying. 
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Webb Belting & Supply Moves 
To New Kansas City Quarters 
The Webb Belting & Supply Co., 


Kansas City, Missouri, moved to new 
quarters at 2611 Southwest Boulevard 
in Kansas City, after a 42-year occu- 
pancy at 1507 West 12th Street. 

The firm has been in operation 
since 1904, manufacturing and dis- 
tributing power transmission, auto- 
mation, farm equipment, and heavy 
for 


operates both industrial and agricul- 


hardware agriculture use. It 
tural divisions. 

Webb purchased a two-story build- 
ing and other property. The existing 
building has 15,750 sq. ft. The struc- 
ture was remodeled for Webb’s use, 
as offices, parts space, and manufac- 
turing unit. 

In addition, a 10,000 sq. ft. addi- 
tion was built to the north, principally 
for storage and shipping operations. 
Included is a 7,000 sq. ft. parking 
area. 

The project represents an invest- 
ment of approximately $185,000 by 
Webb Co. 

Three generations of one family 
are the Floyd 


Burke is president. His son, Paul E. 


active in company. 
Burke, Sr., is vice president and sec- 
retary, and their grandson and son, 
P. E. Burke, Jr., is on the sales staff. 
Rolla Brooks, a 


treasurer. 


brother-in-law, is 


The firm has 25 employees and 
operates in about 15 middlewestern 


states. 


Salt Lake Hardware Appoints 
Richard L. Fuller 


Richard L. 
ager of steel sales for The Salt Lake 
Hardware Co., Salt Lake City, Utah, 
according to H. W. Russell, industrial 


Fuller was named man- 


sales manager for the regional dis- 
tribution firm. 

For the past 21 years, Mr. Fuller 
has been buyer and steel sales man- 
ager for the Structural Steel & Forge 
Co. 

In his new position, Mr. Fuller 
will be responsible for steel sales 
in the metropolitan Salt Lake City 
area. 
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enjoy added industrial 
sales and profits with 
R-W QUALITY PRODUCTS 


for industry! 


HARDWARE ... R-W offers one de- 


pendable source for a complete and 
varied line of industrial and commercial 
hardware, track and hangers . . . all de- 
signed to fulfill heavy-duty service 
requirements of industry. 


ELECTRIC OPERATORS that are 
yer yd designed to meet the rugged 
emands of industrial and commercial 
use. R-W line includes a type and size 
for all makes of doors or gates... if 
your customers’ doors or gates swing, 
slide or fold—R-W can open them 
automatically. 


INDUSTRIAL DOORS including 
Sheet Steel Covered Doors, Corrugated 
Sheet Steel Doors, Wood Doors of all 
types and modern Aluminum Doors. 

ere’s an R-W “‘quality-proven”’ door 
to meet almost any conceivable indus- 
trial or commercial requirement. 


OVERHEAD CONVEYORS that 
utilize free area under building trusses 
to speed-up materials handling opera- 
tions and decrease overall manufactur- 
ine costs. Complete line from basic 
onorail Conveyors to ultra-modern 
Automatic Dispatch Systems. 


ah 


Looking for ways to increase the sales and profits 


proven 
products 
that any 
good 
industrial 
salesman 
can sell 
easily and 
profitably! 


mercial use. 


of your Industrial Sales Division? These R-W 
industrial products could prove to be the answer. 
For here is a complete line of standard and spe- 
cialty hardware items, doors, electric operators 
and conveyors that are “‘time-proven” as the 
“‘quality”’ leaders in their respective fields. Prod- 
ucts that are specifically manufactured to meet 
heavy-duty requirements of industrial and com- 
. each is designed to provide the 
ultimate in service and dependable performance. 
With R-W you can be sure of attractive dis- 
counts, prompt delivery and excellent service .. . 
R-W Sales Service Centers are located in all 
major cities for sales assistance. R-W products 


are nationally advertised in major trade publica- 
tions and attractively cataloged to help you sell. 


Write today for 
complete infor- 
mation...ask 
for the ‘‘*R-W 


Richards-Wilcox 





Way to Increased 
Industrial Sales.” 


MANUFACTURING COMPANY 


GENERAL HARDWARE DIVISION 


449 W. THIRD ST., AURORA, ILL. « Branches in all principal cities 
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REVERSIBLE! 


One of many Viking pom 
pumping advantages Fe) © tron 


* Bronze 
Operate equally well in either ; * Stainless Steel 


direction . . 
Prime themselves fast © Wi-Restet 
* Steel 


Just 2 moving parts . 
Deliver thick or thin liquids : * Ductile tron this 
Smooth, even discharge j * Other Alloys 


Available in 22 sizes— 
Y% to 1050 G.P.M 


Pressures up to 100 P.S.I. 
with non-lubricating liquids 
«+. 200 P.S.\. with lubricating 


liquids 


«~~ 500 P.S.! th j . — 
hydraulic oils ) and similar ads 


are appearing 


in 30 leading 
publications to 
help you sell 


VIKING 


For additional information, - , 
ask for catalog 61SMM PUMPS 


VIKING 


PUMP COMPANY 


Cedar Falls, lowa, U.S.A 
In Canada, It's ‘‘Roto-King’’ Pumps 


See Our Catalog In Sweets’ Plant Engineers File 





YOU WIN FRIENDS 


when you sell the best hose and duct 


for dust collection, fume control, 
air and material handling 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 1" to 36” i.d. 


Easy to install — no preliminary 
layouts or special tools required. 


FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders. For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 
THE FLEXAUST COMPANY 
Dept. ID 100 PARK AVE., N.Y. 17, N.Y. 





Wink Jordan 


Briggs Weaver Appoints Jordon 
Assistant Manager 


Wink Jordan was named to the new 
position of assistant manager at 
Briggs-Weaver Machinery Co., Dallas. 

A 37-year veteran of Briggs- 
Weaver, Mr. Jordan will coordinate 
inside and outside sales, in addition 
to handling general managerial 
duties. 

He was previously a city salesman 
for the firm. For many years he has 
been recognized as the firm’s leading 


salesman. 


Oklahoma Purchasing Agents 
Hold Buyer-Seller Party 


More than 200 purchasing agents and 
sales people attended the annual 
Buyer-Seller party held recently by 
the Oklahoma City Purchasing 
Agents Association. 

Host for the event, as association 
president, was R. J. Hood, director of 
purchases and materials for Republic 


Supply, Oklahoma City. 


Engineering Supply Installs 
Electronic Computer 


Engineering Supply Co., Dallas, 
Texas, a division of Texas Instru- 
ments Incorporated, recently installed 
an IBM 305 RAMAC computer for 
high-speed electronic data processing. 

The distributor firm will use the 
equipment to process customer 
orders, for purchasing and inventory 
control, and for general accounting. 

To prepare for use of the new 
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system, ESCO’s new data processing 
department spent six months develop- 
ing electronic programming to fit 
company operations to the system’s 
capabilities. 

George Levering, president, said he 
expects that within nine months the 
RAMAC will handle almost all the 
record-keeping and accounting opera- 
tions of the firm, as well as the cus- 
tomer order processing and purchas- 
ing control now handled largely by 
the new system. 

When the computer is in full opera- 
tion, the management of the company 
will have easy access to a large 
volume of timely statistical data, not 
now readily available, Mr. Levering 


said. 


Pratt & Whitney Appoints 
Bradley To Los Angeles Area 


Kenneth C. 
machine tool sales representative for 
the Los Angeles office of Pratt & 
Whitney Co., Inc. 

Prior to his association with P&W, 


Bradley was appointed 


Mr. Bradley was sales engineer and 
regional sales manager for a machine 


tool manufacturer. 
Sales-Service Engineer 


Charles L. Olson was appointed 
sales-service engineer for cutting 
tools and convention gages by Pratt 
& Whitney Co. 

Olson has more than 25 years ex- 
perience as a cutting tool and deep 
hole drilling specialist. Most recently 
he was an East Coast engineer. 

In his new post, he will work with 
P&W’s distributor organization. 


Charles L. Olson 
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There's a FLEXCO MAN 


WORKME 
YOUR AREA" 


BUILDING MORE SALES 


RIGHT NOW HE'S OUT 
MAKING FIELD CONTACTS 
ON THE NEW... 


II 
| The new "25-PAK" economy 
bulk package contains 25 
complete sets of FLEXCO 
Fasteners (bottom plates, top plates, 
clips, nuts and bolts) . . . enough fasten- 
ers to join common belt widths (for ex- 


ample: one ''25-PAK," size 1!/2E, will join 
a 36” belt). 

BUILD YOUR MARKET FOR IMPACT 
TOOLS with FLEXCO POWER 
TOOLS .. . the faster way to 
join a belt. 


@ FLEXCO Power Tool Boring Bit 
@ FLEXCO Power Tool Wrench 
@ Quick-Change Chucks 


Remember a THE "FLEXCO MAN" IS A FACTORY TRAINED BELT FASTENER 
SPECIALIST .. . READY TO SERVE YOU AND YOUR CUSTOMERS 
4 


4633 LEXINGTON STREET e 
FOR THE 


CHICAGO 44, ILLINOIS 
SPLICE OF A LIFETIME! 
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CASTERS 


.».now you can sell 
both markets with Bond 


poss 


Bond 36-A Series 
Double Ball Race Semi- 
Steel Swivel Caster. 
Other Single Ball Roce 
Semi-Steel Swivel and 
Rigid Casters available, 


Bond 40-A Series 
Double Ball Race Struc- 
tural Steel Swivel Caster. 
Companion Steel Rigid 
Casters in stock. 


Bond 51-A Series 
Pressed Steel Rigid 
Coster 


Bond 50-A Series Single 
Ball Race Pressed Steel 
Swivel Coster. Also 52-A 
Series Double Ball Race 
Pressed Stee! Swivel 
Caster. 


Bond 60-A Series Light Duty 
Plate-Type Escalator Ball Race 
Swivel Coster. Companion 
Rigid Casters available 


Bond 64-J Series Light Duty 
Stem-Type Escalator Ball Race 
Swivel Caster 


Moke bigger profits and 
satisfy more customers and 
prospects—sell both Bond 
industrial and Institutional 
Casters. 


FOUNDRY & 
MACHINE COMPANY 


314 Penn St., Manheim, Pa. 
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Boyer-Campbell Receives Faultless Caster Plaque For Outstanding Sales 


t _ 


iis: . «tiindiee i sl 


“ee ce ore y 7 
: 


Representatives of Boyer-Campbell and Faultless Caster Corp attended presentation. 


James Hurl, general manager of the 
of White 


Sewing Machine Corp., Detroit, holds 


Boyer-Campbell Division 
the bronze plaqued received by his 


company for outstanding perform- 


ance in the sales of Faultless Casters. 

J. R. Stallings (seated), 
presentation. Standing are Fred W. 
Aleorn (left), Boyer-Campbell and 
R. L. Stohler, Faultless. 


made the 


Hardware & Supply Of Chester, Pa., Hold First Tool Show & Open House 


More than 590 persons attended the open house sponsored by Hardware & Supply Co. 


Hardware & Supply Co. of Chester, 
Pa., recently held its first one-day 
tool 


firm’s office and warehouse at Edg- 


open house and show, at the 
mont & Fourth Avenue, in Chester. 
Forty-one suppliers took part with 
their displays and booths. Many new 
tools were on display and certain 


booths had working models. 


Lee Royer, sales manager of Hard- 
ware & Supply of Chester, said, “both 
the suppliers and we feel that our 
efforts were not in vain, since we had 
an attendance of approximately 600 
persons.” 

The affair began with a buffet 
supper, being served at 5:00 P. M. 
The show closed at 10:00 P. M. 
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John W. Rice 


Fort Worth Steel & Machinery 
Appoints John Rice 


John W. Rice was appointed mer- 
chandise sales manager of Fort Worth 
Steel & Machinery Co. 

Prior to joining FWS&M, he was 
sales manager of Welsco Co. Before 
that he was with U.S. Rubber Co. 


Hamilton Award Voted To Caruso 
By Clarkson College Faculty 


The Faculty Council of Clarkson 
College of Technology voted the 
Louis H. Hamilton Award to Daniel 
R. Caruso. 

According to the announcement, 
the council unanimously approved 
the nomination of Caruso. Further, 
the announcement said he is the lead- 
ing senior student in the Industrial 
Distribution Department. He is presi- 
dent of the student council, official 
head of the entire student body. 

Mr. Caruso is also a member of 
Phalanx, the highest college honorary 
society on campus. He is a member 
and officer of Sigma Tau Iota, the 
honorary society for the Industrial 
Distribution Department. He is active 
in Theta X1, his social fraternity. 

The council said it is sure Caruso 
will be unusually successful in his fu- 
ture business career. He plans to 
pursue a marketing career upon leav- 
ing college this month. 

The Louis H. Hamilton Award, an 
engraved gold watch awarded for out- 
standing achievements in industrial 
distribution, is donated each year by 


The Dumore Co. 
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Machine Tool Distributors: 


Wait till you show 
(...and sell) this Multiple 
Tapping Machine! 


New ANOKA. Gives 
BIG Capacity at Price 
Never Equaled! 


Sell today’s automated needs. 
Shop-tested on production runs 
for 2 years, the new ANOKA 
Multiple Adjustable Tapping 
Machine is the highest capacity, 
most rugged machine ever offered 
at its price. Has capacity of 6 
N.C. 3%" taps in free cutting steel, 
can be operated in any position. 
Works singly or with two or more 
units from different sides—or in 
clusters with other apparatus— 
through single built-in auxiliary 
switch. Six spindles adjustable to 
any pattern. Powerful 2 hp motor. 
Not just an attachment; a 
complete machine in itself! 
Demonstrate and sell this 

Hh nt Anes al producer for a 
sales boost 





: Good territories 
DISTRIBUTORS: complete product 


Write now 
oP profit story! 








COLUMBIA TOOL AND DIE WORKS 


716 39TH AVE. N.E. « MINNEAPOLIS 21, MINN. 
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IT WILL PAY YOU 
TO SELL---- 


MORGAN 
VISES 


BECAUSE 
they sell your service 
fo your customers « « 


© We know that you will have no 
problems. 


® You'll find that your customers will 
approve your service and the vise 
quality. 


Our vise quality, service and co- 
operation all count heavily in good 
vise business for you. All we ask is 
that you give us an opportunity to 
serve you. Find out what it means to 
make MORGAN your vise supply 
source. 


Write for the MORGAN 
Distributor Plan. 


We will gladly give you detailed information 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 

















Door prizes as well as refreshments were given to some of 3300 guests who attended. 


Neill-LaVielle Supply Holds Industry Showcase At Kentucky Fairgrounds 


The Neill LaVielle Supply Co., Louis- 
Kentucky, held its first trade 
Kentucky State Fair- 
The two-day show 
was presented in the exhibition wing. 


ville, 
show at the 
grounds recently. 


More than 95 suppliers set up dis- 
plays of their products, which were 
viewed by 3,300 guests. On the first 
day, 1,200 attended from 4:00- 
10:00 P.M., and 2,100 attended the 
second day from 1:00-10:00 P.M. 

The show was publicized by direct 
mailings to a list of 6,000 industrial 
supply users in Kentucky and south- 
ern Indiana only. M. H. Young, Jr., 
vice president of Neill LaVielle, said 
that 99% of the visitors were indus- 
trial people, the general public was 
not invited. 


Neill LaVielle paid the rent for the 


fairgrounds space. The suppliers were 
not asked to share the cost. 

The refreshment stand served 950 
pounds of hot roast beef and 300 
pounds of ham sandwiches. There 
were also door prizes and music pro- 
vided by a three piece combo. 

Mr. Young further said: “We col- 
lected a substantial number of in- 
quiries at this show, but we feel the 
real pay-off is in the education of our 
customers in all the things we have to 
sell. We have had many remarks, that 
while they thought of us for this or 
that, they didn’t know that we carried 
all of those other items.” 

While this makes for an expensive 
two day’s advertising, Young said, we 
have great hopes it will bring in- 
creased business. 


a NEILL-LA’ LAVIELLE | 


impusTRY SHOWC 


More than 95 exhibitors displayed their products at the two-day industrial show. 
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Link-Belt Names Robert Gordon 
Assistant Manager, District Sales 


Robert A. Gordon was appointed 
assistant manager of district sales for 
Link-Belt Co., with headquarters in 
Chicago. 

Mr. Gordon will assist in coordinat- 
ing all phases of district office opera- 
tions for the company. 

He joined the firm in 1946. In 
1947 he was appointed sales engineer 
in Chicago, and in 1958 was assigned 
to the firm’s executive offices. 


New District Managers 


Robert R. Henry and Raymond A. 
Ibarguen were appointed district 
managers in Detroit and Houston 
respectively, by Link-Belt. 

Mr. Henry, formerly sales manager 
for the Southwestern division, suc- 
ceeds George A. Paige who retired 
after 42 years with the firm. Mr. 
Paige had been district manager at 
Detroit since 1938. 

Mr. Ibarguen succeeds Mr. Henry 
in Houston. The territory includes 
the southern portions of Texas and 
New Mexico and seven states in the 
northeastern portion of Mexico. 


Rodney Davis Gear Co. Moves 
To New Philadelphia Quarters 
The Rodney Davis Gear Co., Phila- 


delphia, recently moved to new quar- 
ters, a single story structure at 235 W. 
Dauphin St. 

Previous locations on Race Street 
were occupied since 1892. The or- 
ganization will continue to operate a 
fabricating facility, according to J. T. 
Moore, president. New machine tools 
and equipment were installed for this 
department. 

The new 25,000 sq. ft. building will 
allow bigger warehousing and office 
operation facilities for the industrial 
power transmission distributing divi- 


sion. 


New Sales Manager 


Edward G. Lewdberg recently 
joined the firm as sales manager. He 
was previously with Whitney Chain 
Division, Foote Bros. Gear & Machine 
Corp., as regional sales manager. 
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a HIGH PRODUCTION TOOL in minutes! 
With a MULTI-DRILL, you can go from hole-at-a-time drilling to 
real production in a matter of minutes! That's all the time it takes 
to mount any one of the many standard MULTI-DRILL, adjustable 
multiple spindle drill press attachments on any drill press and 
put you into time and money-saving multiple drilling. Every 
MULTI-DRILL is quickly adjustable to drill a 

variety of hole patterns. Every MULTI-DRILL is 

designed for high production work. Your cus- 

tomer can profit with a Commander Multi-Drill 

and so will you. For more sales, show and 

demonstrate this unit. 


Write for the Production Tool Catalog. 


L*ommande 


K ” 








Load cable, wire, rope 
or anything on reels 
onto Roll-A-Reel for 
easy, smooth pay-out 
or take-up. 





@ Easily portable 
@ No 
Handle any ree! diameter 
Heavy steel frame 
Slanted 


All are drilled for Ball-bearing, adjustable 
optional auxiliary ball- rol 


lers 
bearing side rollers, Positive roller lock for 
$5.00 per set extra. unloading 


STYLE A 


2,000 ibs. cap. for reels 
up to 28” wide. Weight 


PRICE $46.50 


STYLE B 


4,000 ibs. cap. for 1 reel up to 48” 
wider or = ; 

“ wide each. Weight 1107. 

f.o.b. Cincinnati PRICE $84.50 


@ Special sizes on request. f.0.b. Cincinnati 


al i 4630 Read Road 
-lelam-a-laae pacts yr 














, Enos & Sanderson Honors 

\ 0 W Manufacturers’ Salesmen 
4 The Enos & Sanderson Co., Buffalo, 
4 LL THE New York, recently held its second 
) 3 annual manufacturers salesman of the 

year dinner. 
PU LLEY Top award was given to Walter 
MARKET Welsch of Minnesota Mining & Mfg. 
Co. for his efforts in the sale and 
romotion of coated abrasives. 
AT P 

Regular Unlagged George Enos, president, presented 


New “Rubber Lagged” 
Turn-Clean Pulleys BOTH ENDS! Turn-Clean Pulleys Mr. Welsch with a portable transistor 
for DRIVE END bd for TAIL END 
tape recorder. 


Honorable mention was given 
Larry Monahan of Beaver Pipe Tool 
Co., who won it last year. Mr. 
Monahan received a portable tran- 
sistor radio. 

Eighteen salesmen representing as 
many firms, and fifteen members of 
Enos & Sanderson were present at the 
dinner. 

Mr. Enos spoke briefly on the need 


WY, -1hd Medel) a ie] Met Ge Vmelc) ep 
for manufacturers and distributor 


PULLEY PROFIT PICTURE lets “apsoeaaene salesmen to once again sell the lasting 


@ An overwrite on all O.E.M. Sales > i Roe importance of the basic concept of 


@ No inventory investment MFG.. CO distribution to all industry. 
® Top profit return with a service-free ws 
item Dept. ID, Pella, lowa 








Sanson & Rowland Holds Meeting: 
Spring is here! Elects Officers And Directors 


At the recent annual meeting of 
Sanson & Rowland, Inc., Philadel- 


phia, officers and directors were 


elected for the coming year. 
Those elected are: Richard W. 
Goodby, president and treasurer; 





Aaron I. Sanson, III, vice president; 
James G. Pepper, vice president and 
secretary; James R. Lewis, assistant 





treasurer; and Thomas A. Ross, as- 
7 

5 Clean that Boiler NOW and let sistant secretary. 

SULFLO Bolter WATER TREATMENT Keep it Clean The directors elected for the com- 

For Steam and Hot Water ing year are: Richard W. Goodby, 

OTWER SULFLO Installations. James G. Pepper, Thomas A. Ross, 


QUALITY PRODUCTS 
Sulflo No. | Cutting Oil A special, carefully devised for- William Owen and Aaron I. San- 


(The Preferred olf of mulation for eliminating and pre- 





Master Plumbers) venting scale, rust and oil with son, IIT. 


pe ee their attendant heat loss and According to Mr. Goodby, sales 


” Pipe Joi ; deterioration of equipment. : ; 
Ceunae Cuater & ed ae and profits were down slightly in 


insalubie"typen Companion Home Service Items 1960, as compared to 1959. Sales for 

a hy Sulflo Fuel Oil Treatment the first quarter of 1961 were con- 

Sulflo Boiler Seal siderably improved and the firm 

hopes that sales for 1961 will show an 
increase over the preceding year. 

He said that a member of new lines 


SULFLO, Inc. Elizabeth 4, N. J. were added as a stimulant for addi- 


tional sales. 











Sold to the trade through selective outlets; thus Sulflo benefits 
the professional steamfitter and plumber. 
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Donald G. Murphy 


Cahill And Murphy Appointed 
Maurey Representatives 


Robert G. Cahill and Donald G. 
Murphy were appointed to the sales 
staff of Maurey Mfg. Co. 

Mr. Cahill will represent Maurey 
in the Dallas area. He worked 26 
years in the power transmission field. 

Mr. Murphy will 
firm in the northern half of Chicago 


represent the 


and in five counties of Northeastern 
Illinois. He comes to Maurey’s Chi- 
cago office from Kansas City. 

Mr. Murphy was also engaged in 


power transmission sales. 


Campbell Chain Appoints Luehrs 
Territory Manager 


Donald Luehrs was appointed Cleve- 
land territory manager for the com- 
mercial, industrial and automotive 
sales division of Campbell Chain Co. 

Prior to joining Campbell he was 
with Akron Laminating Co. and 
Jones and Laughlin. 
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Exclusive new tap selector answers 
basic questions, trouble-shoots 
problems, makes tap selection 
easy and profitable. 


PROFITS—they're bound to be better 
if you use the revolutionary Besly tap 
selector. Tap decisions are faster, 
they're right and they'll rate you re- 
peat business. 


NO MORE MYSTERY-—this new 
COLOR-CODED Besly-Welles tap 
selection system is as fool-proof as we 
could make it. A// you need to know to 
make 75% of all tap selections—and 
make them right—is the metal to be 


EXPERTS 
OFFER 
SELLING 
HELP 


tapped and four colors. It couldn't 
be easier. 


BASIC QUESTIONS ANSWERED 
—those questions about taps you've 
always wanted answered—are answered. 
And simply. The ‘‘what,'’ ‘‘why"’ 
and ‘‘how."’ 


TROUBLESHOOTING—we do our 
best to keep you a step or two ahead 
with the straight answers. 


A Besly Franchise is the key to it all. 
Write us for all the details including 
information on the complete Besly line 
of taps, cutting tools and gages. 


BESLY-WELLES CORPORATION 











106 Dearborn Avenue, South Beloit, Illinois 
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VALUED FOR 


alloy slings 


You can help your customers cut 
chain costs and gain a better safety 
record, with TM Alloy Sling Chains. 
Taylor's safe, sure-grip Tayco 
Hooks ... brute strength... con- 
trolled heat-treating . . . scientific 
quality control and Certificate of 
Test are a few features of these 
famous slings. Bulletin 14A lists 
many more. Write for your copy 
and further details today. 


S.G. TAYLOR CHAIN CO.., Inc 
Plants: Hammond, Indiana 
3505 Smaliman St., Pittsburgh, Pa. 


Everything Swings 
on TM Slings 


aylor 
ade 


SINCE 
1873 


CHAI 
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R. S. Schuba 


Hewitt Robins Appoints Schuba 
Detroit District Manager 


R. S. Schuba was appointed Detroit 
district manager for Hewitt-Robins 
Inc., with responsibility for market- 
ing the firm’s products in Detroit, 
Lansing, Flint, Saginaw, Grand 
Rapids, Kalamazoo, South Bend. 


He was formerly in charge of sales 
in Louisville, Kentucky. 


Crane Names Champ Vice President 
To Supervise Four Divisions 
Norman B. Champ, Jr., 


was named 
vice president of the Crane Co. He 
will supervise the operations of Mid- 
west Piping Division, Chapman Valve 
Mfg. Co., Swartwout Division and 
Cochrane Division. 

The announcement closely follows 
Crane’s acquisition of Midwest Pip- 
ing Co., where Champ was vice pres- 
ident and a director. 

Mr. Champ will have headquarters 


in New York City. 


MHI Selects Detroit 
For Great Lakes Regional Show 


The Material Handling Institute 
Great Lakes Show will be held in 
Cobo Hall, in Detroit, Michigan 
from June 19 through 21, 1962. 
This is the fifth in a series of re- 
MHI. 


Great 


shows launched by 

Plans are that the MHI 
Lakes Show will be accompanied by 
These 


ferences will be sponsored by Mich- 


gional 


technical conferences. con- 
igan-area Chapters of American Ma- 


terial Handling Society, Inc. 


Catalog, Stock and Sell these 
improved fasteners for volume 
business 


ppncte PLATESRID 


Recommended for mines, quarries, construc- 
tion work, storage yards — wherever belts 
length must be frequently changed. Hinged 
Plategrip Fasteners make a strong, flexible 
joint in heavy duty conveyor belts, trough 
naturally, ride smoothly over pulleys, yet can 
be separated by simply pulling the hinge pin. 
Improved design takes the new smaller diam- 
eter self-lubricating nylon sheathed cable 
hinge pins. No. X500-1 single bolt fasteners 
and No. X500-3 3 bolt fasteners (used at 
outside edges) to reinforce edges and aid 
troughing: 


Anwstnone- BRAY & COMPANY 


5356 NORTHWEST HIGHWAY * CHICAGO, ILLINOIS 








GRIPS ANY 
MATERIAL FROM 
0” to %" THICK 


Amazing blind fastener with threads 
has unlimited uses for maintenance and 
in original equipment manufacturing. 
Grips any material up to %” thick 
and needs only %” expansion space. 
Made of steel, cadmium piated, or 
brass with 6/32, 8/32, 10/32, 10/24, 
12/24 and %4—20 thread sizes. 


MOLLY JACK NUT IS EASY TO INSTALL 
bm 2 ~ 3 » 
attachment 
screw. 


Run in screw to Jack Nut now is 
collapse spider installed and 
anchor backing ready to receive 

SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 
MOLLY CORP. 


by exerting pull 
on threads. 
230Y N. Sth St, Reading, Pa. 
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Donald E. Becker 


Republic Appoints Becker 
Manager In San Leandro 


Donald E. Becker was appointed 
manager of the new San Leandro 
specialty metals division of the Re- 
public Supply Co., Los Angeles. 

Mr. Becker has more than 20 years 
in steel product sales. Prior to his 
new assignment, he was manager of 
steel sales for the firm’s southern 
division. 


H. M. Harper Appoints Mesler 
Michigan District Manager 


Clifford A. Mesler was appointed dis- 
trict manager in Michigan for H. M. 
Harper Co. 

Mr. Mesler’s territory will include 
Michigan and northwestern Ohio, 
with headquarters in Detroit. 

Prior to joining Harper, he was 
western sales manager, Buffalo Bolt 


Co. 


Arapahoe Electronic Incorporates; 
Donald Campbell Is President 


The Arapahoe Electronic Corp., Den- 
ver, was newly incorporated by 
Donald C. Campbell, president. 

The firm is a distributor of spe- 
cialized industrial electronic parts. It 
will move to new quarters at 2170 
South Grape Street. 

Lyell Rose is vice president and 
Don J. Jacobs, treasurer. 

Mr. Campbell also operated Denver 
Electronics Supply Co., from the 
same location. The firm distributes 
electronic components. 


June 1961 


Wheeling COUPLINGS 


for the ‘Right Connections’ 


_ 
: Indeed, the ‘right connections’ 


for SERVICE and QUALITY! 

Service because . . . your orders are 
shipped the same day we receive 
them. Quality because . . . Wheeling 
“X-L” Pipe Couplings are 
quality-controlled and precision 
engineered to A.LS.L, A.P.L, 

A.A.R., or other specifications 

in diameters %"’ to 16” in all types. 
Send for our free condensed 

catalog today. Remember, 

Wheeling Couplings have 

eXceL-ed since 1918. 


WHEELING MACHINE PropucTs Co. 
WHEELING, WEST VIRGINIA 
West Coast Factory - - Woodlake, California 








FOR THE MECHANIC WHO WANTS THE BEST TOOL 


NEW 
WILSON 
VERTICAL 
PNEUMATIC 
GRINDERS 


Wilson Series 923 vertical grinders are excellent for 
flash removal, snagging, weld smoothing and other 
metal removing operations. These powerful grinders 
are particularly suited for metal removal in deep 
cavity molds and other hard-to-get-at places. Avail- 
able in threaded spindle and collet chuck models. 


All Wilson portable pneumatic production tools are 
lightweight, compact. ¢ Catalog PT-58 gives all 
the facts. Write for your copy. 


Twele 


THOMAS C. WILSON, INC. 
21-11 44th Avenue, Long Island City 1, New York 
|-] ome 2 Bele) ee) a -) ems 3 ae fe) 7 4 





sell every 
manufacturer 


... including The “MANUFACTURER 
WHO HAS EVERYTHING” 


Regardless of how well stocked a 
prospect may be, he’s always 
“open” to new ways to improve 
“his operation. The BVI Bantam 
Sprayer and BVI Vibro-Graver 
are in this category. Both are 
new—unique— unlike any other 
production or maintenance tools! 
Both have unlimited, time-saving 
efficiency applications in every 
plant! Both are priced low enough 
to make single or quantity pur- 
chases a routine order. 


BVI 


BANTAM 4 
SPRAYER 4 


Sr ee ee ee 


Refillable electric 

“aerosol” sprayer— 

no bigger than a 

flashlight — speeds 

the application of light oils, lubri- 
cants, water, rust inhibitors, 
sealers, coolants. Saves user $8 a 
gallon-over ordinary aerosols. 
“Just plug in—and spray.” 


BVI 


VIBRO- | 
GRAVER 


Handy electric marker writes 
like a pencilon steel, plastic, wood, 
glass. Gives permanent identifica- 
tion to tools, parts, machinery, 
personal property. Faster, easier, 
better than any other marking 
method! 

You know the potential. Now 
get the facts about BVI’s direct- 
to-distributor profit program. 





J. D. Macklin 


Duff-Norton Appoints Macklin 
As Sales Representative 
J. D. 


representative, with headquarters in 
Minneapolis by Duff-Norton Co. 
Mr. Macklin will be responsible for 


Macklin was appointed sales 


hoist sales in Minnesota and North 
South Dakota. He 
handle sales of jacks and hoists in 


and also. will 
lowa and Nebraska. 

Prior to joining Duff-Norton he 
served with Warren Co., Red Wing 
Mfg. Co., and Swift & Co. 


Orland R. Wysong 


Murray Sales Appoints Wysong 
Sales Manager 


Orland R. Wysong was named sales 
manager of Murray W. Sales Co. The 
firm is a distributor of Lunkenheimer 
products. 

Mr. Wysong transfers to Murray 
W. Sales from Boyer-Campbell Co. 
In 1957 he was appointed transmis- 
sion specialist, calling on accounts in 
the Greater Detroit area. 











ALLEN FLUXES 


for all metals 


* BRAZING 
* WELDING 
* SODERING 


L. B. ALLEN CO., Inc. 


9303 Berenice (Metropolitan Chicago Area) 
Schiller Park, Illinois 


CALM 





PIPELINES 


ALLFLEX 


VIBRATAMERS! 
Custom- 
Engineered 


FAST to 


solve your 


problems. 

In Stainless Steel, 
Bronze, Monel 
write, wire, phone 
today for 


“VIBRATAMER” 
DATALOG 601 


aE, 
IT 
Fe rLIED METAL HOSE CO. 


3782 Ninth St., Long Island City 1, N. Y. 
Telephone: STillwell 4-5173 
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George R. Newton 


Allen Mfg. Co. Appoints Newton 
West Coast Manager 


George R. Newton was appointed 
West Coast manager for the Allen 
Mfg. Co. His headquarters will be in 
Los Angeles. 

Mr. Newton started with Allen 13 
years ago as a sales representative and 
has worked throughout the country in 


this capacity. 


Corning Glass Appoints Four 
To New Posts 


Lauristan J. Clark, Jr., was named an 
industrial components salesman in the 
southern Illinois-St. Louis territory 
by Corning Glass Works. 

Mr. Clark joined Corning in 1957, 
and since 1959 has been a customer 
service representative in the indus- 
trial components department. 

John R. McLaughlin and George 
Weinhold were appointed salesmen 
for the technical products division. 

Mr. McLaughlin will represent the 
firm’s plant equipment and lighting 
glassware departments in western 
Pennsylvania, eastern Ohio and West 
Virginia. His headquarters will be in 
Pittsburgh. 

Mr. Weinhold will represent the 
plant equipment and lighting glass- 
ware departments in eastern Mich- 
igan, western Ohio and eastern Ken- 
tucky. He will work out of the Detroit 
office. He joined Corning in 1959 as 
central district salesman. 

Robert J. Hull was appointed 
supervisor of customer service for the 
Central sales district of the technical 
products division. He will be based in 
Chicago. 
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PRODUCTS | 


SHOP EQUIPMENT AND STEEL SHELVING 





Your customers seeking top quality steel equipment can be 
selective and satisfied with BAY’s complete line. New products 
with exclusive features maintain the same high BAY standards 
of proper design—produced right, unconditionally guaranteed. 
And, BAY’s system of limited franchise distribution and com- 
plete distributor protection insures freedom from wanton 
price cutting—maintains BAY’s top quality line for distributors 
to sell. Check our new catalog and prove it to yourself. 
Modular Benches ¢ Steel Shelving « Work Benches e Stock Carts 
e Handicabinet*® Benches « Service Trucks « Stacking Boxes « Paris 
Bins ¢ Small Parts Cabinets and Cases. 











BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC. 


1843 W. Cambria St., 
Philadelphia 32, Pa. 


BAldwin 9-1805 
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Olympic Screw 


ECONOMY “OSCAR’: BLIND RIVETS 
JOIN THE WELL-KNOWN OLYMPIC 
) FAMILY OF FASTENERS! 


SCAR’ blind rivets save you fastener and labor dollars 
replacing screws, solid rivets — all other blind rivets. 


OFFER THESE ADVANTAGES: 


Low installed cost. 

Aimost all existing blind rivet tools install “OSCAR"’ rivets. 
New, inexpensive Olympic “Oscargun” or Olympic’s full line of 
fast, efficient power tools install “OSCARS” with maximum speed. 
Oscar rivets have serrated stems for easier pulling, more uniform 
clinch and upset and positive gun grip. 

Break type stem is made to break clean, head of stem remains 
tightly in rivet body to seal against dirt and water. 

Oscar's precision manufacture assures uniform clinch and uni- 
form upset. This permits easy riveting of materials formerly un- 
suited for riveting. 

Manufactured in aluminum alloys and mild steel. 

Popular head styles available. 

Also available Olympic’s revolutionary ‘‘Hit’’ and ‘‘Driv-tite”’ 
rivets — the blind drive pin rivets securely installed by a 
hammer blow. 





Automatically adjusts 
for variable thickness 


Positive clinch — 
maximum sheet pull-together 








Write now for complete details. 
Choice Jobber and Distributor openings available. 


a: 


A 


7 ihe Otolaclols-tilels 


TH AN 








NOW make big OEM. sales 


with 
Darco 


SPROCKETS 


You Can Offer 


a full line of sprockets for A.S.A. 
35, 40, 41 & 50 chains... 


made by Dayton Rogers pre- 
cision process that assures 
quality ... 

at prices that will let you com- 
pete with factory prices even 
to large O.E.M. users .. . 


plus special sprockets, holes, hub 
types, etc. 


Write TODAY § for 
complete details in- 
cluding prices and 


protected territory 


DAYTON ROGERS 
tau “ga ctu ving Company 


MINNEAPOLIS 7P, MINNESOTA 











THERE’S GOOD MONEY 
in BALANCED LIGHTING 


G 


Fos TQ REA 


HERE’S A LINE THAT'S RECOGNIZED—Thousands of machine tools are 
equipped with Fostoria Critical Work Area Lighting equipment. Most 
factory managers and production men know Fostoria localized 
lighting combined with good general lighting increases production, 
decreases costs, reduces spoilage, improves morale and promotes 
safety. They want good lighting — you can provide it. 


HERE’S A LINE THAT'S ADVERTISED — Fostoria Critical Work Area 

Lighting Equipment is brought to the attention of thousands of 

specifiers in such trade journals as New Equipment Digest, Industrial 
Equipment News, Machine and Tool Blue Book 
among others. It’s an accepted line with a ready- 
made market. You can cash in on it. Write for 
our new folder on CRITICAL WORK AREA LIGHTING. 
No obligation. 


FOSTORIA CORPORATION, Fostoria, Ohio 


MANUFACTURERS OF CRITICAL WORK AREA LIGHTING EQUIPMENT 
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Gordon M. Henderson 


Paul Selby 


Ridge Tool Appoints Salesmen 
For Florida And Canada 


Gordon M. 
pointed a salesman for Florida and 
Paul Selby was named to serve in 
Quebec by Ridge Tool Co. 

Mr. Henderson was in the plumb- 


Henderson was ap- 


ing supply field for 15 years. 

Mr. Selby, a long-time resident of 
the Montreal area, will call on dis- 
tributors and contractors throughout 
Quebec and the Maritime Provinces. 

Prior to joining Ridge Tool, Mr. 


Selby was with Crane, Ltd., Montreal. 


Chain Belt Names Wright 
Head Of Portland Office 


Beryle W. Wright was appointed dis- 
trict sales manager of the Portland, 
Oregon, office of Chain Belt Co. He 
succeeds the late Rusty Church. 

Mr. Wright joined Chain Belt in 


1951, as Portland sales engineer. 
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Book Reviews 





ENGINEER’S VEST POCKET BOOK, 
published by Ottenheimer Publishers, 
Inc., 4805 Nelson Avenue, Baltimore 
15, Md., $.90, 192pp. An engineer 
can’t carry in his head all the in- 
formation he has ever learned, but 
he can carry in his pocket all the 
information in this vest-pocket book. 

Whether you are looking for the 
formula for the Binomial Theorem, 
the properties of structural steel, the 
strength of gear teeth, or the proper- 
ties of staurated and superheated 
steam, etc, you will find the infor- 
mation in this book. 

Book contains an alphabetical in- 
dex, an index of charts and tables, 
and 12 marginal indexed headings. 

Everything has been indexed to 


make information easy to find. 


A THOUSAND AND ONE BOOKS, 
PAMPHLETS AND ARTICLES 
PUBLISHED IN THE LAST YEAR 
published by Business Methods Index, 
Box 453 Ottawa, Canada, $2.00. A 
new series of bibliographies in the 
business field have been released by 
the publishers of business methods 
index. 

Each booklet covers one of the 
following fields, accounting, adver- 
tising and selling, self-improvement, 
economics, farming, finance, foreign 
trade, insurance, labor, marketing, 
manufacturing, office, personnel, re- 
tail and wholesale, real estate, tech- 
nical, top management. 

They range in size from 50 to 60 
pages and contain from 1,000 to 
1,500 current American, Canadian 
and British sources of business in- 
formation in the form of books, 
pamphlets, articles, films, maps, 
government documents, etc. Quarterly 
revision is made by the addition of 
new entries as they appear in the 
monthly issues of Business Methods 
Index. 

Entries are classified and arranged 
by functional interests, title, author 
source. Pages and prices are given. 
Periodical articles are selected from 
the 300 leading business magazines 
and journals of the three countries. 
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ADJUSTO-HOLE-CHEX (pctentea) 


Adjustable 


“go”—“no-go” hole gauges 


-for fast, accurate checking of hole sizes 


These 5 ADJUSTO-HOLE-CHEX gauges check any hole size 
from %” to 2%”. Check roundness, taper, and bell mouth. 


Adjustable diameters are positively locked to insure accurate 
checking. 


Color-coded ends for quick checking—green end is adjusted to low 
limit of hole, and red end to high limit. Ideal “go”—‘“no-go” 
gauge. 


Low cost—set of 5 gauges lists for only $36.50, complete with 
Allen wrench and adjusting wrench. 


plus these outstanding sales features 


Won't mar micro finish. 

Brightly finished ends—anodized 
throughout. 

Packaged in attractive wooden box, 
which makes ideal display case. 


Unit List Prices 


SIZE “A” 
mye 


unre 


“av 
Boxed set of 5 gauges 
Complete with Allen wrench and 
adjusting wrench . . . $36.50 List 


DISTRIBUTORSHIPS AVAILABLE THROUGHOUT THE UNITED STATES. 
| 


omega precision, inc. 


757 North Coney Avenue, Azusa, Calif. » CUmberiand 3-9485 
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for standard and 
special screws 
make 


fi 
ge bd 
& yn al 7 
tien ® 


* 


ou 





connection! 





Selling Mac-it quality prod- 
ucts and dependable service 
guarantees greater satisfac- 
tion for your customers— 
changes prospects into cus- 
tomers—builds bigger busi- 
ness and increased profits for 
you! Write today for details. 


MAC-IT PARTS COMPANY 
Dept. 15, Lancaster, Penna. 





The “MER-MAID” 


Vinyl plastic 

Sanitary & hub types 
Available in all sizes 
Strong & lightweight 
Chemically inert 
Straight or crown face 
Non-toxic, tasteless 
Non-sparking, odorless 
Weather resistant 
Fully machined 





The “RED HEAD” 


Seamless steel tubing 
Hub type only 
Available in all sizes 
General conveyor duty 
Completely sealed unit 
Straight or crown face 
No welded face seams 
Discs welded to rims 
Uniform surface 

Fully machined 


FOR COMPLETE LITERATURE, PRICES AND DISTRIBUTOR DISCOUNT, WRITE OR PHONE: 


ERCURY 


365 BROADWAY «s 


4 


LSDALE 


NE 


INDUSTRIES, INC. 


W JERSEY 








To Help You Sell 





PIPE—Union Carbide Plastics Co., 
270 Park Ave., NY, NY—Bulletin on 


polyethylene pipe. 


PUMPS—Air Control, 
Narberth Ave., Narberth, 
Brochure on “Dia-Pump” oil free 


Inc., 450 


Penna.— 
compressor and vacuum pumps. 


VIBRATORS—Syntron Co., 900 Lex- 
ington Ave., Homer City, Penna.— 
Bulletin on electromechanical rotary 


vibrators. 


REELS—Aero-Motive Mfg. Co., 1803 
Alcott St., Mich. Bro- 


chure on wide line of industrial reels. 


Kalamazoo, 


MU ACHINES—Acme Mfg. Co., 1400 
East Nine Mile Road, Detroit—Cata- 
log on line of semi-automatic ma- 
chines for low production deburring, 
buffing and polishing operations. 


DIE HEADS—The Eastern Machine 
Screw Corp., New Haven, Conn.— 
Bulletin on “H&G Styles DMS and 
DMSL Stationary” insert chaser die 


heads. 


HAND TOOLS —Champion DeAr- 
ment Tool Co., Meadville, Penna.— 
Catalogs on pliers, hammers and mis- 
cellaneous hand tools. 


WIRE CLOTH—Cambridge Wire 
Cloth Co., Md.—Bro- 


chure on metal-mesh conveyor belts, 


Cambridge, 


industrial were cloth and wire cloth 
fabrications and metal-mesh slings. 


CLAMPS—Accurate Bushing Co., 
440 North Ave., Garwood, N. J.— 
Catal 


fixture components. 


on clamp assemblies and 


oO 
ye 


PULLING SYSTEMS — Owatonna 
Tool Co., 373 Cedar St., Owatonna, 
Minn.—Booklet on pulling systems 
for everyday pulling-installing prob- 


lems. 


HOISTS—Hoist Manufacturers Asso- 
ciation, Inc., One Thomas 
Washington, D. C. 
tric chain hoists. 


Circle, 
Bulletin on elec- 
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LER POWER HACK SAWS 


NEW... PORTABLE 
JEFFERSON “601”, 5” x 4” Capacity 


Now available with 
cast legs, 7” ball 
bearing, rubber 
tired wheels & 
convenient 
handle. 








Complete 

with motor, 
| switch, wired, 

ready-to-go. 


$] 14.50 


F.0.8. Factory 


a 


MODEL 1HB, 5” x 5” Capacity, all cast 
construction 


A rugged 
saw com- 
plete with 
motor, switch, 
wired, ready- 
to-go, ONLY 


$199.00 


5 Sizes—12 Models 
Write for Bulletin 361. 


KELLER DIV. 


Sales Service . Mee. Co. 
YP 


2361 University Ave. St. Paul 14G, Minn. 





Buckeye 


r 


WATTLE 


BRONZE BUSHINGS 
MACHINED PARTS 
ALL RECOGNIZED BRONZE 


SEARING ALLOYS 


LUBRICO-HILEAD 
COMPLETE FACILITIES 


STANDARD BUSHINGS 
MACHINED BARS 
NEW GATALOG 
i ~ ba 
SuUckKeye 
BRASS & MFG. CO 


> 
777G) DS, & 
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CHAINS — Foote Bros. Gear & 
Machine Corp., 4545 S. Western 
Blvd., Chicago—Chart on chain pitch 


sizes for power transmission chains. 


CHUCKS—Sutton Tool Co., Sturgis, 
Mich.—Bulletin on chucks. 


GEARS — Instru-Lec Corp., 520 
Homestead Ave., Mount 
N. Y.—Folder on types of gears and 


Vernon, 
related parts. 


AIR COMPRESSORS — Johnson 
Service Co., Milwaukee—Catalog on 
air seal and piston type air com- 
pressors and accessories. 


BEARINGS — Northfield Precision 
Instrument Corp., Island Park, L. [., 
N. Y.—Catalog on line of miniature 
“Micro- 


precision sintered bronze 


spin” bearings. 

PRESSURE REGULATORS—O. C. 
Keckley Co., 3402 Cleveland St., 
Skokie, Ill—Bulletin on line of pre- 
cision pressure regulators. 


NOZZLES — OPW-Jordan, 6013 
Wiehe Road, Cincinnati—Bulletin on 
nozzles for use by service stations 
and general industry. 


TEST INSTRUMENTS — Pyramid 
Instrument Corp., Lynbrook, N. Y.— 
Catalog sheet on testing kit that in- 
cludes new three-way test instrument. 


RINGS—Parker Seal Co., 10567 Jef- 
ferson Blvd., Culver City, Calif.— 
Booklet on continuous and contoured 
back-up rings. 


CLEANERS—Acoustica 
104000 
Angeles—Bulletin on 


20-KC 


Associates, 
Blvd., Los 


self-tuning, 


Inc., Aviation 


tansistorized line of ultra- 
sonic cleaners. 


GRINDER—Delta Power Tool Div., 
Rockwell Mfg. Co., 488 North Lexing- 
ton Ave., Pittsburgh, Penna.—Bulle- 
tin on 7-inch grinder with “Twin 
Lite” safety shields. Also: Bulletin 
on 12-in. cut-off machine. 


COATINGS—Johnson’s Wax, Racine, 
Wisc.—Folder on line of 18 special 
coatings for all types of industry. 











TAPS « DIES 
THREAD PLUG GAGES 


A COMPLETE SELECTION OF SIZES 





WE ALSO STOCK 


ACME & METRIC 


TAPS and DIES 


RING GAUGES 
SPECIAL REAMERS 
EXTRA LONG DRILLS 


SPECIAL TAPS ALSO MADE TO 
YOUR PRINT SPECIFICATIONS 
QUOTATIONS FURNISHED UPON REQUEST 





WRITE FOR SPECIAL TAP AND DIE 
PRICE LIST AND WALL CHART 
LISTING SIZES IN STOCK 
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Industrial Cutting Tools 
29-31 SOUTH DESPLAINES STREET 
CHICAGO 6, ILLINOIS 


All Phones: Financial 6-1195 








PURE MANILA ROPE 


for every industrial use 


SSAA ANAC 


FILPACK 


STANDARD 
coiL 


Made with care, precision and expert 
engineering, FITLER PURE MANILA ROPE 
deservedly has a high reputation for 
quality and outstanding service on a 
wide variety of jobs in industry. A few 
uses where FITLER PURE MANILA has 
proved itself are as: Handlines, Safety 
Rope, Ladder Rope, Elevator Rope, 
Lashing Rope, Guy Lines, Firescape 
Rope, Hoisting Rope, and Truck Rope. 


SPECIFICALLY DESIGNED 


FITLER MANILAS designed for specific 
jobs in industry include: Transmission 
Rope, Truck Rope, Shovel Line Rope, 
Hammerfall Rope, Lineman’s Rope, 
and Car Puller Rope. 


COVERS EVERY FIELD 


Unexcelled for durable, long wearing, 
flexible and waterproofed rope, FITLER 
PURE MANILA is designed for maximum 
service and use in the marine, fishing, 
farming and drilling fields as well as 
industrial. rrrter has a full line of 
sizes and stock. 


Sold by 
Industrial Distributors Everywhere! 


The EDWIN H. FITLER CO. 


Est. 1804 
Division of Columbian Rope Company 
New Orleans 17, la. © Philadelphia 24, Pa. 





MOTORS—Reliance Electric & Engi- 
neering Co., 24701 Euclid Ave., 
Cleveland—Bulletin on line of “Duty 
Master A-C” from 1 to 
2000 hp. 


motors 


PUMPS—Sprout Waldron & Co., 
Inc., 130 Logan Street, Muncy, 
Penna.—Specification sheet on pump- 
conveying systems for conveying fine 
powdery materials. 


UNIONS — Stockham Valves & 
Fittings, Birmingham, Ala.—Catalog 
on line of unions and union fittings. 


POWER TOOLS—Skil Corp., 5033 
Elston Ave., 
power tools for use in industry, con- 


Chicago—Catalog on 


struction, automotive service, voca- 
tional training, and maintenance. 


TUBES—Raytheon Co., 55 Chapel 
St., Newton, Mass.—Handbooks on 
cathode subminiature, filamentary 
subminiature, and gas and vapor 
electron tubes. 


KEYSEATER—Star Cutter Co., P. O. 
Box No. 376, 34500 Grand River 
Ave., Farmington, Mich.—Catalog on 
automatic feed keyseater. 


RANGE DRIVES—U. S. Electrical 
Motors Inc., P. O. Box 2058 Terminal 
Annex, Los Angeles, Calif.—Bro- 
chure on U. S. Varidyne all a.c. con- 
trolled speeds systems to range drives. 


CHAINS—S. G. Taylor Chain Co., 
Inc., Hammond, Ind.—Bulletin on 
“Tayco” reel on the “ITM Chain 


Salesmaker.” 


GRINDING WHEELS — Simonds 
Abrasive Co., Philadelphia—Bulletins 
on general purpose grinding wheels 
and plain cylindrical grinding wheels. 


FEEDERS —Vibra Screw Feeders, 
Inc., 156 Huron Ave., Clifton, N. J.— 
Bulletin on live bin feeders for 


metering all dry materials. 


DRILLS—Ace Drill Corp., Adrian, 
Mich.—Booklet on “Ground-from- 
the Solid” process of producing drills 
from uniformly heat-treated mill 
length bars of hardened high speed 
steel. 





A Personal Message 
from 


VINCENT K. 
ALEXANDER 
V.P. and Sales Mgr. 


a Manheim Manufacturing 
and Belting Company 


, most of your customers are 

“inventory conscious.”’ They’re re- 

ducing their stocks of seldom used 

items and sizes in order to save 
dollars for more profitable use. 

You can help customers reduce 
complex and costly v-belt inventory 
without impairing their operating 
efficiency: suggest that they stand- 
ardize on Veelos. Here’s what Veelos 
can do for them: 

1. Four 100-foot reels of Veelos in 
O, A, B and C widths provide up 
to 316 sizes of endless v-belt. If 
their drives require only one or 
two belt widths, all they need is 
one or two reels of Veelos to suppl 
all the different lengths they need. 

. Space needed to store endless 
v-belts is reduced to inches. 

. Inventory records are simplified; 
Veelos users have a simple, at- 
a-glance visual control. 

. Obsolescence and deterioration of 
v-belts are eliminated. 

. The right size is always in stock 
for every drive replacement. 

. Users can cut their v-belt inven- 
tory investment in half and free 
those dollars to work elsewhere. 

There are many other reasons 
why it will pay your customers to 
use Veelos. ame less to install; 
maintains machine operation at peak 
levels; cuts machine downtime to a 
minimum; reduces machine vibra- 
tion; provides constant, uniform 
tension control to end slippage. 

Consider all the advantages of 
Veelos—in inventory saving and 
operating efficiency. Doesn’t it make 
sense to really sell Veelos? 


Ot Cbtparnde/ 


NEW! VEELOS TOOL = : 


Here’s the tool ¢ 

to help you sell 7 

more link v- 

belt—the new 

Veelos tool. This sturdy tool 
makes uncoupling and coupling 
Veelos belt fast and easy. Show it 
to maintenance mechanics and 
stockroom attendants and they'll 
buy it. Write for bulletin. 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 


INDUSTRIAL DISTRIBUTION 








UMABIG ORANGE Batu eS 


SHACKLE CHAIN HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of high-strength steel and 
heat-treated. 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 
GRAB HOOKS 
Available SLIP HOOKS 


Available 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


Size stamped on every 
shackle 


Forged of HI-STRENGTH STEEL 
Available in sizes 3/16” to 2”, EXTRA STRONG 
EXTRA TOUGH. Self-colored or galvanized. 

Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 





SPROCKETS 


Co., Minneapolis, Minn. 


Dayton Rogers Mfg. 
Catalog on 


precision die cut stocked sprockets. 


CH AINS—Chain Belt Co., Milwaukee 
—Bulletin on 
implement chain and attachments. 


line of agricultural 


RUBBER—Cincinnati 
Co., 4900 Franklin 


—Catalog on line of 


Rubber Mfg. 
Ave., Cincinnati 
industrial 


rubber. 


Clark-Cutler-McDermott 
Mass. 


leveling 


YVOUNTS 
Co., Franklin, 


“Wedgmount” 


Bulletin on 
machine 


mounts. 


Chain Co., 


Catalog on line of 


CHAINS 
York, 


cam-alloy, wrought iron and high- 


Campbell 


Penna. 
test steel sling chains. 


ABRASIVES — The Carborundum 
Co., P.O. Box 337, Niagara Falls, 
N.Y. 


for the automotive trades. Also: cata- 


Catalog on coated abrasives 


log on “Stupalox” ceramic cutting 


tools. 


dune 196! 





STEEL BLADES—Machine Knife 
Div., Simonds Worden White Co., 
1101 Negley Place, Dayton, Ohio— 
Bulletin on solid steel and laid steel 
shear blades. 


VALVES —Vickers Inc., Detroit, 
Mich.—Bulletin on directional con- 
trol valves for mobile equipment. 


VALVES—Walworth Co., 750 Third 
Avenue, New York, N. Y.—Brochure 
on “Rolotork” cast steel lubricated 
plug valves. 


TOOL BITS—Firth Sterling Inc., 
3113 Forbes Ave., Pittsburgh, Penna. 
—Catalog on high speed tool bits. 


CLAMPS—Band-It Co., 4779 Dahlia 
Street, Denver—Catalog on _ indus- 
trial pressure clamps, hose fittings 
and other allied products. 


SCREWS—Standard Pressed Steel 
Co., Jenkintown, Penna.—Bulletin on 
high torque set screws. 


CORROSION—The H. M. Harper 
Co., Morton Grove, Ill_—Brochure on 
various kinds of corrosion and the 
different metals suited to resist them. 


V ALVES—Hills-McCanna Co., 400 
Maple Ave., Carpentersville, [ll.— 
Catalog on manually operated and 
pneumatically operated ball valves. 


ACCESSORIES—Hannifin Co., 501 
S. Wolf Road, Des Plaines, Iil.—Bul- 
letin on quick identification of mount- 
ing accessories for square-type, 
industrial hydraulic and pneumatic 


power cylinders. 


LATHE TOOLS—Capitol Tool & 
Carbide Corp., 1403 Utica Ave., 
Brooklyn, N.Y.—Price list on single 
pointed carbide tipped lathe tools. 


MET ALWORKING—Di-Acro Corp., 
546 8th Ave., Lake City, Minn.— 
Catalog on precision metalworking 
equipment. 


CONTROL BOXES—Export Corpo- 
ration, 8951 Schaefer, Detroit— 
Folder on co-polymer PC product 
control boxes for plant quality pro- 
duction and storage use. 





purchased every 
through Distribut: 


SHOPLIFTER new Mark Il model 
The original lifter of its type and first 
choice with users for over 20 years... 
full 750 Ib. working capacity. New low 
price of $195.00 f.0.b. Chicago, includes 
complete safety features. Several other 
models available. 


ELEVATING 
TABLES 

A most useful tool 
in any shop as a die 
handler, constant 
height table, load 
leveler, or portable 
work table. Ask for 
bulletin ET-245. 
Price $245.00. 


SHOVE-L TRUCKS 
A really different broad 
blade truck... designed 
for all-purpose use. Six 
models with choice of 
wheel size in both metal 
and rubber. Priced from 
$34.00. 


DRUM TRUCKS 
For all 30 gallon and 
55 gallon metal drums. 
Available with natural 
rubber or neoprene 
tread wheels. Priced 
from $64.00. 


RED ROCKER BARREL STANDS 
Everybody needs them! Safe 
and easy one-man draining 
of 55 gallon drums. 18” and 
24” drain heights . . . with 
and without wheels. 


Write for catalog and dealers discounts! 


eo 4532 W. Lake St., 


Chicago 24, lil. 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


: \\ 
BUILT RIGHT—Best materials throughout tool , \ 


\’ steel cutters . . 


\ 


EASY TO HOLD— Extra 
Weight well distributed | 
A \ A for smooth handling. a, 
MOORLAND 
A\ Also CALDER Fine Diamond Dressing Tools \ 
Wn BAS AA DSESS SASS SSS AA 
\\YSOLD ONLY THROUGH DisTRIBUTORS \\\ 
WIA SAAS AAoa da asadadsadsdoadssadsaaaad 
oy Vols Sev eis Venael ai icmmeem 


2049 North Prince Street ° Lancaster, Pennsylvania 


. Right and Left hand Threaded Bushings \\ 
\\ for Automatic Tightening. k 
A) Ae 
\ \ \\ \ 
QQ 


—> % \ + ‘i . oh 
. \ ry 
te he \ ‘ 








For Sales... 
Think MERRILL! 


For More Sales .. . | 
Sell MERRILL! 


Yes, this fast moving line sells 
easier and faster. 

Nationally advertised, its 
many industrial uses are well 
known through the United 
States and Foreign Countries. 


Investigate the Merrill Line of Materials Handling 
Devices. Write for our latest Catalog C-3 today. 


MERRILL BROTHERS 


56-16 Arnold Ave., Maspeth 78, N. Y. 











Operation ideas 





Slide Projector 


Bell & Howell’s new Tele-Sonic slide 
projector, has a wireless remote con- 
trol. It employs ultrasonic or silent 
sound to focus and change slides. The 
remote control has two tiny trans- 
mitters which send high frequency 
sound waves at 36,500 cycles per sec- 
ond for focusing and 40,000 cycles 
for changing slides. Transmitters are 
operated by two buttons on remote 
control. Units are available from 
dealers at a suggested list price of 
$269.95. Bell & Howell, Chicago, 
Illinois 





tere ever TOE tS 
an) Seeeeee ee. FLAP 
pre. lra ee made 1N. 
Working-map 


A large outline map of the U.S., im- 
printed on 36x48 perforated 16 gauge 
steel panel, shows more than 300 key 
cities. The working-map provides a 
flexible chart for sales territories, 
marketing programs, traffic plans, or- 
ganizational distribution, etc. Scratch- 
proof, washable, green finish allows 
the use of marking inks, tapes, mag- 
nets and pressure-sensitive materials. 
Additional sizes and territories are in 
process of development, and can be 
produced on request. Power Dis- 
patchers Equipment Co., 217 North 
Broadway, Milwaukee 2, Wis. 


INDUSTRIAL DISTRIBUTION 





It's easy 


“0 
‘mn \D 
@ Huot pri 


TELL YOUR yoy feast this ideal filing 
system for their drills oO more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember— 


“Huot rhymes with Do it” 
Write for catalog pages 


HUOT MFG. CO. ‘nnn. 


s St. Paul 4, Minn. 








The right gauge for 
your specific needs 


A complete line of gauges in stock 
available for early delivery. Gauges 
from 10-inches water pressure to 
30,000 P.S.I. to meet your specifica- 
tions on any equipment. 


@ Combination 
@ Diaphragm 
@ Compound @ Hydraulic 
@ Altitude @ Special Purpose 
@ Dial Thermometer 
(Vapor Tension or Bi-Metal) 
Let Marshalltown answer your gauge 
problems . . . write for information 
and prices. 
MARSHALLTOWN MANUFACTURING, INC. 
MARSHALLTOWN, IOWA 
A Subsidiary of the Electric Autolite Company 


@ Pressure 
@ Vacuum 
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Pitchmaster 


An all-aluminum unit (22 lbs.) that 
is easily carried. Can be used for 
portable sales or a training aid. Model 
PM200 is 40” wide, 72” high, and 
folds to 4”x2414"x42”. Design allows 
for quick interchanging of art-work 
panels. The company offers a service 
for designing and producing display 
panels, but the user can easily pro- 
duce his own. Slanhoff Mfg. Co., 638 
South Columbus Ave., Mount Vernon, 
New York 


Desk Sign Kit 


Desk name plates assembled easily. 
The kit consists of 20 bases, 300 
letters and periods, 40 self-adhesive 
felt base pads and screwdriver for 
tightening base screws after letters 
have been slipped into place. Price: 
$65. Replacement letters: 15¢ each. 
The David Williams Co., Box 22, 


Lansdale, Pennsylvania 


Signa-matic Pen 


This pen, with specially designed 
pocket clip, displays molded raised 
lettering with trade mark or corpora- 
tion symbols. Designed in all gold, all 
chrome, or chrome top with plastic 
barrel, the Signa-Matic has a metal 
refill, The pens may be used as an 
advertising specialty, premium item, 
or good-will gift. Tridel Co., 20 West 
2lst Street, New York 10, New York 





HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 


Standard & Double 
Extra Heavy 
UNIONS 

Available with 

ed or socke 

Ib. sizes VY,” to 3”; 

6000-lb. sizes 1” 

to 2”. eo, 


(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
Orifice seats. 3000-lb. 
“wae only. 




















GASKETLESS 
CUP-ORIFICE 
UNIONS 


Choice of stainless 
orcarbon steel cup- 
type plate. 3000- 
Ib. service, 




















(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib, 


\ service. 
Write for Catalog 60 


Showing the complete Catawissa 
line of Perfect Seal Products 


CATAWISSA VALVE & 


FITTING COMPANY 
CATAWISSA, PENNA. 


~ 
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HARRISBURG 
FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


Division of HARSCO CORPORATION 


CYLINDERS 


oa 








Manufacturer's 
Appointments 





R. C. BAKER was named director of 
engineering of Wilkerson Corp. 


P. Biar L., Joun D. Garrison and 
D. C. FaBIANI were elected directors 
of Crane Co. 


EMILIO DESVERNINE was appointed to 
the new position of public relations 
manager of Skil Corp. 


C. CHURCHILL CRITTENDEN is the new 
director of international operations 
for Acme Steel Co. 


Doucias MUELLER recently became 
director of public relations and ad- 
vertising for Borg-Warner Corp. 


Davip Evers was appointed project 
engineer, sales division, for Campbell 


Chain Co. 


THomas D. BusHMAN was named 
product manager of semiconductor 
processing equipment at Norton Com- 
pany’s Machine Tool Division. 


Joun C. PrircHarD was appointed 
credit for The Stanley 
Works. 


manager 


VERNON D. Dopez was named senior 
financial representative for the B. F. 


Goodrich Co. in Akron, Ohio. 


Ricuarp E. Lanper is the new plant 
manager of Keasbey & Mattison Com- 
pany’s asbestos-cement pipe manu- 
facturing facility, Ambler, Pa. 


Josepu S. TuRNER was named man- 
ager, production control and purchas- 
ing for The LFM Mfg. Co., Inc., a 
subsidiary of Rockwell Mfg. Co. 


T. F. SHarpe was appointed chief 
engineer of the Ithaca plant of Morse 
Chain Co., a Borg-Warner Industry. 
At the same time, Haro.p R. FisHEer 
was named assistant chief engineer, 
Georce A. ZiMMER was named di- 
rector of research, and Henry S. 
GERMOND was appointed product de- 
velopment engineer. 


cold aelelcte| 
PIPE NIPPLES 


A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ye" to 1%” Standard and Extra 
—— Weights, Black Grade 


We tol “a"Double Extra Strong 
Weight, Black, Grade “A.” 


TO ORDER: 


Groade“B” Galvanized, Cold 
Drawn in Larger Sizes. 
® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Etsburgh NIPPLE WORKS, Inc 


SPRING GARDEN AVI PITTSBURG? 











( 





FAST 
DELIVERY 
AVAILABLE 


SPROUT-WALDRON 


BELT-SAVER 
Pg 


Write for Bulletin 35-E 


SPROUT-WALDRON 
MUNCY, PENNA 
IN/504 








INDUSTRIAL DISTRIBUTION 











“IDEAL” 


BANDSAW WELDERS 
For High Speed Steel 


+ pete 


Model BAS-3, Electric Flash Welder For 

High Speed Steel With Automatic Anneal- 

ing Controls. For Vs” to 2%” Wide Bands. 
It's quicker, more economical and 
more convenient to make band 
tools from your own coil stock on 
these precision-built welders. Seven 
models for carbon steel, nickel 
chrome and high speed steels. For 
bands from Ve” to 6” in width. 
Shear attachment for cutting true 
90° butt ends in bands and grind- 
ing wheel for dressing welded joint 
optional. 





“BEXOR” Bandsaw Blades 


—> 


Top Quality. Favorable Price. Better 
Profit Margin. In 100’ and 250’ 
coils. 





HACKSAW BLADES 


Hand sizes in tungsten alloy and 
high speed steel. Light and heavy 
power in high speed steel. 


DISTRIBUTORS WANTED 


tion today to 


E. R. SAMSEY & CO. 


TOLEDO 14, OHIO 


Write for literature and complete informa- 
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Dates to Remember 





June 4-7 


National Association of Purchasing 
Agents, International Convention, 


Conrad Hilton Hotel, Chicago. 


june 4-7 


American Iron & Steel Institute, An- 
nual Meeting, Waldorf-Astoria, N. Y. 


June 5-9 


National Plastics Exposition, New 


York Coliseum, N. Y. 


June 19-21 


American Marketing Association, 
44th National Conference, Los 


Angeles. 


June 21 


Electric Overhead Crane Institute, 
Meeting, Detroit Athletic Club. 


june 28-30 


Instrument Society of America, 1961 
Joint Automatic Control Conference, 


Boulder, Colorado. 


july 18-20 

Western Plant Maintenance & Engi- 
neering Show, Los Angeles Pan- 
Pacific Auditorium, Los Angeles. 


July 25-Aug. 10 


Chicago International Trade Fair, 
McCormick Place, Chicago. 


Sep. 21-22 

Woodworking Machinery _Distrib- 
utors’ Association, 2nd Annual Meet- 
ing, Sheraton-Blackstone Hotel, Chi- 
cago. 


Sep. 25-28 


Industrial Building Exposition & 
Congress, New York Coliseum. 


Oct. 2-6 
The 16th Annual National Hardware 


Show, New York Coliseum, N. Y. 


Oct. 23-25 


Mechanical Power Transmission 
Equipment Distributors Association, 
Annual Convention, Edgewater Beach 
Hotel, Chicago. 





LOWELL REVERSIBLE RATCHET SOCKET WRENCHES 


. see your industrial distrib- 
utor, or write to Dept. L-14D 
for more details. 

Worcester 4, Massachusetts 


LOWELL WRENCH CO. 


Get all the profitable facts now 


Nearly a Century of Faithful Service to Industry 


ee 
TO ORDER 
ca 





PACKING LINE 
offers 
RAPID TURNOVER 


OF INVESTMENT 


Most Distributors 
report 


to 


times per year 


KEEPS YOUR 
CAPITAL WORKING 
HARDER 


Another reason 
why Belmont is 
“THE BIG 


PROFIT LINE”’ 
for Distributors 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa 


. 








New Lines taken on 
by Distributors 





Raybestos-Manhattan, Inc. recently 
appointed the following 17 companies 
as authorized distributors of R/M 
mechanical packings and _ gasket 
material : 
¢ Gerard Packing & Belting Co. 

New York, New York 

Alamo Belt & Equipment Co. 

San Antonio, Texas 

Mode ern Distributors, Inc. 

Duluth, Minnesota 

Baldwin Supply Co. 

Minneapolis, Minnesota 

Arey Mfg. Co., Inc. 

New York, New York 

Bibb Supply Co. 

Macon, Georgia 

Cameron & Barkley Co. 

Jacksonville, Florida 

Davis & Marr Supply Co. 

Jacksonville, Florida 

Denver Gasket & Packing Co. 

Denver, Colorado 

Dewey Brothers, Inc. 

Goldsboro, North 

East Carolina Supply Co. 


Carolina 


Plymouth, North Carolina 
Gordon Rubber & Packing Co. 
Derby, Connecticut 
Maintenance Specialties Co. 
Needham Heights, Massachusetts 
Matthews-Morse Supply Co. 
Charlotte, North Carolina 
Shelby Supply Co. 
Shelby, North Carolina 
Southern Rubber Co. 
Greensboro, North Carolina 
Theodore G. Thomas Co. 

San Antonio, Texas 
Sprayon Products, Inc., announces 15 
new distributors: 
¢ Beden Hardware Co. 

Lynn, Massachusetts 

Boyd-Wagner Co. 

Chicago, Illinois 

The Chase & Cooledge Co. 

Holyoke, Massachusetts 

Eliot Hardware Corp. 

Boston, Massachusetts 

Fidelity Industrial Supply 

Camden, New Jersey 

Flack-Pennell Co. 

Saginaw, Michigan 

continued 





EVANS 
WEIITE 
IDES 


—f 
sk. 


Sizes from 6 ft. to 12 ft 


NOW EACH IN 


BELT 
HOLSTER 


CLIPS ON BELT! 


Now, Evans gives 

industry more big sav- 

ings in measuring tapes! Greater 
convenience and performance — 
with no increase in cost! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a strong, metal-reinforced vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. Your supplier will 
gladly demonstrate. Ask him about 
this Evans “‘extra"’ today. 


YOUR COMPANY NAME 
ON TAPES... 


Evans tapes can be supplied with your com- 
pany name and advertising on each tape 
for presentation to your customers. It's a 
wonderful way to build good will. Available 
in individual gift 
package. 

Send for illustrated 

folder #5807. 


Evatea RULE CO. 


Factories at: 
Elizabeth, N. J. & Montreal, Quebec 


INDUSTRIAL DISTRIBUTION 





Flock-Pennell of Flint, Inc. 
Flint, Michigan 

Heco Inc. 

Cleveland, Ohio 

Johnson Tool & Supply Co. 
Cedar Rapids, lowa 

S. Klenosky & Co. 
Brooklyn, New York 
Machinery & Supplies, Inc. 
Appleton, Wisconsin 

Mill & Mine Supply Co., Inc. 
Birmingham, Alabama 
Pacific Supply Co. 
Jamaica, New York 
Tidewater Supply Co., Inc. 
Roanoke, Virginia 

Arnold J. Werner Co. 
Detroit, Michigan 


Elgin Abrasives Division, Elgin Na- 
tional Watch Co., names eight new 
wheel distributors: 
Adroit Tool & Supply, Inc. 
Santa Ana, California 
A. S. Childs Co., Inc. 
Worcester, Massachusetts 
H. D. Geisler Co., Inc. 
Dayton, Ohio 
Industrial Diamond Products 
Fort Worth, Texas 
Industrial Diamond Products 
Houston, Texas 
Ohio Abrasive & Tool Co. 
Cleveland, Ohio 
Quality Mill Supply Co., Inc. 
Columbus, Indiana 
Quality Mill Supply Co., Ine. 
Indianapolis, Indiana 
The Synflex Products Division, 
Samuel Moore & Co., appointed the 
following two master distributors: 
¢ Syracuse Supply Co. 
Syracuse, New York 
e N. L. Kuehn Co. 


Milwaukee, Wisconsin 


Chain Belt Co. recently appointed the 
following four full line distributors: 
¢ Jameson Machine & Supply Co. 
Lewiston, Idaho 
¢ Allied Bearing Co. 
Fort Smith, Arkansas 
¢ Union Industrial Corp. 
Carlsbad, New Mexico 
¢ Industrial Transmisison Supply 
Co., Inc. 
Columbus, Ohio 
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SEALE Ss: There's a world IOS a 


with KRUEGER All-Purpose Hesse 
Steel Bench STOOLS 


Every 


plant, shop, office and school is a 


prospect with these easy-to-sell features 


Standard or Adjustable models — 
there's no problem selling Krueger 
bench stools once you demonstrate 
their structural features, plus the ad- 
justable leg and backrest models which 
permit employes to position seating for 
maximum individual comfort and re- 
sulting efficiency. Sturdily constructed 
of seam-welded steel tubing, firmly 
braced for solid rigidity. Self leveling 
feet assure firm floor contact. Large 
comfortable seats. 








WOBBLE-FREE, LIFE-LONG 
STRUCTURAL FEATURES: — 


© 18-gauge %” o.d. tubular steel 
legs. 

® Strong, tubular ring cross-brace 
and foot rest 

© Large, round or square steel seat 
with recessed Masonite panel. 
Also, ultra-strong Fiberglass one- 
piece seat/backrest. 

®@ Fully curled safety edges on seat 
and backrest. 





COMPLETE LINE of 17 models — Also, versatile ‘‘iow boy"’ 
filing stool. Write for catalog and dealer information, today! 


TK Tea 0 is GR. 


METAL PRODUCTS ©GREEN BAY*® WISCONSIN 








DISTRIBUTORS WANTED 


MASTER 
FLAMELESS 
BLOW TORCH 


QUICK HEAT 
up to 1 OOO" 


For applications pee ee 
heat blast up to 1000° F, without fla 


Soften, 


form, mold and patch plastics, etc. Temperature 


varied by air intake adjustment. 


110-230 V. 


AC-DC motor. 2 or 3 wire plug 8 ft. heavy duty 
cord. Intermittent kK. Other models available 


with lower temp. 


the big names 


‘anges. 
in industry use MASTER HEAT BLOWERS in labora- 


tories or in production. 


Model 12750—110 volt 


AIR HEATER BLOWER 


~- quick meow heated air up 
750°. For accelerating — 
processes or for localized” heati 
8.T 3400. Air velocity 2000 FP: 
Ti0-230 Vv. AC only. 2 LT 3 wire plug 


duty. 2 dia. x 3" long discharge 
300° F. 
500° F. 
750° F 
Write today—Dept. 61-F 


Vil adle/e APPLIANCE CORP., RACINE, WISCONSIN 








MAKE YOUR OWN 
HERC-ALLOY 


| CHAIN ASSEMBLIES 


} 
t | without delay with.. J 


RY? yo “thy 


[7 





Hammerlok 


COUPLING LINK 


@ NO PEENING 
@ NO WELDING 


PLUS HERC-ALLOY 
CHAIN, OBLONG 
MASTER LINKS AND 
SLING HOOKS 

ALL AVAILABLE FROM 
YOUR CM CHAIN 
DISTRIBUTOR 


COLUMBUS McKINNON 
CHAIN DIVISION 


COLUMBUS MCKINNON CORPORATION 
Tonawanda, New York 
New York (Mountainside, N. J.) 
Chicago * Cleveland + San Francisco 
Warehouses: San Francisco, Portiand, 
Los Angeles, Salt Lake City and Dixon, Ill. 
in Canada: Columbus McKinnon Limited 
St. Catharines, Ontario 





The Gate City Steel Co., Omaha, Neb.., 
was appointed a distributor for the 
Wire Rope 
Laughlin Steel Corp. 


Division of Jones & 


Eylander Electric Motor Supply, Inc., 
Everett, Washington was appointed a 
distributor for Allis-Chalmers motors 
and generators. 


Central Industrial Supply Co., Grand 
Rapids, Michigan was appointed a 
distributor for Parker industrial tube 
fittings, Hannifin 
hydraulic cylinders and air control 
valves, and crown air system regu- 
lators, filters lubricators by 
Parker-Hannifin Corp. 


pneumatic and 


and 


Metal Goods Corp., Houston, will 
stock and distribute, in a 20 state 
Southwestern area, the complete line 
of condenser and heat exchanger 
tubes made by Bridgeport Brass Co. 


Port Erie Electric Supply, Inc., Erie, 
Pa., was appointed a distributor for 
Allis-Chalmers and gener- 
ators. 


motors 


Hydro Air, Inc., Scotch Plains, N. J., 
was appointed as exclusive distributor 
of air and hydraulic valves and 
cylinders in New York City, Con- 
necticut and northern New Jersey, by 
Rivett Lathe & Grinder, Inc. 
Web Packing Co., Webster, New 
York, was appointed a distributor for 
Parker Seal Co. in New York State. 


Washington Scale & Equipment Co., 
Inc., Washington, D. C., was ap- 
pointed distributor in the Washington 
area for the complete line of electric 
and chain hoists, trolleys and over- 
head travelling cranes manufactured 
by Wright Hoist Division, American 


Chain & Cable Co. 


Fraser & Shute, Ltd., Toronto and 
Montreal, will distribute the full line 
of electric hoists manufactured by 
Harnischfeger Corp., in the provinces 
of Ontario and Quebec. 


H. B. Tools, Springfield, New Jersey, 


was appointed exclusive national dis- 


continued 





SOUND AND 


tation by good distributors is 

absolutely essential to continued 

healthy growth and stable opera- 
tion. That's why, in selected areas, we're 
seeking sound, solid organizations... 
aggressively sales minded... locally well 
regarded... to handle the CLARK line of 
industrial fasteners. 


INVITES 
YOUR 
INQUIRY 


To interested and qualified distributors, 
CLARK offers the advantage of: 
Quality Products —Produced . . . consist- 
ently .. . to the industry's highest standards. 
Promotional Support—Displays . . . promo- 
tional literature... catalogs... plus a con- 
sistent program of advertising to pre-sell 
your prospects. 
Prompt Delivery —Speedy order processing 
and shipment—usually from stock and often 
on the same day. 
Superior Packaging—in rugged cases... 
and clearly labelled, color coded heavy 
weight cartons—uniformly and proportion- 
ally sized for simplified stocking and inven- 
tory taking. 
Distributors! 
Check with Clark for details on new, 
small size case quantities. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 
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tributor for the Micro-Height Gage 
Division of the Greist Mfg. Co. 


Moody-Price Inc., Baton Rouge, La., 
was franchised as a distributor for 
industrial tube fittings and _ tube- 
working tools by Parker Hannifin 
Corp. 


Allied Electric Motor Service, Fresno, 
Calif., was named a distributor for 
Allis-Chalmers industrial controls in 
Fresno and Madera counties. 


Mayse Industrial Equipment Co., 
Dallas, is a new distributor for Elwell- 
Parker Electric Co., industrial trucks 
in the Dallas area. 


Simco Supply Co., Inc., Atlanta, Ga., 
was granted a distributorship on 
Crown filters, regulators and lubri- 
cators for compressed air systems by 
Parker-Hannifin Corp. 


Economy Electric Co., Youngstown, 
Ohio, was named a distributor for 
Allis-Chalmers centrifugal pumps and 
rotary compressors. 


Western Ultrasonics, Inc., Monterey 
Park, Calif., was appointed an ultra- 
sonics cleaning distributor for eight 
western states by Westinghouse Elec- 
tric Corp. 


Meier Bearing Alloys Inc., Chicago, 
was appointed a distributor of indus- 
trial tube fittings and related tube- 
working tools by Parker-Hannifin 
Corp. 


Marklin Supply Co., Chicago, was ap- 
pointed a franchised distributor of 
power transmission equipment in the 
Chicago metropolitan area by Amer- 


ican Pully Co. 


MacMillan Hydraulic Engineering 
Corp., Skokie, Illinois, was appointed 
to distribute Hale Hydraulic Accumu- 
lators in northern Illinois, northwest- 
ern Indiana and southern Wisconsin 
by the Fluid Power Division, Hale 
Fire Pump Co. 


D&O Co., Wichita, Kansas, was ap- 
pointed a distributor, industrial tube 
and hose, by Parker-Hannifin Corp. 
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Plenty of 
Sales hires 


AERO-SEAL JET’ worm drive hose clamps 


Whether you sell hose clamps, or whether you use them yourself, you'll 
find plenty of sales appeal in AERO-SEAL Jets. Compared with any other 
worm drive clamp, AERO-SEALS offer advantages in material, workman- 
ship, and design. The patented JET feature permits almost instantaneous 
inatatation, yet the clamps can’t work loose or be forced apart. The patented 
band slots are shaped and angled to pre- 
vent binding. A patented interlock of saddle 
and band is more secure than spot weld- 
ing. No burrs or sharp edges, because 
AERO-SEALS are finished to aviation stand- 
ards. Bands and saddles are 302-18-8 
stainless steel. All stainless also available. 
AERO-SEALS come in diameters from 
7/16” to 15 feet to solve a multitude of 
I oe. OT fastening problems. Don’t accept less. 

MASTER ASSORTMENT ALSO AVAILABLE Specify AERO-SEALS. 


BREEZE CORPORATIONS, INC. 
700 Liberty Avenue, Union, New Jersey 
sd Cable Address: Breeze, Union, N. J. 





Reprints now available . . . 


DISTRIBUTION USA 
Challenges & Opportunities 


INDUSTRIAL DistriBuTION’s May Golden 
Anniversary Issue feature presentation, 
our most important editorial project in 50 
years, is now available in reprint form. 
Bound with special heavy-coated stock, 
reproducing the Anniversary Issue cover. 
An inspiring guide and analysis of the 
industry's growth to maturity, present 
trends, and new horizons in industrial dis- 
tribution. Price: seventy-five cents per 
copy. Address requests to Reprint Editor. 
(Advance payment appreciated. If you 
prefer we will bill you for orders over 
$3.00. ) 
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JET-AGE 
SERVICE 


ORDERS 
SHIPPED 
WITHIN 


HOURS 


LOUISVILLE 
ALUMINUM 
INDUSTRIAL 
MAINTENANCE 
EQUIPMENT 


STRONG 
EXTRA SAFE 
DURABLE 


FAST 48 HOUR SHIPMENT 
GUARANTEED BY LARGE 
STOCK of America’s Finest, 
Most Complete Line of Quality 
Aluminum Ladders, Platforms, 
Stages and! Séaffolds for In- 
dustrial and Commercial use. 


Write or Phone for Details and Catalog 


} 
A + 
1 » a z 


5 i 


OUISVILLE 


1101 W. Oak St. Louisville 10, Ky 
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Obituaries 





Joseph D. Johnson 
Weaks Supply Co., Ltd. 


Joseph D. Johnson, manager of 
Weaks Supply Co., Ltd., Shreveport, 
Louisiana, died April 14, 1961. 

Mr. Johnson, with Weaks Supply 
for a number of years, had par- 
ticipated in many industry meetings. 


Raymond V. Dickinson, 
Hollis & Co. 


Raymond V. Dickinson, 69, manager 
of Hollis & Co., in Shreveport, La., 
died April 26, 1961. 

Mr. Dickinson joined Hollis 42 
years ago in Little Rock, Ark., and 
went to Shreveport 15 years ago, 
when the Shreveport branch was 
founded. 

He was one of the first graduates of 
the college of engineering of the Uni- 
versity of Arkansas. 

He is survived by his widow; three 
daughters, four brothers and six 
grandchildren. 


H. Harrison Fuller, 
Bethlehem Steel Co. 


H. Harrison Fuller, 65, vice president 
of Bethlehem Steel Co. died April 22, 
in Hillsborough, Calif. 

Mr. Fuller has been in charge of 
Bethlehem’s West Coast steel opera- 
tions, and had been active in the steel 
industry for more than 40 years. 


Marion W. Lewis, Jr. 
Lewis Industrial Supply Co. 


Marion Wales Lewis, Jr., 70, chair- 
man of the board of Lewis Industrial 
Supply Co., died April 7. He had 
been retired from active business life 
for 12 years because of ill health. 
He was a member of the River 
Valley Club, a trustee of Norton In- 
firmary, and a director of the Bank 


of Louisville, the Consider H. Willett 
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WHAT CAN YOU 
SAY ABOUT A DRILL? 


A high quality and precision drill 
needs few fancy words. The proof is 
in the seeing and the doing! 


That’s why we've left as much space 
here as possible so you can see for 
yourself the beauty and perfection of 
a typical NEW PROCESS DRILL. 


That’s why we want you to try one 
out soon in your own shop. Your 
firsthand experience with the ulti- 
mate in precision is our best sales 
argument. NEW PROCESS maintains 
a constant full line of drills to make 
sure you get the drill you need when 
you need it. 


To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to Sales Manager at the 
address below. 


NEW PROCESS 


TWIST DRILL CO. 


33 COURT STREET 
TAUNTON, MASS. 


I 
Ue 





Now for the first time. . 


From a single source! . 


A complete line of quality 
industrial Pump Seals, avail- 
able for off-the-shelf service. 


A true ‘Dealer’s.Line’ of over 
250 Replacement seals, cover- 
ing over 95° of the replace- 
ment market, 

As an adjunct to your line of 
Pumps and Pumping Spe- 
cialties, it~will “show your 
customer you can serve his 
complete requirements. 


* over 250 individual numbers 
* as supplied to original 0.E.M. 


\ic ny 


ie 
m VL) 8/4 
= 


* precision engineered 
* quality manufactured 
* individually packaged 


00 


Distributor and dealer in« magi | invited. 
Technical catalog ho. 
will be sent upon bec we 


U. S. SEAL MFG. CORP. 
Dept. ID-2 
60 LISPENARD STREET 
NEW YORK, N. Y. 





Co., and Communities Redevelopment 
Corp., New York. 

Mr. Lewis was a salesman for 
Goodwin Preserving Co. until the 
formation of Lewis & Culp in 1921. 
Subsequently he bought sole owner- 
ship of the firm, then known as Lewis 


& Co., 


He later sold the firm. 


a merchandise brokerage firm. 


He is survived by his wife, Mrs. Nan 
Cunningham Lewis; a daughter, Mrs. 
Jefferson D. 
Marion W. 


grandchildren. 


Stewart, Jr.; a son, 


Lewis, Ill, and four 


Joseph F. Sullivan, 
Brown Instrument Division 


Joseph F. Sullivan, 
manager of Brown Instruments Divi- 
Regu- 


63, advertising 


sion, Minneapolis-Honeywell 


died April 24, 1961. 


He joined Brown Instruments Co. 


lator Co., 


as advertising manager in 1928. He 


was made advertising production 
manager in 1955. 


From 1920 to 1922 he 
porter on the old Philadelphia Public 


was a re- 
Ledger. Later he was with several 


Philadelphia Advertising agencies. 


Gordon Murphy, 
Foote Bros. Gear & Machine Corp. 


Gordon Murphy, 49, vice president of 
Foote Bros. Gear & Machine Corp. 
and of its subsidiary, The Whitney 
Chain Co., died April 26. 

Mr. Murphy passed away suddenly 
at 809 Vine Street, in 
Illinois. 


at his home 
Hinsdale, 

A key 
Corp., 


of Foote Bros. 
he was well known throughout 


employee 


the industry. 

Mr. Murphy had been connected 
with the 
Prior to that, 
Morse & Co. 

A native North Da- 
kota, he was graduated from the U.S. 
Naval 
served as a submarine officer during 
World War II. 


He is survived by 


Chicago firm for 14 years. 


he was with Fairbanks 
of Sanborn, 


Academy in Annapolis, and 


his wife, Mrs. 
three 
Fred- 


James P. 


Cynthia Murphy, and by 
Thomas M. Murphy, 


Murphy and 


brothers, 
erick G. 
Murphy. 
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Stainless Stan 
says: 

“Star Screws 
have clean, 
bright -and- 
shiny heads” 


ONE-SOURCE RESOURCE 
orSTAINLESS STEEL 
FASTENERS. :"" 


means more * Cope 
profit for you 


(less paper work!) pS 

®@ 8,000 types and sizes Screws 

® Immediate delivery, Nuts 
any quantity * Set Sockets 

* Speedy Service on ae Sane 
“specials”. Stud Bolts 
@ Thread Rod Studs 


Taper Pins 
Right Off the Shelf® 


Washer 
Wood Screws 
Write, wire, phone NOW for copy of 
e's new catalog. 


Caps 

Socket Head 
Cotter Pins 
Dowel Pins 
Hinges 





oC STAR STAINLES 
ce 645 Union Bivd., Paterson 2, N.J. 
CORROSION Clifford 6-2300 
RESISTANT yan Direct N. Y. Phone: Wisconsin 7-6310 
Direct Phila. Phone: WAlnut 5-3660 














“PALMETTO PACKINGS 
Do Make Maintenance 
Easier, Smedley— 
But This Is Ridiculous | . 





PACKING IS IMPORTANT 36 


*—to your customers .. . and to you, the 


Palmetto Distributor, Popular Palmetto 
helps you create profitable repeat busi- 


ness at low selling cost! 


GREENE, TWEED a 
psorrn cas on | 
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TALK OF THE TRADE 


eports am -ommen § on indus ry’s ersonne rom le a Leer . Ti e 
Report 1 ¢ t Industry's P l the Lighter Sid 





Trading stamps for industrial cus- 
tomers sounds as if a retailer was let 
loose in some industrial sales de- 
partment. Nevertheless it is so. Circo 
a Corp., a pro- 
‘Wed ducer of in- 
dustrial clean- 

ing equipment 

and chemicals 

is going to 

offer S & H 

Green Stamps 

to its industrial customers, among 
whom are many major auto manu- 
facturers. Just how will the industrial 
purchasing agents who are always 
sticklers for dignity take this? Circo 
will work because 


claims the idea 


industrial customers will acquire 
premiums for employee activites such 
as sports goods for company teams, 
or prizes for salesmen’s contests, etc. 
Well, it 


go so far as to say Circo’s wrong, 


but still... 


may be so and | wouldn't 


If the mountain won't come to Mo- 
hammed, why then Mohammed goes 
to the More 200 
graduates of the Harvard Business 


mountain. than 
School are putting a reverse twist 
on job-seeking this year. Instead of 
waiting for recruiters to come to the 
campus, according to Lawrence N. 
Hurwitz of The Student Small Busi- 
ness Program, the school is sending 
representatives throughout the coun- 
try to let smaller businesses know that 
the graduates are interested in them. 
“Realizing the possible disadvantages 
such as less security or longer work- 
ing hours, these students have a desire 
to perform functions at an early 
date which would have a direct effect 
on the overall operations of the busi- 
small 


ness—to be a member of a 


management team, and to be in a 


position in the early years to par- 
making broad 


ticipate in policy 


decisions toward which a large num- 


ber of MBA courses are directed.” 
The representatives distributed fold- 
ers containing resumes of 10 to 30 
men who desire jobs in particular 
geographical areas. More than 1,500 
folders were placed in the hands of 
alumni clubs, 


civic organizations, 


banks, businessmen and others. 


Ambitious Bill Greene, sales man- 
ager of Mill & Power Specialties, 
Portland, Ore., isn’t leaving anything 
to chance. He has an extension phone 
in his home for emergency calls from 


customers. 


During the summer of 1927, there 
was a good looking young boxer by 
the name of Johnny Link who took 
on the job of sparring partner for 
Jack Dempsey who was getting ready 
for a return bout with Gene Tunney. 
Dempsey got into pretty good shape 
for the famous “Battle of the Long 
Count” at Soldier’s Field in Chicago 
on Sept. 22. 
punch-fests at the training camp with- 


Link came out of the 


out a mark as you can see for your- 
self today by talking to Norman Link, 
president of O. P. Link Handle Co., 
in Salem, Ind. Mr. Link fought under 


of Johnny Link in the 


the name 





“ 


. about this bonus check, Fred. 
Is_ this the right 


place?” 


decimal point in 











tempestuous twenties. Today he 
weighs only a few more pounds than 
he did in the old days. By the way, 
where were you on the night of that 


fight? 


No smoking. Vincent Alexander, 
vice-president in charge of sales, 
Manheim Mfg. Co., Manheim, Pa., 
threw the habit 
of years ago. 

Feels 
thank 
Feels espe- 


smoking couple 
fine, 


you. 


cially fine, be- 
cause he now 
has 


good 


got more 

out of 
tobacco than he ever did when he 
was puffing at it. Seems Vince saved 
$5 a week as a result of giving up the 
weed, but at end of the year he had 
$260 in actual cash which he sunk 
in Reynolds Tobacco at some $611 
and watched his investment zip up 
to $120 today. Hyprocrisy? The heck 
you say! Vince says hyprocrite is a 
teetotal temperance type who can’t 
drink anyhow because he’s got ulcers. 


College trained personnel is now 
West 
distributors. Carl C. Cummins, head 
of the Technical Arts Department, 
California State Polytechnic College 
at San Luis Obispo, writes that the 


available to Coast industrial 


first graduating class of the Indus- 


trial Sales Program consisted of 16 
men and all were placed immediately 
with industrial concerns and given 
assignments as sales trainees or in- 
dustrial sales representatives. At 
present there are 102 majors in the 
course which is patterned after the 
curriculum of Clarkson College of 
Technology Industrial Distribution 
course. INDUSTRIAL DISTRIBUTION is 
the preferred reading in the Tech- 
nical Arts Society. ‘Thank you, gentle- 


J.A.W. 


men. 
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OPENING WEDGE 


sales call off to a real selling call is with blue 

amond files. They’re pre-sold—through customer 

continuing promotion in national trade publica- 

placement needs of your customers. ® Use your 

Black D ond file line to break through customer resist- 


at 


Nicholson 


ince. Take minute to | files before selling your other blue chip lines. 


Nicholson File Company, Providence 1, Rhode Island « Files * Rotary Burs « Sto, NICHOLSON — 


Hacksaw and Band Saw Blades ¢ Ground Flat Stock ¢ Industrial Hammers ®@s.a. 








Think Profit... 





BY REDUCING INSPECTION REJECT AND IN-WARRANTY SERVICE COSTS 


Today’s profit-conscious industrial leaders are tak- 
ing a long, hard look at the profit-eating costs of 
inspection rejects and in-warranty service. They’re 
turning to quality—in materials and components— 
to reduce these costs and increase profits. 

Holo-Krome’s exclusive —THERMO-FORGED process 
produces socket screws of unmatched uniformity 
and quality . . . virtually free from flaws and hidden 
imperfections. Sell the fact that a few extra pennies 
spent on quality socket screws can save many 


*Trade Mark of The Holo-Krome Screw Corporation 


hundreds of profit dollars by reducing the high cost 
of inferior fasteners. Think customer profit . . . sell 
Holo-Krome quality! 


If you’re not now a Holo-Krome distributor, write 
and see if there’s a franchise open in your territory. 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 





